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NEW SUN-RAY 


SERIES “VS” 


VERTICAL FLAME 


Addition to the 


Great Sun-Ray 
“Shell’’ Head 
Burner Family 


1 — Burns less oil —500° to 600° F. hotter flame. 
2 — No combustion chamber required. 

3 — No complicated hearth to build. 

4—No moving parts in combustion area. 

5 — Burns catalytic oil cleanly and completely. 


6 — Delivers heat directly to boiler sections or 
furnace heat exchangers. 


7 — Built-in delayed action oil brake. 
8 — Easy to install — requires less service. 


9 — Tops in consumer appeal. 


Sg SUN-RAY BURNER MFG. CORP. | 


NUTONATICN 139-22 Queens Boulevard, Jamaica 2, New Yor | 


OIL BURN ERS Famous the World Over for Quality and Economy 
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Among other things . . 


The opening feature on page 49 contains some reassur- 
ing statements from Joseph Salmon, who, after an analysis 
of the world petroleum situation, foresees a surplus of crude 
oil and finished products at all levels. 


Next, “Our oilheating Cousins” describes the operation 
of Cunard & Co. in Halifax, Nova Scotia, right now cele- 
brating its 125th Anniversary. The cover picture shows an 
interesting sidelight of Cunard’s oil business, with the 
schooner Isabel F. Spindler, skippered by Capt. Edward 
Owen Grandy, taking on diesel oil for its auxiliary engines. 
V. R. Lenaghan, manager of the company’s bulk plant on 
the pier, stands by to encourage the crewman. 


Other timely articles discuss manpower utilization as it 
relates to burner service profits and a “modernization” 
program to up-grade the efficiencies of domestic oilheating 
installations. 
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ASA sultetin 8262 


SOLENOID VALVE WITH 


lime Delay Feature 


ASCO can now supply the Bulletin 8262 solenoid shut-off valves with a time 
delay feature for oil burner service. 
This arrangement provides a delay of approximately 52 seconds before the 
valve opens after it has been energized and will allow ample time for full flow 
of air to support compete combustion and purge the burner of oil fumes. 
Troublesome, lazy and smoky starts are eliminated, resulting in increased oper- 
ating efficiency. Shut-off is instantaneous and positive, a soft composition disc 
insuring absolutely drip-tight shut-off. Valve has '/s-inch pipe size, and full 
1/16-inch port size suitabie for flow capacities up to 15 gallons per hour and a 
maximum pressure of 150 pounds. Also '/s-inch port for pressures up to 125 
pounds with time delay of approximately 6'/2 seconds and 40 gallons per hour 
flow. Standard body is brass, with stainless steel available for special applica- 
tions at slight additional cost. Standard, continuous-duty coil with incorporated 
time delay for operation on 115 volts, 60 cycles. Valve can be mounted in any 
position without affecting time delay. Write for further details requesting 
information on Catalog No. 82621-TD. : 
ASCO can also supply the Bulletin 8314, Three-way Midget Valves with the same 
time delay feature, making them suitable for special applications and unloading 
service on compressors, where time delay is desired. Request information on 
Catalog No. 83141-TD. 

* 


These two special Time Delay Valves are indicative of the design and manu- 
facturing service available to industry through our engineering department. 
We shall be glad to help you in your problem. 


When in need of Automatic Transfer Switches, 
Remote Control Switches, Contactors, Relays, and 
Specialized Electromagnetic Controls, come to us. 


Automatic Switch Co. 


385-F Lakeside Avenue * Orange, New Jersey 
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Names in the News 


Jesse C. Johnson, president, S. T. 
Johnson Co., Oakland, Cal. and Phila: 
delphia, Pa., died 
on October 18 as 
the result of in- 
juries incurred in 
an accidental fall 
at his country 
home in Paradise, 
Cal. He was tak- 
ing a brief vaca- 
tion on the occa- 
sion of his 72nd birthday. Johnson had 
devoted virtually all of his adult life 
to the building and engineering of oil- 
burners, having founded the S. T. 
Johnson Co. in 1902 with his older 
brother, Seward T. Johnson. He has 
been president of the company for 
many years, guiding the organization 
in its growth from a two-man machine 
shop to a nation-wide organization. 
Also, Johnson was instrumental in de- 
veloping many of the basic oilburning 
techniques in use today and from the 
beginning worked actively to gain ac 





ceptance and recognition for the oil- 
heating industry. He helped form the 
earliest industry associations and 
served as president of the American 
Oil Burner Association in 1928. John- 
son’s faithful attendance at conven 
tions was almost a tradition and among 
the great and small of the industry he 
had many deep and abiding friend: 
ships. The industry, indeed, has lost 
one of its grand old gentlemen. 


H. F. Detrick, vice-president, A. O. 


Smith Corp., Milwaukee, ‘Visc., 
assumed additional responsibilities in 
the corporation’s management !y tak: 
ing direct jurisdiction over “. O. 
Smith’s capital goods manufac:uring 
and marketing business. He has trans’ 
ferred his operating headquarters 


November 

















lost 


1SC., 
s in 


tak’ 


ring 
ans’ 
rters 












One of the Greatest Ad Campaigns in the Heating Industry— 








Cne of the Most Complete Lines in the Heating Industry — 


help you 


PROFIT 


with 


ope 


OVER 7,500,000 
POTENTIAL CUSTOMERS 
SEE THESE ADS 

EVERY MONTH! 


Famous Fluid Heat Pres- 

sure Burners. Four 
“= models, with firing 

rates from 7/10 to 

12 gallons per hour. 


Famous Fluid Heat 
Wall Flame Rota- 


ry Burner. Two models with 
firing rates from We to 41% 
gallons per hour. 


zl! uid heats 


AUTOMATIC HEATING EQUIPMENT |, 


§ SMASHING, COLORFUL ADVERTISEMENTS month after month 


in Saturday Evening Post and Better Homes & Gardens! 
Ads aimed at your customers . . . homeowners. . . 
prospective homeowners . . . people with money in 
their pockets and heating on their minds! Ads that tell 
readers to visit you for the best heating equipment 
money can buy! Ads with just one purpose—to 

help you sell! 


And remember, you’re selling one of the most 
complete lines in the heating industry! A complete 
line of Warm Air Furnaces, Boilers and Conversion 
Burners. . . all backed by over 30 years of 
Fluid Heat research and engineering know-how! 
Automatic heating equipment that fits every home 
heating need and gives amazingly trouble-free service, 
remarkable efficiency, and long life. 


That’s the sensational profit campaign Fluid Heat 
has for you in ’52! Be sure you cash in by showing 
and pushing Fluid Heat! If you’re not already 
selling this high-profit, top-quality line, write us for 
details. Address: FLurp Heat Div., Anchor Post 
Products, Inc., 6700 Eastern Ave., Baltimore 24, Md. 


“WORLD’S ECONOMY CHAMPION” 


Famous Fluid Heat Boiler 

Burner Units. Six models, 
f rated from 300 to 

1090 sq. ft. of stand- 

ing steam. 


Famous Fluid Heot 
Warm Air Furnaces. 3 
Seven models, from = 
70,000 to 200,000 
B.T.U. per hour. 
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COME TO CHICAGO 


to see 
NE W Ideas ... Products... Methods ... Trends 


OIL HEATING VENTILATING 
AIR CONDITIONING 


For 5 full days, Chicago’s huge International Amphitheatre will 
be bulging with sales-stimulating ideas and up-to-the-minute 
information on developments in oil heating facilities. 


More than 300 exhibits will display the newest methods, equip- 
ment, and parts and the latest trends and practices in adapting 
oil heat to domestic, commercial, and industrial requirements. 
Wholesalers, dealers, distributors; sales and service engineers, 
all will have an exceptional opportunity to discuss specific in- 
terests, problems, and requirements on the spot, with the tech- 
nical experts who will be staffing the exhibits . . . will come 
away with more practical, dollars-and-cents ideas than could 
possibly be acquired anywhere else in so little time. 


mark this date NOW! 
JAN. 26-30 


Auspices of the American Society of Heating and Ventilating Engineers 
Management International Exposition Company 


ATTEND and BENEFIT 
from this 5 day exposition of 
ideas and progress 








from Los Angeles to Milwaukee. 
Among products which now lay in 
Detrick’s area of management inclu.je 
petroleum meters. 
Detrick came to 
A. O. Smith in 
1931 asa consult- 
ing engineer. In 
the early 1930's, 
he spent a consid- 
erable amount of 
time in Europe 
recruiting a num- 
ber of leading 
European _ scien- 
tists for his company. Subsequently, 
Detrick has carried out numerous engi- 
neering, production and administrative 
assignments. In 1938, he was made 
president of Smith Meter Co., a whol- 
ly owned subsidiary. In 1946, he took 
over management of Smith’s newly- 
built water heater plant at Kankakee, 
Ill. He returned to Los Angeles in 
1949 as manager of the company’s 
West Coast manufacturing activities. 
Last year he was made general man- 
ager of all A. O. Smith interests in 
the West. 





H. F. Detrick 


Andrew Gagarin has been elected 
to the presidency, Torrington Mfg. 
Co., Torrington, 
Conn., effective 
January 1, 1953, 
succeeding S. W. 
Farnsworth who 
will become chair- 
man of the board. 
Gagarin is cur- 
rently vice-presi- 
dent of the com- 
pany. He joined 
the organization in 1946 as a member 
of the production control department, 
and served as assistant to the vice 
president in charge of manufacturing 
and assistant to the president. Prior to 
joining Torrington, Gagarin was asso 
ciated with the Morgan Stanley Co., 
investment bankers. 


Robert E. Sullivan has joine: Mt. 
Hawley Mfg. Co., Peoria 4, !'|., as 
sales manager of its Heating Division. 
In 1947, Sullivan was with Crane Co. 
as heating manager and durin: that 
time conducted many schools fr the 
wet heat trade. 
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ONLY 4” OF FURNACE EX- 
TENDS IN YOUR LIVING ROOM 


That’s why the MONOGRAM 
FURNACE is ideally adapted to 
small homes where space is valuable. 
The beautiful outer cabinet in baked 
enamel fits into any decorative 
scheme. It’s attractive as well as 
serviceable. 















































TEETH ON 
TUBULATOR 
RING BREAK 
UP SECOND- 
ARY AIR 
INTO SMALL 
STREAMS i: 
AND MIX IT - 
WITH BURN- |: 
ING GAS AT i 
A POINT OF : 
COMBUSTION | | 














GAS AND 
PRIMARY e 
AIR BURNS 
HERE 











GAS AND 
PRIMARY 
AIR MIX HERE 








OIL VAPORIZING PAN 





3TU Rating 


Nidth of Front 
Width of Back. 








Gauge Baffle 


,PECIFICATIONS A569 MONOGRAM OIL 


-ombustion Drum.............- 13 x 48 
Height from floor of front of cabinet .7434 
teight from floor of back of cabinet. . 


Gauge of Combustion Drum. 


scan Motor . . .45 watt- 1500 RPM 
24 (High Impedance Protected) 
18 Shipping Weight. . . .. 300 Ibs. 


FURNACE 


Max. Oil Consumption per 24 hrs. Gal... 14% 
Min. Oil Consumption per 24 hrs. Gal. . 154 
.72 Grade Distillate recommended ...No. 1 








WRITE TODAY FOR FULL Lininntotindntianiniivevaih 








a CENTRAL HEATING PLANT 
at SPACE HEATER ¢€OSTS!?! 


Solves the problem of low-cost heating in small homes. There’s 
none so adaptable yet so efficient in delivering clean, uniform 
heat. The MONOGRAM Oil Furnace performs so perfectly due to 
its exclusive ‘Forced Air” Burner. . 
er that gives more BTU’s per gallon of oil than any other... that 
owners do not hesitate to praise both its efficiency and economy! 


IDEAL FOR S$MALL-~HOMES 


Heats four or five room homes comfortably. Affords dual register heating 
from the wall as shown, and is fully automatic. Heat is thermostatically 
controlled. all 24 hours of the day. 


REQUIRES NO EXPENSIVE DUCT WORK or FLOOR SPACE 
The MONOGRAM OIL FURNACE fits in the wall. 
since no duct work is required, nor does it take up valuable floor space. 
Heated air is forced out at eye level. 
front of the Furnace! 





ROTOR PLATE 
PRODUCES 
SHORTER AC- 
TIVE FLAME. 
MORE HEA1 
FROM SIDES 
OF HEATER 








SECONDARY 
AIR INLETS 
TO COMPLETE 








COMBUSTION 








PRIMARY AIR 
INLETS 


OIL INLET 























. the patented vaporizing burn- 


Can be installed in a day, 


Furniture may be placed directly in 


WITH “FORCED AIR” 
BURNER THAT 
PRODUCES MORE HEAT 
AT LESS COST... 


This exclusive feature of the 
MONOGRAM Automatic Furnace 
sets it apart... for greater per- 
formance and economy. Patent- 
ed designing of this burner ena- 
bles it to produce more BTU’s of 
heat for its size, to deliver a 
wider range of operation and to 
work with equal efficiency in 
mild or cold weather. 














BS ditorial v4 aks 


THE RAIN CAME down in sheets both 
of the early October days during the 
OHI Directors meeting at Virginia 
Beach, Va. The air was blue around 
the ladies who had come equipped 
with beach blankets and sun suits, not 
to mention Tim Loizeaux and a dozen 
other men with their kits for cow pas- 
ture pool. 

But it remained for Mrs. Bruce Ol- 
son, wife of the Sundstrand Machine 
Tool president, to add the final insult 
to the management of the Cavalier 
Hotel. She arrived at mid-day with a 
pair of snowshoes under one arm and 
ski pants over the other. 

Everyone stared but there were no 
explanations except the one time Bruce 


tapped his head and mentioned, “She’s 


a little eccentric.” 

Actually, she isn’t. It was when 
they stoppéd off at Canton, Ohio, en 
route that an old friend said, “Look, 
we're moving to Florida and haven't 
a use in the world for these things; 
wouldn’t you like to have them?” 
When Bruce remonstrated over how 
do you pack such things, Ellen unin- 
hibited, said there was nothing to it, 
she'd just carry them. 

eo 

TO THE GREAT surprise of most every- 
one in the industry very few fueloil 
distributors filled out and submitted to 
OPS the lengthy operating statement 
to justify higher margins by areas. Of 
course the Government policy that you 
could only get relief if your actual dol- 
lar profits had dropped, regardless of 
how much you had increased your vol- 
ume, was quite a damper. 

If you are one of the oil men who 
sent the editor a copy of the form 
with your figures, on his promise that 
a super-dooper analysis could be made, 
we have to tell you that it can’t be 
that good. So far only about 100 have 
come in, enough for a fairly good gen- 


10 


eral study but not the detail we had 
planned. We'll wait until the last 
minute for more possible returns and 
then analyze what we have in the De- 
cember or January issue. 
ee 

AND WHILE WE'RE eating crow we 
may as well go on to another situation. 
The editor’s knuckles were rapped 
something awful during the past 
month, and all over an ad that ap- 
peared in the October issue. 

This ad was from a gas equipment 
manufacturer picturing and describ- 
ing a product to convert oil-designed 
boiler and furnace-burner units to gas. 
In a magazine dedicated to progress 
in oilheating it seemed odd. The score 
of top industry men who wrote us 
about it in terms that sizzled the paper 
did have a point. 

It was a slip, but no matter . . . we 
should watch the ads more closely. 
Our future policy shal] be to carry no 
ads for straight gas equipment. Among 
our manufacturer friends are quite a 
few who make equipment for both 
fuels, companies that have been with 
us for years. If they mention gas in 
their oil equipment ads we have no ob- 
jection nor would you, but the straight 
gas equipment ads are out. 

eo 
DID YOU HEAR that the week of Octo- 
ber 12 to 18 was not only Oil Progress 
Week but was also National Save the 
Horse Week? A little incongruous .. . 
it’s hard to do both, 

fe 
IN THE OCTOBER issue of “Service,” a 
Cities Service slick paper magazine, 
is a three-page appreciation of L. T. 
White, the corporation’s impresario 
of research and book learning. The 
fact is that his long career with the 
company has mostly been taken up 
with a particularly imaginative type of 
merchandising counsel. The article 
carries a table of “White Lines—on 
Promotion Turnpike” . . . thus: 

Never suggest a purchase you can’t 
prove is needed. Never criticize what 
the buyer is using; he picked it. People 
buy benefits, not products. If you want 
to earn more, learn more. 

Standards of living don’t rise- 
they are talked up by salesmen. Buy- 
ers and dogs can tell a phoney. People 
have four buying motives—to live, 








learn, love and laugh. Team work : 
steam work, 
ate 

SINCLAIR'S HARRY FULLER, accordi: 
to the New York Journal of Com 
merce, has inspected a basketful of 
woolly bears this fall and finds tlit 
while they point to a winter a litle 
colder than last year, there’s no in 
cation of anything severe. 

Woolly bears, if you haven't heard, 


IQ 


S 


are the little brown caterpillars that 
cross your sidewalk on early fall aft-r- 
noons. 

Their disciples forecast the winters 
by observing the width of the stripe at 


the center. They haven't done badly in 
the last few years. 

But Aaron Rich’s publication, “Un- 
der the Fill,” quotes William Ken- 
nedy, meteorologist for the Weather 
Bureau atop Bear Mountain, as pre- 
dicting the lowest temperature in 
years and more snow than usual. And, 
says Aaron, Kennedy in the past has 
been 98% right. 

So it looks like Fuller versus Ken- 
nedy and we'll know by Easter. We 
can be happy either way. Warm, we're 
all more comfortable, but cold, we sell 
more fueloil and the farmers will have 
fewer pests next summer. 

> 
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ON THIS PAGE in the September issue 
was a squib about a clever promotional 
piece developed by Golden Glow Mfg. 
Co., Sioux City, Iowa. It was the wed’ 
ding picture with the headline, “To 
Love, Honor and Shovel Coal.” 

Now in the October issues of House 
Beautiful and House and Garden 
you'll see large ads by the Toridheet 
Div. of Cleveland Steel Products 
Corp., showing a wedding scene with 
the main head reading, “To Love, 
Honor and Stoke the Furnace.” Ads 
for general magazines are prepared 
months in advance, which prompts 
Lou Dienst, the company’s sales pro 
motion maestro, to write us, “Coincl 
dence? Yes! Intentional plagiarism? 
We plead Not Guilty.” 

This often happens with consumer 
products. Scads of people had the idea, 
“Be Happy Go Lucky.” 
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_ There you are, 

p Mr. Fuel Oil Dealer! 

: Right in the palm of 

rf your customer's hand. 

3 And he knows it. 

‘ 

re Give him the best in service and he will stick with you for years. 

re What’s more, he will bring you new customers, too. And so you grow. 


But give him less than what he may reasonably expéct and he will 
go elsewhere — taking others with him. That’s when you start to slip. 


Today’s fuel oil customer expects clean, safe fuel delivery; the kind that 
is just as automatic for him as his water and electric supply. 

The only real guarantee of such service is through the use of 
VENTALARM® Whistling Tank Fill Signal. 







ue 





For tanks already in use 
* specify Model ‘‘LC”’ 
5° VENTALARM Signal 
d- (compression fitting type) 
To 


al 


Start your “‘keep the customer happy” campaign right now. Install 
VENTALARM Signal on all old tanks this winter. It’s easy. It’s smart. 
And every signal will pay for itself the first season in delivery cost savings. 


SPRL SSION FiTy, 
at”) THAI ADINg Ae 


How can you afford not to do it? 


























eet 

Bea F installati ; , 

o = poi eos aii Over 4,000,000 VENTALARM Signals now in use 
ith ff VENTALARM Signal on home fuel oil, automotive and diesel tanks. 
i ‘ (threaded type) 
\ds  -— 
‘! SCULLY SIGNAL COMPANY 
pts 76 First Street 

se 
z CAMBRIDGE 41, MASS. 
i Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 
mer 
Jea, ~ontact your REGULAR 

SUPPLY HOUSE for 
VENTALARM Signal in : 

~~ variety of sizes - - +O 


other Scully Fuel Oil 
Delivery Aids. 


All Scully Products se il 
manufactured under U.S. 5 
patents or patents pending. 
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DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1947 1948 1949 1950 195! 1952 
Shipments cf Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELom & Ort Heat's estimates of shipments are: 











JULY SEVEN MONTHS ———— 
Percent Percent 
1952 1951 Change 1952 1951 Change 
Conversion 43,238 30,827 + 40.3 230,585 249,855 — 17,7 
Boiler Units 6,326 3,142 +101.3 29,563 32,461 — 8.9 
Furnace Units 17,247 9,972 + 73.0 84,392 73,154 + EA 
All Domestic 66,811 43,941 + §2.0 344,540 355,470 — 3,1 
Commercial 3,589 2,903 + 23.6 18,686 24,545 — 23.9 
Total 70,400 46,844 + 50.3 363,226 380.015 4.4 
150 150 
Stocks oF DomESTIC “0 
AND UNITS 

130] (in Thousands) End of Month Shown 130 
120) Healer’stecks: ow 
10 110 
100 100 
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September Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER’-BURNERS FURNACE-BURNERS 
September Aver. $321 $694 $631 
August Aver. 329 707 641 


Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
September 145.3 Sixmonthsago 142.3 September 136.1 Six monthsago 132.9 
August 144.7 Yearago 137.5 August 137.5 Yearago 136.4 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 








O/ILBURNER PRICES- RETA/L CONVERSION BURNER - JAN. 1940=100 


INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS — 1939 = 100 eoren nnn nnnnn a 
CONSTRUCTION COSTS —RESIDENTIAL- DEPT. OF COMMERCE -1939 =/00 —me = mmm» ame 
CosT OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39=1/00 cccoocoDOODCDDCODDONDD 
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Cilheating Trends 


FOLLOWING the seasonal pattern, n- 
stallations of domestic oilburners and 
units in September are estimated at 
104,736, or 8% above the 97,022 in- 
stalled in the same month a year ago. 
The installations were divided: New 
homes 18,807; Replacements of old 
oilburners 14,198; Conversions from 
other fuels 71,731. 

Total installations for the first nine 
months of the year are estimated at 
502,969 and last year they were 463,- 
993, showing an 8% rise. As men- 
tioned last month we still believe our 
estimates for this year are a little on the 
low side, perhaps 5%, with the varia- 
tion being in the new home category. 
The year-end study for the January 
issue should catch this. 

BURNER STOCKS: Dealer stocks of 
domestic oilburners and units on Oc- 
tober 1 are estimated at 109,804 com- 
pared with 139,109 the previous month 
and with 109,030 on October 1 a year 
ago. They normally drop in Septem- 
ber. The October 1 stocks were di 
vided: Conversion burners 69,899; 
Boiler-burner units 20,534; Furnace- 
burner units 19,371. 

TANK STOCKS: These took a beating 
during September, either because the 
steel strike made them tighter or else 
the dealers just wanted to unload. At 
the month end the dealers had in stock 
only an estimated 65,695, compared 
with 119,808 at the start and com: 
pared with 112,958 on October 1 a 
year ago. 

Supply was not the whole reason for 
the drop because prices didn’t go up, 
as they would have done, with or with- 
out ceilings, if tanks had been very 
scarce. The month-end average for a 
275 gallon size was $38, just the same 
as the previous month for the country 
as a whole, although there was some 
variation by regions. The New Eng’ 
land average was $35, Mid-Atlantic 
$39, Midwest $34 and Pacific North 
west $48. P-r sizes the October | stocks 
were divided: 220-275 gallon 57,324; 
sizes 550-675 gallon 4,880; sizes 1,000 
gallons or larger 3,491. 

WHO BUYS OILBURNERS? /\s the 
oilheating industry has mature in the 
years since the war everyone has 
known that the finer homes we» pret’ 
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e Unlike ordinary warm air furnace humidifiers, this Maid-O’- 
| Mist Convector Humidifier has no flat bottom to block the flow 
| of warm air. Maid-O’-Mist’s individual 3” copper water troughs 
are spaced 1” apart to allow unrestricted air flow between 
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the evaporator pads. This exclusive design provides 
2 
greater evaporating working area so necessary 
7 ~ SS in short eycle modern heating. That’s why 
y 2h & . ~~ “ Maid-O’-Mist Convector Humidifier is 
P ~~? a ideal for the small plenums of all 
; modern warm air furnaces. 
\¢ 
h View at left, shows the 
i back plate extended to 
illustrate the individual 
- . : trough construction. En- 
i + Patented Evaporator g tire humidifier is made of 
; ~. Pads are constructed of % . aeliatiggneede oakley aie 
oy todos a : ' . copper and brass. 6 feet 
e- a SOR ee 19 9 of 4%” O.D. copper tub- 
paper fillers with outer ing with saddle valve for 
layers of asbestos. The cor- : water connections is also 
1g rugations form capillary i FF furnished. 
ne * tubes which greatly in- Fr 
se y.- crease the water absorb- ¥ > my 
At f, ing qualities of the pads. 4 ‘4 
ck ia _ 
od Ee POR 7 
m- 
a 
of 
Ip, 
rh 
a ind Hy, EH 
me 60% 
ry Note above how Maid-O’-Mist’s exclu- This view shows why installation time can less air restriction in plenum 
Sive individual trough design allows the be reduced by 50%. You just cut opening 30% 
me air to flow freely up between the evapo- in plenum and make water connections. 13 
12 rator pads. The entire area of each of the sizes available with evaporation capacities more evaporation area 
ee ‘orge evaporator pads is in direct contact of 1 to 10 gals. of water per day. Get full in- 50% 
tic th the warm air flow thus providing formation on these competitively priced units 
the °!%o more evaporating surface. from your jobber or write for Bulletin 701-B. less installation time 
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ty well taken care of and that we were Type of Families buying Oilburners in 1952 
pushing out to a broader, lower in- New Mid- Mid- Pac. A} 
come base. At the request of a leading Eng. Atl. West N. W. Sec. 
oilburner manufacturer a check was - pepine a Dg ae 8% 1% 
. . ell-to-do 2 1 20 19 
made this month on the experiences of Skilled Labor, White Collar 49 48 57 > i 5] 
the reporting group. The table shows Low Income 20 26 20 15 2 
the income levels that bought burmers i ecceeccceecaeeees 
this year. 
As a guide to the dealers in classi- Oilburner* and Building Permits 
fying their buyers we told them to _____o1LBURNERS—————_ ____pweLLincs 
think of high income people as Cadil- September 9 MONTHS September 9 MONTHS 
lac users; well-to-do folks as driving 1952 1951 1952 oe 1952 1951 1952 195] 
- a . 81 50 377 50 Albany, N. Y. ee Mi ov a 
Buicks or Chryslers; skilled labor 27 307 «©1267 «= 2279 Baltimore, Md. 213-205. «25923763 
white collar as the Chevrolet and Ford . - ea ne Binghamton, N. Y. 8 15 81 5 
epee od a amilies as thos mn os at ar Bloomfield, N. J. 4 7 63 5 
buyers; low income families as those ‘ - 7 Sstentieas “ ie Pe 3 
who buy used cars. 200 110 707 739 Bridgeport, Conn. a Fe +. J 
’ aio satiate oat - - ma e Buffalo, N. Y. 59 48 462 430 
Then the dealers were asked to esti- i i8 389 79 iene re # = r : 
mate what share of the high income and eas ie ” Des Moines, Iowa 200 46 702 688 
ee . 2 as a 828 es 1343 Detroit, Mich. 291 538 3211 5342 
well-to-do families in their markets 95 43 39] 421 Elizabeth, N. J. 1 6 63 ye 
already have either oil or gas central 45 35 288 304 Freeport, N. Y. ois Pe a a 
. . 512 O14 . o% oe Greenwich, Conn. 49 43 321 342 
heating. The national figure is 91 7. 7 ie _ Sachecsnct. WT a 7 sae = 
By sections it is: New England 94%; - 150 .. 1328 Hartford, Conn. a on 4 
sa -. ONG. =o CO}: and i a we Hudson County, N. J. ee ae RY 
Mid Atlantic 90%; Midwest 91%; sé 396 333 exienong By : ; oe Fo 
Pacific Northwest 93%. i? eva oa 3 Lynn, Mass. 23 13 164 104 
i ; —" 29 2 335 233 Meriden, Conn. a or a an 
SHORT MATERIALS: During Septem- 525. 138 «03401. ~— 723 Milwaukee, Wisc. 230 346 2236 2396 
ber approximately 750 oilheating in- 95 71 724 559 Minneapolis, Minn. 135 129 889 1138 
te ll : e ld b od l d be 26 36 204 208 Montclair, N. if oe ee ee ee 
stallations could not De complete ° - fk od . Morristown, N. J. 5 13 43 2? 
cause the dealer was held up in getting 48 34. 2662 229 Mt. Vernon, N. Y. os ea ois 
, 2 ‘al. Th : o% Z25 w% 1405 Newark, N. J. 
some necessary material. That was an 147 94 921 524 Steer ited ils. 
improvement over August when about 78 49 502 400 — oo. — 
: . : " ee oe ee o- ew rieans, La. ee oe ee oe 
1,200 jobs were stymied, Obviously a 45 f 355 New Rochelle, N.Y. 27 16 200121 
there is not much of a problem at the 5209 pi 5 oe —_ : New York = (total) ; se eS 3 
: . 4462 4572 sad 1 Brooklyn-Queens 
dealer level. The items that held back i) 663 36 ~ A Riches Be o Bt - 
the few jobs covered were: boiler ‘ 67 .. 1193 Norfolk, Va. 76 94 993 769 
Ba 24 B co oe te Oakland, Calif. ka ae i” = 
jackets, tanks, furnaces, convectors, 219 79 666 610 Omaha, Nebr. 96 75 893 789 
relief valves and copper tubing. 29 21 175 169 Orange, N. J. 2 0 17 33 
, ~ 32 43 216 199 Passaic, N. J. oe é ra “a 
FUELOIL SUPPLY RESTRICTIONS: Go- 114 87 654 498 Paterson, N. J. 17 10 151 151 
ing into the heating season with vir- = 760 -» 6135 Philadelphia, Pa. + = - . 
ae age sales ‘a - - es Plainfield, N. J. 9 28 134 146 
tually all of the oi economists pre- 101 81 395 469 Portland, Me. 12 7 88 = 132 
dicting a plentiful supply of heating 506 = 538 = 3582 = 3410 Portland, Ore. 168 92 1175 = 1185 
sil nl oe ah ans 22 40 134 167 Poughkeepsie, N. Y. ee - es o 
ou, it is surprising to And quite a num- . 110 A 676 Providence, R. I. 26 23 154-210 
ber of the fueloil distributors still lim- - Pe ” sh Reading, Pa. 10 10 59 68 
— h owned — 48 38 316 528 Richmond, Va. 26 51 467 506 
ited on the manera or product . ey 93 78 433 531 Roanoke, Va. ; as ‘ie és 
can get from their normal suppliers. 464 387 2646 2001 Rochester, N. Y. - - ch a 
, jb 26 124 198 Rockville Center, N. Y. ij 22 58 98 
In the New England states 24% 80 46 297 238 Salem, Mass. 7 12 4768 
mi eo oe oe 97 121 369 565 St. Paul, Minn. 117-122-986 ~—s<92 
id-Atlantic areas 53% of those re- 8 46 247 $32 Schenectady, N. Y. os ae; - i 
orting are being circumscribed; in the vs . v Seattle, Wash. oe 144 -. 1473 
ip 8 err - . ws 5% - + Springfield, Mass. 100 86 646 609 
idwest none report difficulty along 26 48 474 456 Stamford, Conn. te me vy Me 
this line, while in the Pacific North- 5 4 77 37 Syracuse, N. Y. 36 44 380 027] 
ae | ; .. i ss ~ Trenton, N. J. 6 7 113 59 
west restrictions are almost universal. a . .. . Utica, N. Y. 29 9 142 118 
Among those companies being re- 119 130 866 720 Washington, D. C. oe ax i . 
sitiet olan 3 “ie ee ie ne oe one West Orange, N. J. oe 42 oy 298 
stricted the largest number, 4470, are 48 57 260 287 White Plains, N.Y. 16 18 117 ~— 84 
being given the same amount as last “is rs ~ 663 + acacia 12 21 168 =. 203 
; 21 1 1366 1269 ter, ss. ie sa $6 
season. Next are those with last sea- 104 64 562 502 Mein ST Y. x io, - 
son plus 10%, with 21% of the mar- 8490 8233 25467 24691 Totals 1973 2147 17903 20998 
esi ; 3; 7 — 47 
keters; then 19% are limited to a spe- ee am + 3.1 Percent Change 8.1 14. 
cific contract but they didn’t tell the _ *Permits are not total sales in each market since none are reported from suburbar: areas, 
(Pl which normally account for 20% to 60% of total sales in each market; nor are they a’. accu’ 
ease turn to page 166) rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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Meet the new 
Delco-Heat Oil- Fired Conditionairs! 











OPC -75LD — Ideally 
suited for basement 
installation. Blower 
filter unit is enclosed 
in cabinet housing. 
49” high, takes 
25 x 42% in. floor 
space. 





Fora good deal 


DEAL WITH DELCO 








OPC-75HR — Popular 
counterflow model 
for homes without 
basements. Features 
a downward flow of 
air into ducts in- 
stalled in concrete 
slab or below the 
floor. 72%" high, 
takes only 25 x 25 in. 
floor space. 






















OPC-75H — Especially 
designed for utility 
room, alcove, closet 
and basement instal- 
lation .. . wherevér 
space is limited. 
6734" high, takes only 
25x25 in. floorspace. 


Greater eye appeal! More compact! 
“Packaged” for easier handling 
and quicker installation! 


Here they are — newly styled for greater eye appeal, the Delco-Heat 
OPC-75 series Conditionairs. Completely automatic, oil-fired forced 
warm air furnaces... designed and engineered especially to meet 
the space-saving requirements of today’s popular-sized home. 

With an output rating of 75,000 Btu per hour, these units are 
‘‘packaged”’— for quicker, less expensive installation. 

Streamlined jackets have new eye-appealing smartness that gives 
the entire heating “package” greater sales appeal. Built-in quality, 
General Motors’ manufacturing experience and low competitive 
prices make these Delco-Heat OPC Conditionairs real profit makers. 





DELCO APPLIANCE DIVISION, Dept. FO 
General Motors Corporation, Rochester 1, N. Y. 


Please send me information on the new OPC-75 Conditionairs ! 
NMOS ok ee oe ae wee ee ie ee 
PHU INDO < 235 owe ee Sea Se a aed sae eee 
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Govetnment Influences on Fuels 


by 
Milburn Petty 


WASHINGTON—The Petroleum Ad- 
ministration for Defense now believes 
there will be adequate supplies of heat- 
ing oils for the East Coast, barring an 
unusually cold winter. 

Even an increase of 5% above nor- 
mal in degree days, however, would 
require the running of an additional 
130,000 barrels daily at Gulf and East 
Coast refineries, PAD warned. 

PAD’s pressure upon refiners to go 
all-out in making heating oils has suc- 
ceeded in stepping up the output and 
there are plenty tankers to move it. 

Secondary storage of distillate in- 
creased almost 2,500,000 barrels on the 
East Coast during August and was 
75% full on September 1. 


Plenty of Residual Indicated 


When it appeared likely that John 
L. Lewis would call out his miners 
again, there was a hush-hush meeting 
of agencies dealing with fuels to plan 
against a long drawn-out coal strike. 

One development at the meeting 
was the suggestion by a PAD official 
that residual fueloil could take over 
more of the eastern heating load, if 
the strike required forced coal-to-oil 
conversions, This may be academic 
now (unless John L. changes his mind 
again). But it evidences PAD’s belief 
that there will be enough residual, 
thanks to foreign supplies and tanker 
availability. 


Jobber Margin Survey Lags 


More and more jobber groups are 
ready to drop the fueloil margin sur- 
vey, if the Office of Price Stabilization 
is disposed to grant relief only if over- 
all profits are less now than before 
the Korean War. 

However, the jobbers may have an- 
other trump card to play—the Her- 
long Amendment to the controls law 
which requires the OPS to restore 
pre-Korean margins, regardless of 
comparative profit positions. 

The OPS petroleum branch, how- 
ever, has been dodging the issue of how 
this amendment is to be applied in 
the oil business. But there are several 
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jobber groups preparing to go to the 
mat with OPS on this. 


Higher Gas Prices Expected 


Higher field prices for natural gas 
seem inevitable, if the pipeline com- 
panies are to get the supplies needed. 

The OPS has admitted that Kan- 
sas has the authority to set a 12¢ per 
thousand cubic feet minimum price on 
gas from the Kansas-Hugoton Field 
—but is pleading with the state cor- 
poration commission not to do so be- 
cause it would pierce the agency’s 10¢ 
ceiling on Mid-Continent field prices. 

Price Chief Woods expressed fear 
that the ceiling break-through would 
spread to other fields. 

Algonquin Gas Co, has its pipeline 
laid right up to the outskirts of Boston 
—but still has to get a temporary 
certificate from the Federal Power 
Commission. 

If the FPC doesn’t come through, 
there may be some disappointed com- 
munities in New England which had 
been counting on natural gas supplies 
this winter. 


IPAA Seeks “Proper” Price Level 


Independent Petroleum Association 
of America will launch an all-out 
drive—soon after the elections—to 
obtain “proper price levels” for crude 
oil with postings generally unchanged 
since 1947, 

The IPAA hopes to work through 
the PAD, pointing out that this 
agency went to bat for marketers on 
East Coast fueloil prices and for re- 
finers and others by providing the in- 
centive (rapid tax write-offs) for con- 
struction of facilities. IPAA figures 
the cost of finding, developing and 
producing oil in the first half of this 
year was 60¢ per barrel higher than 
in 1947-49, 


Exclusive Dealing Complaint 


Federal Trade Commission has cited 
Shell Oil Company for alleged anti- 
trust law violations in connection with 
the sale of fueloil through independent 
dealers. 

The FTC charged that Shell had 
adopted a marketing plan, in 1951, to 
promote its own brand name by “re- 





quiring” its independent dealers ‘o 
give up their own private brands. 

This plan was effectuated, according 
to the FTC, by contracts requiring 
independent dealers, among other 
things, (1) to adopt Shell’s color 
scheme and trade name on all delive: y 
equipment; (2) to refrain from se'|- 
ing kerosene and fueloil other than 
Shell’s under the company’s bran/; 
and (3) to purchase from Shell speci- 
fied minimum quantities. 

The company, said FTC’s coi- 
plaint, has refused to sell to independ- 
ent fueloil dealers who are unable or 
unwilling to sell Shell’s kerosene and 
fueloil exclusively. 


FTC Sets Complaint Hearing 


Effect may be, said FTC, to lessen 
competition or “tend to create a 
monopoly in respondent in the pro- 
duction, distribution and sale in com- 
merce of kerosene and fueloils.” 

A hearing before FTC Examiner 
James A. Purcell has been scheduled 
for December 19 at which time Shell 
will have opportunity to show cause 
why a cease and desist order should 
not be issued under this complaint. 
Meanwhile, the company has 20 days 
in which to file an answer. 

Some idea of the order that FTC 
hopes to issue, if it can make the 
charges stick, is to be found in the 
points which the commission said 
would be included in a cease-and- 
desist order, 

Briefly, the proposed order, accord- 
ing to the FTC, would prohibit the 
company from offering to sell—or re- 
fusing to sell—unless the purchaser 
agreed to handle its products exclu- 
sively and refrain from selling the 
products of another. 

Still unanswered was the question of 
whether the FTC will become a forum 
for the airing of complaints from fuel’ 
oil dealers who have been cut off by 
their suppliers, as was suggested to 
the Commission by Paul E. Hadlick, 
counsel for the National Oil Market: 
ers Association, 

Apparently, Hadlick wanted the 
FTC to function like the Senate S:nall 
Business (Wherry) Committee w hich 
“persuaded” suppliers to take carz of 
their previous year’s customers during 
the 1947-49 oil shortage. 
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Plenty of Oil in Prospect 


usuing three to five Years favor a world Surplus of Crude and Products 


by 
Joseph H. Salmon* 


y * HE OIL INDUSTRY has been in the 
4 fortunate position characteristic 
of a seller's market since the end of 
World War II. The major problem has 
been to produce, refine, and transport 
adequate quantities to satisfy the rap- 
idly growing demand for petroleum 
products. This situation has not only 
prevailed in the United States but in 
the world at large, outside of the Rus- 
sian orbit. 

There are however evidences of a 
change in that supply seems to have 
caught up with demand; in fact there 
probably would have been a world sur- 
plus in 1952 if Iran had contributed 
its normal output to world channels 
of trade. In the United States a similar 
surplus situation would have devel- 
oped if the protracted refinery strikes 
had not occurred. 

The question naturally arises as to 
whether the world and the United 
States are faced with the prospect of 
lenty or scarcity during the ensuing 


three to five years. 

With the many factors influencing 
the balance of supply and demand, it 
not surprising that there have been 
merous “feast or famine” periods in 

United States over the past thirty 
't will perhaps be helpful to review 
recent history of the industry and 

‘tempt a projection of the supply 

demand picture over the next few 


or many years, the United States 
been producing 60 per cent or 
of the total world supply of 
leum, considerably more than its 
hare of the known world reserves. 


Lew York Petroleum Consultant and, 
De.ore retirement, economic adviser to the 
pi ident, Shel! Oil Company. 





During the past several years, how- 
ever, production in other areas, nota- 
bly the Middle East and Venezuela, 
has contributed more substantially to 
world oil supplies, 

As will be noted from Table I, the 
free world demand for petroleum (ex- 
cluding the USSR and its satellites) 
increased 66.5 per cent between 1946 
and 1951, equivalent to cumulative 
annual increases of 10.75 per cent. The 
United States domestic demand during 
this five-year period increased 43 per 
cent or at a cumulative rate of 7.4 
per cent annually, an increase consid- 
erably greater than the normal growth 
in demand. Between 1930 and 1940, 
the United States increase amounted 
to approximately 43 per cent or some- 
what less than half the growth rate 
during the past five years. 

In Table II a comparison is made of 
1951 world demand (United States 
and foreign) with estimated 1955 de- 
mand from which it will be noted that 
the increase over the four-year period 
in the United States is expected to be 
only about 15 per cent total or 3.55 
per cent annually, and foreign demand 
26 per cent total or 6 per cent annu- 
ally. Total world demand growth for 
this period accordingly is estimated at 
19 per cent over-all, equivalent to 4.45 
per cent annually. These forecasts indi- 
cate that while petroleum demand will 
continue to increase, growth will be 
at a much lower rate than has pre- 
vailed in the post war period; and for 
the United States the annual increase 
will approximate that for the 1930- 
1940 decade. 

The National Petroleum Council 
Committee on Oil and Gas Availabil- 
ity, Chairman, E. F. McCollum, re- 
ported in January, 1952 on probable 
United States and free world avail- 
ability of petroleum through the year 
1955. Based on the average of the high 
and low estimates included in this ex- 


at all Levels 





cellent report, the United States, for- 
eign and world availability are shown 
in Table II for the years 1951 and 
1955. There is an indicated growth in 
availability from 12,700,000 barrels 
daily in 1951 to 15,360,000 barrels in 
1955. ; 

It is significant that almost 70 per 
cent of the growth in availability will 
occur in foreign areas—principally the 
Middle East, Latin America, and 
Canada. 

The 1955 availability of 15,360,000 
barrels may be compared with the es- 
timated world demand of 13,100,000 
barrels daily, indicating a potential ex- 
cess of producibility over demand of 
2,260,000 barrels. The fact that 90 
per cent of the total margin of pro- 
ducibility over demand will exist out- 
side of the United States indicates the 
probability of increased United States 
imports. In practice, this potential sur- 
plus may not develop or continue for 
any extended period of time. It is a 
truism that what everyone expects to 
happen frequently does not happen. 
While some cushion of excess pro- 
ducibility over demand is highly desir- 
able in the interest of sound engineer- 
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TABLE I 
Free World Petroleum Demand 
Thousand Barrels/Day 


U.S. Domestic % 


4,912 
9,432 
a1 
5,803 
6,507 
7,032 


Increase 1951 vs. 2,120 


Annual increase 


* Estimated 


ing and economics as well as defense 
considerations, substantial excesses be- 
come unwieldy and will if continued 
result in lower prices. It is to be ex- 
pected that the oil companies operat- 
ing in the foreign field will attempt to 
maintain excess producibility within 
manageable proportions to avert both 
needless capital outlays and lower 
prices. 

With a potential excess of capacity 
existing in the world, the problem of 
balancing supply and demand will be 
complicated by many factors, includ- 
ing the following: 

1. The desire of producing countries 
to capture or retain as large a share as 
possible of the world market. As a 
corollary, the sale of crude petroleum 
or products will be directed to derive 
revenues in the most advantageous for- 
eign exchange available—preferably 
hard currencies. There will be a nat- 
ural reluctance of foreign producing 
countries whose economies are based 
largely on oil income to suffer any re- 
duction from peak production or reve- 
nue. The political implications of reve- 
nue reduction in such countries as 
Venezuela, Irag, Iran, and Saudi Ara- 
bia are obvious when one realizes the 
importance of oil to their overall econ- 
omy. 

2. There is a world trend toward the 
installation of refining capacity in all 
of the principal consuming countries 
as crude oil is cheaper to import than 
finished products, Local refining also 
builds up home industry, including 
such by-product industries as petro- 
chemical manufacture. There are pros 


Foreign % 


1,650 

7 Pe ie) 

2,840 

ane 

3,701 

3,900* 

2,250 136 


18.7 


tries have insisted on the establishment 
of substantial local refining installa- 
tions, not only to supply domestic re- 
quirements but to develop home indus- 
try and increase the value of exports. 

4. Demand for petroleum will in- 
crease but more moderately than dur- 
ing recent years, while significant new 
discoveries may be expected in numer- 
ous areas of the world, 

The United States, Canada, Latin 
America and the Middle and Far East 
regions hold promise of substantial new 
reserves as the result of the great effort 
and expense directed toward explora- 
tion and the constantly improving 
finding techniques. It has been wisely 
stated that each new discovery opens 
doors to further new discoveries. Bar- 
ring political discouragement in the 
foreign field, the world reserve position 
should continue to improve during the 
ensuing period. 

5. The active tanker building pro- 
gram should provide an adequate sup- 
ply of tankers to move crude and prod- 
ucts freely to attractive markets, thus 
assuring keen competition in world 
trade. 

6, The demand for certain petro- 
leum products will increase at a greater 
rate than that for other products. It 
will be noted from Table III that the 
United States demand increase ex- 
pected for distillates in 1955 versus 
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1951 will be approximately 26.5 »er 
cent as compared with an increase ‘or 
gasoline of 16.7 per cent and 3.6 er 
cent for residuals. (The residual :n- 
crease is subject to many impond:r- 
ables, including of course the pr'ce 
structure prevailing). This will call ‘or 
progressively higher yields of di: il 
lates in refining operations, princips|ly 
at the expense of potential gasoi ne 
manufacture, To achieve this eco 
nomically, it is probable that some re- 
duction in the price margin between 
gasoline and distillate fuels will be 
necessary. 

Estimates of foreign demand indi- 
cate no comparable disparity in growth 
rates for the individual products which 
are expected to show a demand in- 
crease varying between 25 and 30 per 
cent for the period. 

7. The state of economic health of 
certain large consuming nations and 
foreign exchange considerations will 
influence greatly the future demand 
for petroleum. A recession in business 
or a shortage of foreign exchange 
would cause a substantial reduction in 
petroleum consumption. 

8. The political attitude of the Mid- 
dle Eastern and Latin crude producing 
countries will determine the extent of 
foreign. investment and activity. Dis 
couragement to foreign capital would 
greatly reduce the discovery and de 
velopment of new reserves. 


The foregoing considerations indi- 
cate the complexities of achieving even 
an approximate balance of supply and 
demand in the world theater. It is dif_- 
cult enough to accomplish this task 
within a given country. Even in the 
United States where wide publicity is 
given to all industry information and 
proration is generally practiced, pe’ 
riodic imbalances are not infrequent. 

The probabilities for the ensuing 


TABLE Il 


World Producibility and Demand—1955 vs 1951 
Thousand Barrels/Day 


Produc- 


%In- Surplus of 


crease Producibility 





and cons to the defense aspects of es- tion 
tablishing large refining centers in 1951 
Europe, for example, as the result is to United States 6,713 
ire ieat Foreign 4,623 
reduce the availability of refining ca- 
pacity in safer areas of the world. 
3. Many of the oil producing coun- 


%Y In- per over deman 
1955 crease yr. 1951 1955 


8,100 15 3.5 455 213 
5,000 28 6.0 1,321* 2,048 


20 4.7 1,776 2,261 


Producibility Demand 
1951 1955 1951 


7,487 8,313 7,032 
5,221 7.048  3,900* 





Total 11,336 12,708 15,361 10,932 13,100 


*Estimated 
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TABLE Ill 


United States Domestic Demand by Products 
Thousand Barrels/Day 





1946 1951 

Gasoline 2,015 2,981 
Kerosene 244 338 
Distillate 666 1.225 
Residual 1,315 1,545 
Other 672 943 
Total 4,912 7,032 


three to five years favor a world sur- 
plus of crude oil supplies, even exclud- 
ing Iran, which may be expected to 


* re-enter world economic channels dur- 


ing this period, The presently pro- 
jected refinery construction programs 
and the world trend toward refining 
self-sufficiency should provide a com- 
fortable margin of refining capacity 
above demand, which could create a 
surplus of products. The world tanker 
fleet should be adequate to move avail- 
able supplies as and where needed. 

A world surplus of crude oil and 
products will almost certainly intensify 
world competition for markets. The 
price structure would reflect this situa- 
tion if unimpeded by artificial re- 
straints which may be brought into 
play. 

Some increase in imports to the 
United States is regarded as sound in 
the light of our relatively lower ratio 
of reserves to consumption than pre- 
vails world wide, and the desirability 
of building up a comfortable cushion 
of producibility above current produc- 
tion. Imports should not, however, be 
so high as to discourage a high rate of 
exploration and production activity, 
so necessary if we are to find and de- 
velop the substantial quantities of new 
crude oil to supply the bulk of our do- 
mestic demand and provide a reserve 
for defense and other emergencies. It 
is not unlikely that governmental re- 
strictions on imports would be imposed 
if the crude price structure were 
jecvardized or allowable production 
su>tantially curtailed due to excessive 
imports. 

’e may: however anticipate that 
the United States will import some- 
Wh.t more than in the past and export 
less. It will offer an attractive outlet 
for world surpluses of crude and prod- 
ucts, in view of the large competitive 








1951 1955 
vs. 1946 vs. 1951 
% % 
Increase 1955 Increase 
47.9 3,480 16.7 
38.5 395 16.9 
83.9 1,550 26.5 
17.5 1,600 po 
40.3 1,065 12.9 
43.2 8,090 34 


market and hard currency considera- 
tions. As a byproduct of the world 
situation, Gulf Coast and West Coast 
refiners will find it increasingly difh- 
cult to compete for export business. 


While supplies of petroleum should 
generally be easy, the distillate fuels 
will continue to enjoy strong markets 
as demand in the United States will 
grow at a considerably faster rate than 
gasoline and residuals will experience. 


From the public viewpoint, supplies 
of petroleum should certainly be ade- 
quate to meet all foreseeable demands 
for some period ahead and prices 
should be reasonable. The oil industry 
will be the subject of keener competi- 
tion than has prevailed in recent years. 
The global aspects of oil operations 
will bear more importantly on the 
United States’ industry in view of the 
prospective world surplus. 


Education and Recruiting 
studied by OHI Directors 


.. THE DIRECTION of Presi- 
dent T. A. Crawford (Timken) 
the regular quarterly meeting of the 
directors of Oil-Heat Institute was 
held October 9 and 10 at Virginia 
Beach, Va. Solid rain the two days 
killed any golf ideas so the members 
stuck to meetings and business. 

Highlights of the program were 
centered on recruiting, education and 
planning for the annual convention at 
Chicago in the spring. 

The Merchandising Committee, 
headed by Claude Potts (Winkler), 
presented a splendid recruiting book- 
let that had been entirely developed 
since the summer meeting under the 
guidance of Ralph Becker, managing 
director. Titled, “You can write your 
own success Story in this basic Indus- 
try,” the 12-page booklet is designed 
to help attract young men into the 
industry for life careers. It is to be 
distributed with local dealers’ imprints 
through schools and various other re- 
cruiting channels. To launch the 
booklet the manufacturers present at 
the meeting ordered 10,000 at 5¢ each. 
Eventually, this should run into print- 
ings of a quarter million. 

The Education Committee, headed 
by Charles Burkhardt, associate editor 
of FuELow & Om Heat, made its 
second report. The committee has 
been set up to further a program of 





making better use of existing public 
and private educational facilities in 
telling the technical story of oilheat- 
ing. The program already underway 
has as its purpose to increase the num- 
ber of public and private vocational 
schools as well as technical institutes 
and colleges teaching technical oil- 
heating subjects. 

To accomplish this objective, the 
committee, composed of 24 technical 
experts from all branches of industry, 
is preparing special courses that will 
be furnished at no cost to the various 
schools. These courses will be pre- 
pared on three levels — vocational 
school, technical institute and college 
engineering. In addition three sepa- 
rate courses will be prepared on each 
level: one on domestic burners; one 
on commercial-industrial burners and 
one on controls. This makes a total 
of nine separate courses that the com- 
mittee will prepare for all levels of 
technical education. 

Two of these courses already have 
been prepared on the subject of 
domestic oilburners for vocational 
schools and technical institutes and 
work is underway on the commercial- 
industrial burner courses for the same 
two educational levels. 

The committee will be assisted in its 
work by a special Advisory Commit- 

(Please turn to page 151) 
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Our oilheating Cousins 


Canada has several outstanding Dealers; for Example, Cunard’s of Halifax 


by 
Robert Gray 


Offhand, can you think of a local 
oilheating dealer anywhere whose 
company name is a household word in 
every quarter of the globe? There is 
probably only one such . . . Cunard’s 
of Halifax, Nova Scotia. 

It was in the early years of last cen- 
tury that a brilliant young Halifax 
economist, Samuel Cunard, got his 
first Royal Mail contract and laid the 
foundations for what has become the 
world’s most successful shipping ven- 
ture, the Cunard Lines. Only 27 years 
old but a veteran ship operator, Samuel 
got the contract from the Crown to 
carry all of Britain’s trans-Atlantic 
mail and then spent the next two years 
feverishly getting the backing to han- 
dle it. . . that was in 1814. 

In 1827 when he recognized the fast 
inroads being made by steam packets 
against the slower sailing vessels, Cun- 
ard went into the coal business in Hali- 
fax to supply bunker fuel for his ships. 
Then eight years later he started in 
retail coal and his successors still oper- 
ate the same enterprise, generations 
later. 


H“™ is a garrison town. Sitting 
astride the great circle shipping 
route to Europe, it’s 1,000 miles on the 
way from New York. Nearly all of 
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the trans-Atlantic planes pass direct- 
ly over, following the Nova Scotia 
shoreline. It is headquarters of the 
Canadian Navy’s Atlantic Command 
and in addition it is the Dominion’s 
Eastern Army base. The Navy payroll 
of a million dollars a month is larger 
than any industry. 

In all recent wars, the city has been 


the rendezvous for convoys. Its inner 


basin, landlocked but for a narrow 
deep channel, can anchor several hun- 
dred ocean vessels and they stream out 
through the Narrows three minutes 
apart from dawn until dusk when a 
big convoy is on the way. 

If an atomic bomb were dropped on 


Halifax the surviving old timers would 


yawn and say, “This is where I came 


“in.” In the first world war a Swedish 


hospital ship rammed a French muni- 
tions carrier in the tightest part of the 
Narrows and most of the town was 
levelled, with 1,700 killed, In Truro, 
65 miles east, few windows remained 
whole. 

Ten years ago Halifax had a popu- 
lation of 60,000; now it’s 103,000 and 
still growing. The war boom didn’t 
totally fade on VJ Day. The only im- 
portant open water port in Eastern 
Canada, the city finds its peak activity 
in the winter after Montreal and Que- 
bec have been frozen in. Rail shipping 
from all parts of Canada terminates 
there. with just about everything for 





Largest of Cunard’s three fueloil bulk- 
plants is Dominion Pier, The photo 
was taken from the spiral stair on a 
new 420,000 gallon tank, which was 
not photogenic because it looked like 
all other tanks with a concrete dike. 


export from late November to early 
April. 

Nearer to Boston than to Montreal 
or Quebec, Halifax seems more Ameri- 
can than Canadian. . . and that’s true 
of all the Maritime Provinces. There 
is more frequent plane service to the 
States than to the Canadian centers. 

Gut of a total of just over 20,000 
homes in Halifax, Dartmouth and the 
other suburbs, 9,600 are oilheated. 
Cunard & Co., the subject of this 
story, served about 3,500 of these 
homes with furnace oil last season and 
is adding 500 new ones this year. 

While our interest is in Cunard’s 
oilheating division, a few observations 
on its coal business will help to demon- 
strate the character of the manage 
ment. When MacDonald and Foster 
bought the business in 1919 from a 
nephew of the founder Cunard. an 
nual sales were 40,000 tons, all -etail 
business. This year retail sales will 
reach 60,000 but wholesale bu-«:ness 
will exceed 150,000 tons. 

Most of this coal is anth 
shipped across from Swansea in V. « 
Some is American anthracite 
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.ding but the customers much pre- 
{.- the Welsh variety even though it 

‘s two dollars a ton more. Welsh 

| brings $32.50 a ton, for the larger 
‘-.s which are most popular. 

\unning your hand through a bin 
o; smaller screenings it seems light as 
coke. A ton of it occupies 42 cu. ft. of 
bi space compared with 36 cu. ft. for 
the Pennsylvania anthracite, so it ac- 
tually is much lighter. Then the Welsh 
coal runs about 15,300 Btu per pound 
against 13,000 for the American. So 
of course it’s a real bargain at only a 
two dollar premium. © 

The retail coal business has grown 
in spite of oil, principally because the 
city has grown so fast. 

Cunard’s coal trucks are kept as 
nearly immaculate as is possible in the 
business, for advertising value. As each 
loaded truck leaves the weighing shed, 
water jets open and throw a heavy 
spray all over the sides of the truck 
body and also wet down the coal to 
minimize dust in unloading. 


Fueloil added in 1937 


With a coal business so flourishing 
many companies would have stayed 
pretty far away from fueloil but Cun- 
ard’s decided to give it a try in 1937. 
Not then selling oilburners, it was slow 
progress getting under way. 

The war for Britain and Canada 
started in September 1939. Young 
MacDonald, heading up the new oil- 
heating division, had been able to put 
on only about 300 accounts. By law 
these were frozen to their regular sup- 
pliers and they couldn’t change during 
the war. Also there could be no new 

users while hostilities lasted. So 
l.pan’s surrender found the company 
rill having only 300 fueloil customers. 

That situation was short-lived. In 

- spirit of old Samuel Cunard the 

1agement saw an opportunity. Most 

‘oil customers of the other compa- 

had been badly treated during the 
war years. They were frozen to 

t suppliers, couldn’t run away so 

‘ bother with them. 

‘oung MacDonald and his staff 
the opposite tack with their small 
of accounts. Nothing was too 

‘ for them. The company searched 
ways to give them special cour’ 
s, often rendering difficult service. 


The result was that when the un- 
freezing day came Cunard’s had built 
an impregnable word-of-mouth repu- 
tation in the city and they immediate- 
ly got several hundred new customers, 
virtually over the transom. 

This past season the company sold 
just under 10 million gallons, of which 
five million was No. 2; diesel and stove 
oil accounted for one and a half mil- 
lion gallons each and there wasa resid- 
ual volume of two million. These 
amounts are all in Imperial gallons. To 
convert to VU, S. gallons add 20%. Dur- 
ing this year new installations will add 
another million gallons of the various 
fueloils for this winter season. 

The company’s total bulk storage 
capacity is 660,000 U. S. gallons, all 
for light oil, since residual is delivered 
by tank car and then direct in trans- 
ports to the customer. The bulk plant 
capacity is small for the nearly 11 mil- 
lion gallons throughout this season, a 
ratio of only six percent. 

But Imperial Oil, a subsidiary of 
Standard Oil Co. of New Jersey, has 
a refinery just across the harbor at 
Dartmouth and supplies all of the oil 
marketers in the area by using self- 
propelled lighters to their water ter- 
minals. So large storage is not needed 
...and probably not justified on 2.75¢ 
margins. 

There are seven fueloil marketers 
in Halifax but only three have bulk- 
plants, Cunard, Irving and Imperial. 
The other four marketers pick up at 
Imperial’s racks. 


Automatic Deliveries popular 


The operation of Cunard’s fueloil 
business is much like that of the bet- 
ter companies in the States, Degree- 
day methods are used, with a Tokheim 
instrument . . . 90% of accounts are 
on automatic deliveries. The call-in 
customers are also followed by degree- 
day calculations so they can.be traced 
by phone if they fail to order or switch 
to a competitor. 

Halifax degree-days to the end of 
June last season were 6,464—much the 
same as Buffalo or Detroit or Omaha, 
and warmer than Milwaukee or Min- 
neapolis. The Gulf Stream moderates 
the climate of Nova Scotia. 

On the basis of U. S, gallons, the 
No. 2 oil price is 14.1¢ with a 2¢ pre- 








E. L. MacDonald, Jr., is the villain in 
this piece because he and his boys in- 
sist on changing 100-year coal cus- 
tomers to fueloil. A director of the 
company and vice-president, Ed spark- 
plugs the fueloil and oilheating divi- 
sion which sells 500 oilburners a year 
and has built an annual fueloil volume 
of 11 million gallons, nearly all of it 
since the war. A member of OHI of 
America, Ed is also.an Old Timer and 
proud of his membership certificate 
since it-shows him as ‘“‘Canada No. 1.” 
Because he admires and copies busi- 
ness methods from the States, Ed is in 
Boston or New York on the slightest 
excuse, about once a month, but hasn't 
been in Montreal or Quebec in years. 


mium for any drops under 100 gal- 
lons. Average drops are large since 
nearly all customers have two base- 
ment tanks totaling 480 U. S. gallons. 

The company handles all truck 
maintenance in its own garage. Oil 
trucks are mostly of one size, 1,500 
Imperial gallons (1,800 U. S.). Larger 
sizes are frowned on by the city 
fathers, for the streets are often steep 
with short turns. 

As mentioned before, Ed MacDon- 
ald’s department was making great 
headway in the years just following 
the war until it ran smack up against 
another freeze order in the winter of 
1947-48. This time it was a company 
order, not Government. His oil sup- 
plier told him he could have just as 
much oil that winter as he had bought 
the season before, no more, That was 
a shock, for even when some adjust- 
ment was achieved for new oilburners 
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added earlier in the year, it meant that 
the department must lose its momen- 
tum. 

Ed got in touch with his New York 
friends to ask if they could help. It 
seemed a thin prospect but oddly 
enough they were able to get him a 
small cargo and a tanker to haul it. 
When it steamed into the harbor at 
Halifax it was like the Campbells com- 
ing to the relief of Lucknow, famous 
in song. 

It cost, delivered, a cent above what 
Cunard’s got for it, but the ghost of 
old Samuel Cunard stalking through 
Upper Water Street would have 
thought it good business. Because the 
boys started selling burners with guar- 
anteed oil supply, which no one else 
in town dared to do. The number of 
new oil customers added that winter 
gave the department a terrific boost. 

Then, curiously, Cunard’s were no 
longer frozen on supply and haven't 
since been limited at any time. 

Active in this oil and heating growth 
is H. B. MacFarlane, the department’s 
sales manager. Everybody’s Scotch it 
seems around the place. 

Oilburner installations this year will 
be about 500, Of these about 425 will 
be Petro conversion burners, including 
a dozen industrial horizontal rotaries. 
The other 75 will be General Electric 
boiler or furnace-burner units. In ad- 
dition, MacDonald has sold 14 Su- 
perior steam generators since he took 
the line 18 months ago. 


Diesel tank, 24,000 gallons, at the end 
of a fishing pier in Halifax harbor. 
Cunard’s operate this to fuel 50 vessels 
of General Seafoods, Ltd., Canadian 
subsidiary of General Foods. At left 
is a Superior steam generator used in 
the processing plant at the head of the 
pier. MacDonald has sold 14 such units 
in the past 18 months. 


Notice that these are all U. S. 
brands. The duty and manufacturers 
tax amounts to 34.75% ad valorem. 
In other words a $100 burner in the 
States costs $134.75 in Canada not to 
mention the shipping costs. Yet Ed 
prefers them and has built a fine busi- 
ness while giving little thought to this 
cost hurdle. 


Two Men on burner Sales 


The company has two oilburner 
salesmen. Their batting average is very 
high because they are given all the live 
leads they can possibly handle. Of 
course the company officials also will 
sell a burner job if it’s an acquaintance 
and the salesmen are tied up. 

A lot of these leads come from the 
coal department. Out of a little over 
10,000 coal users in Halifax and sub- 
urbs Cunard has nearly 8,000. These 
constitute a fertile pasture for oil sales- 
men to graze. 

This is mainly how it’s done: each 
spring a phone call is made to every 
coal customer to ask permission to de- 
liver the next season’s needs early, 
meaning of course in the summer; two 
inducements are offered . . . lower 
summer price and a certainty of get- 
ting Welsh coal and not having to use 
the Pennsylvania stuff. 

If the customer hesitates, and his 
credit is good, he’s told that he can 
get the coal now and be billed in the 
fall. Then if he won’t agree, the phone 
canvasser smells a mouse. Asked if he’s 
hesitating because he might consider 
an oilburner, this is often found to be 
the reason. And so an oilburner sales- 
man starts his routine for the order. 

Burner sales are also stimulated by 
radio advertising; there’s a 15 minute 
newscast each evening. Then MacDon- 
ald thinks that the advertising value of 
their trucks on the street is significant. 


. . « « Our oilheating Cousins 


There are 49 of them which is quite a 
few for a town that size. Twenty haul 
oil, 21 coal and eight burner service 
... they’re all fine looking trucks. 

The most frequent burner sale is a 
conversion job with a minimum s ze 
burner, including two tanks, filter and 
VENTALARM signal, at $450. This job 
is sold with 10% down and the bail 
ance payable in five years with equal 
monthly payments of $7.76 including 
interest. 

This five-year deal is designed to 
build oil gallonage, and oil is made a 
part of the burner contract. These 
long-time small monthly payments are 
offered only with an oil contract. If 
the customer should decide to change 
oil suppliers at any time during the 
five years he is at liberty to do this, but 
all of the balance on the burner then 
becomes due. 

With MacDonald’s “do-everything- 
for-the-customer” viewpoint, no one 
can get hurt on such a deal. After five 
years the family is accustomed to Cun- 
ard’s business methods and they rarely 
change. Customer turnover, for rea- 
sons other than credit or moves, is al! 
most non-existent. 

The company carries its own paper 
on these five-year contracts. 


Burner Service for 3,200 


In the burner service department, 
headed by Robert M. Buchan, seven 
men take care of 3,200 customers. 
There are no annual contracts. The 
minimum call price is $2.50 and the 
annual clean-up job is $9.50. Every- 
thing else is based on time at $2.50 an 
hour plus parts. The gross billing last 
year averaged $14 per service cus’ 
tomer and the department just broke 
even, as nearly as present accounting 
records can determine, Buchan now 
has a more thorough accounting sys 
tem in progress for his department. 

In the early spring a telephone can- 
vass is started for annual overhauls. 
This is done by zones, with the jobs in 
each zone being about cleaned up be- 
fore the next zone is called. Just about 
half of the accounts buy the $9.50 
clean-up deal. 

In carrying out the work, Buchan 
hires a professional chimney sweep 0n 
the outside. He wire-brushes, vacuums, 
removes and cleans the smokep:»e, 
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Dignified, substantial, Cunard’s Fuel 
has operated in Halifax continuously 
since 1827—this is the firm’s 125th 
Anniversary. The solemn looking 
Scotsmen are E. L. MacDonald, 
seated, president of the company and 
]. N. Foster, managing director. On 
acquaintance you'd learn that the 
solemnity was just for the snapshot. 
Like most Scots they have an active 
humor, MacDonald and Foster, re- 
spectively a hotel operator and a tele- 
phone company manager, bought the 
fuel firm in 1919 from a nephew of 
founder Samuel Cunard. The annual 
volume then was 40,000 tons; now it’s 
210,000 tons in spite of oil's inroads 
into the company’s billing. 


and does 10 such jobs in a day. Since 
he’s on his own time he probably works 
longer than eight hours. He is followed 
by a good burner man who tunes up 
the job with instruments—five a day. 

The office man who takes all of the 
service calls on the phone is trained 
to know what a customer is talking 
about. He was sent away to an oil- 
burner school for a full course and 
then put out to work with the men for 
six weeks before he was put on the 
call desk. Such precautions help a lot 
to prevent customer confusion when 
there’s trouble, 

In addition to the service force, 
Buchan has 11 installation men at 
present. There are four teams of two 
men ind they install a conversion job 
with double tanks in a day. The other 
crew has three men for a special type 
of work. Halifax has a lot of cast-iron 
Pipe ss furnaces. When a conversion 
burn-r goes into one of these the fur- 
Mace has to be taken down and re- 
seale’. The three man crew does this 
and ‘astalls the burner in a day. 





Last spring at the OHI show in 
Philadelphia Ed MacDonald gave a 
lot of thought to going into the cool- 
ing business, The upshot of it was that 
he flew up to Syracuse to see Carrier 
on his way home. Back in Halifax he 
asked the opinion of a lot of friends. 
They all said it’s impossible—the town 
isn’t that hot. On the theory that the 
majority is always wrong he plunged, 
got Carrier signed up for all of Nova 
Scotia and shipped in some stuff. 

Then he started the rounds of the 
stores and offices. Living there all of 
his life he knew most of them. Through 
the early summer he put a lot of time 
into this without getting a nibble. Then 
the hot summer sun was good to him 
... the hottest summer in years along 
the Atlantic Coast. It was August 10 
when the first merchant capitulated. 
Then he sold five more and that was 
all for this year. Three of them -were 
window jobs, up to #%4 Hp; the other 
three were water-cooled cabinet types, 
five to ten tons. 


Strong selling Campaign 


But now that the first olive is out of 
the bottle, Ed sees no reason why the 
rest shouldn’t come much easier. He is 
planning a strong selling campaign this 
winter and early spring to get jobs ac- 
tually installed before the start of the 
summer heat. Two-year payments will 
be offered and there will be a good try 
at radio and direct mail advertising. 

Down at the Dominion Wharf on 
the day of the visit there was a lot of 
hammering and fuss in one of the 
warehouse buildings. It was a sheet 
metal shop getting under way. For 





years MacDonald has struggled with 
outside sheet metal contractors. The 
town has four. They all do good work, 
but now that warm air is moving ahead 
in the small home market these shops 
are much too crowded and too slow 
on deliveries. 

Cunard handled 150 of these new 
home jobs this year, 90% warm air. 
Two years ago they were almost that 
strongly favoring hot water; then 
warm air got cheaper. 

Recognizing that to support a sheet 
metal shop you must have steady vol- 
ume, MacDonald has set the thing up 
as a separate corporation, called Na- 
tional Contractors, Ltd., and is going 
after all kinds of job work, roofing, 
spouting, ductwork and whatever else 
shows up. If the Cunard-MacDonald 
traditional luck holds, the shop will 
have lots to do. 

The coal industry is supposed to be 
on the decline, practically on the blink. 
In many places it is, but at Cunard’s 
there is no feeling of anything slip- 
ping, because it isn’t. 

With typical Scotch sagacity this or- 
ganization is stepping out with its mar- 
ket or more often ahead of it. Nothing 
might please the boys so much as to 
relax and have everybody burn coal 
because it is considerably more profit- 
able than fueloil in Nova Scotia, But 
as Ed points out, “It’s-not more profit- 
able than letting someone else sell them 
oil.” 

eo 

Karl E, Saboe, until recently retail 
branch manager at St. Louis for Iron 
Fireman Mfg. Co., died of a heart 
attack August 29. Saboe had been 
connected with Iron Fireman almost 
since the inception of that company. 
Following a period of work at Chi- 
cago, he opened the St. Louis branch 
in 1926. In addition, he spent some 
years with Iron Fireman in the field 
organization, then served as industrial 
sales manager at headquarters in 
Cleveland. He returned to St, Louis 
as the retail branch manager about 
seven years ago. Retirement because 
of failing health became necessary for 
him early in 1952. Survivors include 
his wife, Ruby; one daughter, Bar- 
bara Ann Williams; and one son, Karl 


Edward, Jr. 


55 














T HE THREE MAN top management 
team of General Oil Co, of Hart- 
ford, consisting of Harold Rubin, the 
“Big Boss,” Phil Kaplan, general and 
ofice manager and Bill Teg, service 
manager, together have arrived at 
what might be called “the successful 
service operation.” “Successful,” as 
used here has a triple meaning, (1) 
Customer relations, (2) Satisfied serv- 
icemen and (3) Service department 
profits, 

According to Kaplan “since depart- 
meats should make money,” and that is 
what General Oil’s service department 
does, it might be well before discussing 
just how General achieves this, to take 
a look at the over-all operation. Gen- 
eral Oil Co. of Hartford is fifty-four 
years old and is run by Harold Rubin, 
who also operates the Springfield Coal 
Co. Distributing No. 2 and No. 4 
fueloil, both wholesale and retail, the 
company also does a good burner in- 
stallation business, By this winter 
twelve fueloil trucks and five service 
vehicles will be running in an opera- 
tion that requires in all its phases about 
thirty employees, including the clerical 
staff. 

At present the main offices are in a 
street level location right in downtown 
Hartford that includes the showroom 
for equipment and the clerical and 
executive staffs. In addition, this office 
is the working base for the sales and 
service staffs. 


To occupy new Plant 


By the first of the year, this opera- 
tion will be shifted in its entirety to 
a new bulk plant and office building 
on the outskirts of Hartford directly 
on the bank of the Connecticut River. 
The new office building will have about 
12,000 sq. ft. of floor space, exclusive 
of the tank truck garage adjoining it. 
The capacity of the new bulk plant 
will eventually run to 10,000,000 gal- 
lons. 

Although the company is moving 
to the new location, the old office in 
downtown Hartford will be retained 
as a collection center and showroom 
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Doubling in Brass 


Efficient Utilization of Manpower brings service department Profits 


wherein the complete lines of heating 
equipment merchandised by General 
will be available to the sales staff for 
display to prospective buyers and the 
interested public. The showroom will 
represent a continuous presentation 
of the latest model oilheating equip- 
ment to the passing public. 


Service Management 


The key man in General's service 
operation is tall, blond and vigorous 
Bill Teg. Teg has been on the job with 
General Oil for seven years, just one 
less than General Manager Phil Kap- 
lan. Much of the credit for the suc- 
cessful financial operation of the Serv- 
ice Department is given by both Rubin 
and Kaplan to young Teg. 

When functioning as Service Man- 
ager or otherwise, Teg has the purely 
practical approach—for instance, he 
built his own house at a cost of $14,- 
000 and was recently offered $40,000 
for it. Bill Teg has multiple duties 
to perform in his seven man service 
department, and he is sure to see that 
all who work with him also “double 
in brass” so all can be kept busy during 
slower times. 

He acts in conjunction with the 
Sales Department by checking all sales- 
men’s heating surveys and actually 
sizes all the new installations made, 
listing specifications for the installa- 
tion department. 

In the cost conscious service depart- 
ment where managing the setup and 
operation is his main job, Bill Teg 
assists in dispatching service; checks 
and reviews servicemen’s reports with 
an eye to costs; breaks in and trains 
all the new servicemen; goes out on 
every job where there has been two 
callbacks; buys equipment, and in addi- 
tion directs the “morning confab” 
about which more will be said later. 
During slow times, he will help with 
the billing and even goes out and sells 
a job himself once in awhile. In his 
spare time (sic) he has also instructed, 
in oilburner servicing, 4 nights per 
week, at the Connecticut State Trade 
School. 


Service Operation 


The operation of the Service De 
partment begins each morning at al jut 
7:15 with a meeting of all the serv ce- 
men presided over by the Service M in- 
ager. This meeting usually lasts about 
fifteen minutes and it covers all che 
important calls made by the men c ur- 
ing the previous day. The management 
of General Oil is very strong for this 
meeting, as it leads to and encourages 
a personal interchange of technical and 
practical “how-to-do-it” information 
that increases the knowledge and eff- 
ciency of operation of each man in the 
department. This daily meeting also 
has done much to enlarge considerably 
and augment the knowledge of begin- 
ners that are being trained by the 
company. General Oil does not hire 
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experienced servicemen if it can avoid 
it, preferring to train and develop men 
according to its own high standards of 
productivity. 

Five men are employed permanently 
by the department as servicemen and 
this increases to nine as the peak pe- 
riod approaches. Three of the four 
permanent salesmen also are trained 
to perform minor service functions and 
during the slow sales time in winter, 
they help out in this respect. The fuel 
truck drivers, as we shall see, also as- 
sist the Service Department during 
the summer. 

During winter operation, the serv 
icemen on a forty hour week, usually 
put in nine hours a day, receiving time 
and a half as overtime for all work 
over the weekly forty hour limit. They 
also rotate on the night shift. During 
this nine hour winter service day, the 
men average ten calls each per day 
for an average of fifty-four minutes 
per call, including traveling time 

Each morning, the men are dis 
patched to a Specific area of Hart‘ord 
and there they service for the day. 
There is no criss-cross dispatching rom 
one area to another. During the Jay. 
a man moves from his assigned «rea 
only if the load in an adjoining area 
becomes too heavy for that :°ea’s 
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Bill Teg, Service Manager of General Oil, talks things over with the visiting 
Perfex representative Craig Coale, In the background are Phil Kaplan and 
Harold Rubin, General Manager and “Big Boss,”’ respectively. 


serviceman to cover. It is Kaplan’s 
firm belief that this is one of the major 
reasons why the department makes 
money. He calls it “cost conscious dis- 
patching.” The men are rotated from 
one area of Hartford to another each 
day or so, however, in order that they 
become completely familiar with the 
full situation. 


Service Policies 


General Oil offers four different 
types of paid service to its customers. 
There is no free service given at all. 
The four types of paid service are: 

. The annual clean and check 
wich costs the customer $8.75. 

The clean and check and service 
tract which costs $17.00 per year. 
T’ is includes the annual summer 
c'-an and check, all emergency service 
2:1 a midwinter tune up, but does not 
ir ude any parts. All parts are paid 
oy the customer in addition to the 
00 policy charge. 
his contract is the major service 
> item, and is pushed and sold 
h .vily by the entire staff. It is the 
M.. \or source of service income. 

Another contract at a cost of 
‘50 to the consumer gives all the 
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features in the contract discussed in 
No. 2, plus parts that may be required. 
This contract is furnished to customers 
only if they ask for it. It is not pro- 
moted or pushed. 

4. Emergency service at a minimum 
of $3.00 per call. 

The policy is not to encourage serv- 
icemen to sell parts or equipment. This 
is done with the point in view that 
such is not their function and they are 
most valuable and profitable to the 
company when putting and keeping 
burners in operation. 

The clean and check service offered 
is very thorough and intensive, and is 
done during the summer when the 
truck drivers are available to assist. 
The serviceman cleans and recondi- 
tions the burner which includes con- 
trols and adjustments thereof, as well 
as tests and regulates the burner. At 
the same time, the truck drivers scrape, 
wire brush and vacuum the furnace 
or boiler, clean and reseal the smoke 
pipe, as well as whitewash or paint 
the boiler, whatever the case may re- 
quire. While the servicemen average 
ten calls per day each in winter for 
a fifty-four minute average time per 
call, including traveling time, they do 





but six clean and checks in summer 
during an eight hour day, averaging 
eighty minutes per clean and check, 
including traveling time. This is nec- 
essary due to the thoroughness and 
extent of the summer checkup service 
rendered. Cost records show that the 
cost of the clean and check to the 
company has steadily increased but 
service costs to the company other than 
this have remained fairly constant. 
General Oil averages 1% calls per year 
per account. 


Costs of Operation 


According to Phil Kaplan, the most 
important factors in keeping costs 
down and thereby enabling the de- 
partment to make a profit are: 

1. Service Manager Bill Teg’s gen- 
eral “know how” and cost conscious- 
ness. 

2. Cost-conscious dispatching, lead- 
ing to daily area assignment of serv- 
icemen. 

3. The large volume of work as- 
signed creates a fast pace atmosphere 
that increases the number of paid calls 
per man per day. 

4. Rapid diagnosis of the cause of 
service. This is due to the type of 
training given by the Service Depart- 
ment to new men, Servicemen are in- 
structed not to waste time on involved 
“time killing” calls; but instead to call 
the Service Department. Time con- 
suming calls are always thoroughly 
analyzed at the next morning's service 
conference. 

While these four points are the 
main reasons for lower costs, service 
income is proportioned as follows: 

Twenty-five per cent of service in- 
come comes from clean and checks. 

Twenty per cent from the service 
policy that does not include parts. 

Five per cent from the service policy 
that does include parts. 

Fifty per cent from emergency serv- 
ice at a minimum of $3.00 per call. 

A good to brisk business is done on 
replacement parts and controls, as well 
as in building new combustion cham- 
bers, Kaplan estimated that service 
operative costs are 20% to 25% high- 
er in winter than in summer, but that 
callbacks in winter average about 3% 
to 4% of all calls made. 

Fifty per cent of all calls made are 
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Some of the printed material used by the service department to keep customers 

conscious of the service facilities always available. On the left is a special form 

used for an efficiency report on troublesome jobs. The sticker shown at the bottom 

is affixed to the tank and serves as a reminder to the customer to check the oil 

supply when service is required. The card at top is attached to the main burner 

switch, At the upper right is the card used to renew service contracts. This card 
gives the customer three choices as to the service features he wants. 


electrical in nature, including controls, 
wiring, motors, transformers and mis- 
cellaneous electrical troubles. 
Twenty-five per cent are due to 
pump troubles. 
Five per cent to nozzles and ten per 
cent to customer ignorance. The re- 


Oil equipment 


maining ten per cent of the calls are 
due to miscellaneous reasons such as 
lack of oil, etc. 
About 1/5 of all calls received are 
eliminated by telephone instructions. 
The Service Department bears a 
good portion of the costs, but these do 


Jobbers hold 


annual Meeting in Columbus 


ie SECOND ANNUAL MEETING of 
the National Association of Oil 
Equipment Jobbers, Tulsa 3, Okla., 
took place at the Neil House, Colum- 
bus, Ohio, October 6 to 8, with more 
than 250 in attendance, The meetings 
and sessions held during the three days 
were marked by large, attentive audi- 
ences who found the formal papers 
both topical and beneficial. 

At the annual membership meeting 
held during the afternoon of October 
7 John Quilter, Pump & Tank Co., 
Inc., Richmond, Va., was named presi- 
dent. Quilter, who joined his company 
in 1946, is its general manager, was 
one of the organizers of the Associa- 
tion and has served on the board of 
directors since its inception. W. E. 
Crowder, United Pump Service & 
Supply Co., Dallas, was elected vice- 
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president and Eugene de Penaloza, 
General Equipment Co., St. Louis, was 
renamed treasurer. Howard Upton 
continues as executive secretary. 

New directors designated include: 
Fred Coffield, Jr., South Bend, Ind.; 
H. R, Tuller, Columbus, Ohio; Ran- 
dall J. Owen, Pittsburgh, named for 
3-year terms. Melvin Schlesinger, 
Kansas City and D. W. Monroe, 
Miami, were appointed to the board 
to fill the unexpired terms of Messrs. 
Quilter and Crowder. 

The third annual meeting of the As- 
sociation is to be held in Columbus, 
Ohio again. Dates selected are Septem- 
ber 27 to 29, 1953 at the Neil House. 

A Manufacturers Liaison Commit- 
tee was organized at the associate 
members meeting, consisting of: W. 
B. Johnson, Jr., Erie Meter Systems, 


not include three phases of ordinary 
overhead, namely, rent, clerical help 
and postage. However, among the »ra- 
jor expenses charged to the Depurt- 
ment are Servicemen’s salaries «nd 
payroll taxes, service vehicle mai: te- 
nance and operation and all otter 
costs occasioned by the ownership «nd 
maintenance of the service trucks, 
tools; parts and controls for service 
are carried at their own costs as well 
as the full service managerial costs, 
including those performed for the 
sales and installation departments. 

Harold Rubin, General Oil’s “Big 
Boss” was emphatic about the dangers 
of free service. It was his belief that 
all free service was at best “reluctant 
service” that only resulted in the em- 
ployment of less efficient and _ less 
capable labor, thereby harming the en- 
tire industry. In addition, it was 
‘abused by the customer and scarcely 
appreciated.” Rubin wonders how any- 
one can stay in business and give good 
service as free service. 

“As for ourselves,” he said, “our 
policy can be best stated as maximum 
effort for maximum production, giving 
maximum customer satisfaction at a 
cost consistent with such standards.” 


Inc., Erie, Pa., chairman; Allan An- 
thony, Allan Anthony Electric Corp., 
Chicago; Ray O. Comp, Buckeye Iron 
& Brass’ Works, Dayton; John D. 
Lodwick, Curtis Pneumatic Machin- 
ery Div., St. Louis; Walter Seiger, 
Neptune Meter Co., New York; E. S. 
Phelps, Metal Hose & Tubing Co., 
Dover, N. J.; Jack Cummins, Ard- 
more Div., Chicago. A broad program 
‘adopted will concentrate on assisting 
in the promotion of the Association. 

A project that was begun at Colum- 
bus is designed to permit active mem’ 
bers, those marketing oil handling 
equipment, to purchase individual- 
appearing catalogs for about one 
fourth of what it would cost each to 
prepare his own literature. The Asso 
ciation has selected Pioneer Press, 
Little Rock, Ark., as its official print: 
er, who will secure from equipment 
manufacturers electrotypes or printing 
plates for their catalogs. The jobver 
then orders from Pioneer Press a book 


made up of the catalogs of the mau’ 
(Please turn to page 157) 
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Modernizing Ou:lburners 


Vest Market beckons in improving Efficiencies of domestic Installations 


by 
Bert Dunphy 


. with gas for domestic 
+ heating sales has become a major 
problem for oilheating dealers in many 
localities and threatens still more in 
other areas that are soon to be sup- 
plied by pipelines. Nearly all oilheating 
dealers are well aware of the impor- 
tance of providing good, prompt serv- 
ice in their burner: work and fueloil 
deliveries, primarily, of course, to keep 
their customers. More important, prob- 
ably, is the fact that a satisfied oil cus- 
tomer is least receptive to switching 
fuels and becomes, in fact, an oilheat 
booster. 

As happy as an oilheating dealer can 
make his customer by serving him 
well, there exists a greater opportunity 
to please by selling him modernization 
of his present oilburning system that 
will be reflected in more efficient opera- 
tion and fuel savings in dollars and 
cents. It’s paradoxical, perhaps, but 
true that a homeowner can actually 
save money on his oilheating costs by 
spending money to modernize his in- 
stallation. 


The application of such a program 
is reflected in the activity of Heat 
Control Associates, Boston, which dur- 
ing its four years of operation has mod- 
ernized some 3,000 domestic oilburn- 
ing systems, more than 2,000 in the 
Providence, R. I., area and better than 
400 in and around Boston. These were 
improved at an average price of $179. 

H. J. Blanchard is manager of Heat 
Control Associates, selling a “Heat 
Control Plan” specifically aimed at re- 
duciiz fuel bills, prolonging the life 
of th» heating unit and reducing fur- 
nace or boiler maintenance cost, Ele- 
ment. of the plan include installation 
of a> insulating brick combustion 
chanioer, with a chrome steel firebox 


baffle..\vhere needed; a barometric draft - 


regu. tor and a properly selected noz- 
zle, based on capacity, spray angle 
and spray type. The entire job is pre- 
ceded by a combustion test, made with 


Bacharach 


boiler vacuum cleaning and a final in- 


instruments, furnace or 
strument test and adjustment. 

Blanchard, with a background of 
25 years in the insurance business, is 
essentially sales‘minded, recognizes the 
potential for modernization work and 
is aware that his operation has been 
successful because he has maintained 
a careful correlation between his sales 
effort and engineering. Anthony Tor- 
risi is associated with him as chief engi- 
ner, makes the preliminary survey that 
each job receives, checks the progress 
of work being done and makes the 
final tests. Donald Floria, his assistant, 
helps him in this work and makes a 
comprehensive test to determine the 
proper nozzle for each burner. 

The initial approach to a prospect is 
made solely on the basis that Heat 
Control wants to make a survey of 
the heating system, without charge, to 
determine operaing efficiency and 
check the general condition of the oil- 
burner and boiler. The analysis consists 
of examining the oilburner flame, mak- 
ing a CO, reading and smoke test, 
determining if the combustion cham- 
ber is correct and finally arriving at a 
thermal efficiency reading. Included 


are stack temperature and draft read- 
ings, chimney examination and general 
furnace or boiler check-up. 

Then, if the unit is found to be 
properly sized for the system—cer- 
tainly not undersized—and guaranteed 
savings can be assured, specific recom- 
mendations are made for modernizing 
the installation in the sales presenta- 
tion. This information is recorded on 
a standard form from which the sales- 
man makes his solicitation. 

As Blanchard explains it, the re- 
quest to a prospect to perform the ini- 
tial survey is frank in saying, “We 
want to check your oilheating system 
to see if we can save you money. If 
we can’t, there’s no charge, but if we 
can, then we'll tell you what is needed 
to correct deficiencies and how much 
it will cost you.” Many modernization 
jobs are sold, naturally, on the savings 
that can be achieved, but even more 
frequently the question of economy is 
secondary. Blanchard estimates that 
about 10% of the jobs are bought for 
cleanliness and this is stressed because 
each one includes a thorough vacuum 
cleaning. The salesman points out that 
this not only insures a clean system to 
start with, but that it remains clean 











because the final adjustment is made to 
insure increased operating efficiency 
which automatically results in clean- 
burning and a minimum of soot forma- 
tion. 

Perhaps a fifth of the modernization 
work is bought because the homeowner 
realizes that specific faults exist in the 
heating system and should be corrected 
and still others purchase safety, or at 
least an increased feeling of safety that 
comes from a detailed inspection, and 
corrective measures where needed, of 
the controls and operating parts of the 
oilburning system, which the home- 
owner understands it is expedient to 
do periodically. 

To overcome objections that are 
raised when prices are quoted, which 
when examined alone might appear 
high, Blanchard almost always can 
counteract them in this way. Practi- 
cally every installation that has been 
in operation any length of time—and 
some of the newer ones, too—need 
some type of corrective service. It may 
be a combustion chamber that needs 
replacing or fixing, air leaks may have 
developed that should be sealed, or any 
number of other deficiencies might 
have developed. These Blanchard ex- 
plains will have to be done eventually 
whether the entire system is overhauled 
or not. And in the meantime, the own- 
er is going to be paying higher fuel 
bills, because unless the entire job is 
coordinated a general increase in efh- 
ciency cannot be accomplished. Or cer- 
tainly, not as great an improvement 
as complete modernization can bring. 


Investment that saves Money 


So, rather than a purchase, the pro- 
posed work is described as an invest- 
ment that will be returned to the home- 
owner in actual fuel savings in a mat- 
ter of a few years, plus the added com- 
fort of better heating and all-around 
improved operation. 

Tucked in the front compartment of 
a loose-leaf sales presentation booklet 
that Blanchard uses is a five dollar bill. 
When the going gets tough on price, 
or if the prospect seems hesitant about 
making up his mind, Blanchard turns 
back to the transparent pocket that 
holds the bill and says, “What would 
you say if I were to take this $5 bill, 
put a match to it, light my cigarette 
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with it and then watch it burn to 
ashes? You'd think I was being extrava- 
gant to say the least. Well, every 
month of the year you are reducing 
to ashes the equivalent of a $5 bill 
in the amount of fueloil you are wast- 
ing by continuing to operate your oil- 
heating system in its present condition. 
And, you will continue to burn up a 
$5 bill each month you leave uncor- 
rected the changes that should be 
made.” Then he follows with an ex- 
planation that the symbolical $5 bill 
would pay most of the monthly charges 
that would be required under the fi- 
nancing that could be arranged. 


. « « « Modernizing Oilburn= 


are gotten by telephone canvassing, 
Using a Metropolitan Boston str-et 
directory, every home is called © s- 
tematically street-by-street. The 
quest is made for permission to m. ke 
the no-charge heating survey while ie 
company’s men are working the nei. h- 
borhood. The approach is effective @ id 
Blanchard is confident that withi: 
matter of months he will better thin 
double the volume of work he jas 
performed in the past year. 

There are reproduced with this a::i- 
cle a survey sheet that Heat Cont:ol 
uses on every job and “Before” aud 
“After” readings of twelve typical 





When Blanchard is pointing out the 
defects in an oilheating system, it’s 
tempting to damn the installer. But, 
he recognizes this as poor practice in 
principle and studiously avoids it. 
Rather, he explains that Heat Control 
Associates are engineering specialists, 
and that the installation the prospect 
purchased was put in as expertly as 
possible by then current standards or 
that the installer did as well as possible 
with the materials he had to work with. 
Heat Control, on the other hand, takes 
advantage of installation procedures 
proved by actual laboratory tests and 
applies up-to-date practices to up- 
grade the quality of installations. 

The company sells no oilheating 
equipment as such, but concentrates 
solely on modernization work, Many 
prospects are secured from people for 
whom work has been done and others 


modernization jobs that have been done 
in the Boston area. 

With each job goes three months’ 
service, included in the over-all price. 
At the end of that time Heat Control 
continues servicing the burners on a 
per-call basis, or offers annual con: 
tracts with parts for $25, without parts 
for $21. 

The Heat Control Plan is an out 
growth of a laboratory testing program 
undertaken in 1947 by the Boston 
Machine Works, Lynn, Mass. The 
company built up a production organ 
ization during the war and upon the 
termination of its defense contracts 
looked around for oilheating items that 
could be added to its line. 

Ralph L, Dennis, manager of 3os 
ton’s Oil Heating Supplies Div ion, 
decided upon the laboratory pro ram 
as a means of determining wht 1s 
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neec:d for efficient oilburner perform 
ance ind proving the function of each 
component. Tests have been concluded 
on t= performance of nozzles and the 
selec'ion of the correct nozzle for spe- 
cific applications, on the capacities of 
nozzies under fire, on baffling and com- 
bustion chamber design. An integral 
part of proper oilburner nozzle appli- 
cation is an air pattern instrument de- 
veloped by the company to enable them 
to “see” the air as it emerges from the 
open end of a burner blast tube. When 
the air pattern has been established it 
then is possible to select a nozzle that 
will match it with the right angle and 
spray density, hollow or full cone. 

The air patern instrument can be 
purchased from Boston Machine 
Works, but the plans and specifications 
for it have been made available to all 
the oilburner manufacturers who have 
asked for them to use in their own 
laboratory work and are still offered on 
that basis. 

The laboratory tests have resulted 
in the amassing of a complete set of 
facts that add up to an efficient oil- 
burner installation. The next step 
then, Dennis reasoned, was imparting 
this knowledge to the service and in- 
stallation men who would have to ap- 
ply it in the field. To accomplish this, 
I. M. Nelson, national field representa- 
tive, embarked on a series of educa- 
tional talks to local oilburner groups 
and this activity has reached the point 
where he now is booked continuously 
for these evening meetings in all parts 
of the country. 

They have proved most successful, 
but confined as they must be to a single 
session and a large group, it isn’t possi- 
ble is make available to all the great 
dea! of engineering knowledge that has 
resu'ted from the laboratory work. 

A natural outgrowth of the desire 
to c:sseminate this information is the 
esta lishment of the Boston School of 
Adyinced Oil Heat Training, set up 
in t»: Manufacturers-Central Nation- 
al Bonk Bldg., Lynn, Mass., and, up 
to nw at least, subsidized by Boston 
Mac ine Works. Werner P. Pohle, 
whe bas been associated with Dennis 
sinc. the laboratory was started, is in- 
stru: or in charge of the school, which 
offer: 2 concentrated three-day course 
for “xperienced oilburner men who 
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Heating Survey Sheet 


POR vo i ook can nkeinad a teedion Residetice ccs wiki ecia Dageiie it's iviiniaes 
PUCOEESE os od as Sees Coc hie en ON adciela Oa stiw tice Wace ewe on cad ae ee 


HEATING SYSTEM 


Type of boiler? Steam .. Gravity Hot Water .. Forced Hot Water .. Other .. 
Round Cast Iron? ..... Sectional Cast Iron? ..... SOE <cicnes CMMGE? ss aus 
Type of Boiler/Furnace? Gravity? ...... Forced: Air? ....-. Ochiat-s «6a . 
Mrasttsfdetiicen? (05 6c shes «cca cece wees Model No.? ...... Seriés Noi? . . 20% 
Ce NODE 6 petrdacaveseetnas ere reer en 
Condition« of Boiler/Furiace? | sacs .«ss decane saanwclsaodeuesnes a eaeuee 
Smoke Stack Size? ........ inches. Condition? Bad? ...... Coal? = see. 
To be replaced? ....20<5: 

Oil filter installed? Yes? .... No? .... If yes, brand? ........ Sa? .68inae 

BURNER 

Kind of Burner? Pressure Atomizing? .. Rotary? .. Vaporizing? .. Other? . 
RW Am ACEUKOE? arc occ os eas adic cen ok Model No.? ...... Series No.? ...... 
ee ee tt) SPOOL ITT ET TC eT 
Are the controls and Burner in good condition? ............. 2c eee eee eeee 
Condition of Fire? Good? .... Bad? .... Over-fired? .... Under-fired? .... 


Rete aEN SS oia:d ashore nigel w ale a Sasdle SosieS baa eave alate er ee eee 


Actual Test “Before” 18. Following equipment should be in- 


stalled: 

ee ee. ere Td Whitnall ies 
Draft Reading—over-fire ........ following: 
Stack Hemperature’:...6.<c/s scjees: errs Terr ne re 
SHGRO ME CKO ha Cre aed enous De: icscens ad eewwaae yeaa 
Ca NS: 55 cca cu eaeteaeaes SEP EE errr rrr ere 
Estimated COg Reading, if No. 2 r Sedentreg EP ae Scare Pema |e gee et 

Smoke were possible .......... ©. ncceae eee ce keane vane 
Thermal Efficiency ........++++. bc. se Cote cies ee ae 
Nozzle Size? .. Angle? .. Spray? .. eee TT eT Tee er re 
Combust-on Chamber Size? ...... |S eT Te Teer Te or 
Is present system adequate for present Radiation? Yes? ........ Gs nv en eee 
Inquire if Owner is having any heating difficulties? ...............02 ccc eee 
What are your recommended savings? ...... Yo Should H. C. be installed? ...... 
GCeneeel Raarke—@ Gay os ovis éis deen svtvggustsavibtas setae 
Date this aurvey tiade? .....sccciccsees | EP ree ee we eee 
Who was present when th’s survey was made .........ececececcecccccccecs 
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want to learn of specialized procedures 
required to obtain the highest possible 
efficiency from any combination of 
pressure atomizing oilburner with any 
boiler or furnace. 

The school includes classroom and 
laboratory sessions, covering six ma- 
jor subjects. These are: Proper firing 
rates; combustion chamber construc- 
tion; baffling; draft control; mating of 
air and oil patterns and nozzle appli- 
cation tests, Tuition is $50, with hotels 
and meals extra. Classes are limited to 
ten each to facilitate the laboratory 
work and to afford each student such 
individual attention as may be re- 
quired. Each receives a certificate upon 
completion of the course. 

Graduates of the course have been 
instructed in the elements of oilburn- 
ing that qualify them to modernize oil- 
heating installations. The best proof 
of this is John Valk, Jr., first graduate 
of the course, who is engaged in this 
work, operating as Controlled Com- 
bustion, Inc., Hackensack, N. J. He 
had been working as a service man for 
his father, John Valk, Sr., who oper- 
ates Consumers Oil Co. in Rutherford, 
N. J. 

Valk, Sr. bought his company 8 
years ago and before that had been 
with Mitchell Oil Co., Newark, N. J. 
for 12 years and prior to that with 


Shell Oil. In the beginning he had sold 


fueloil and farmed out his service 
work, This proved unsatisfactory, 
however, and he established his own 
service department. The company sells 
equipment also and has concentrated 
on selling to builders. 

Consumers today operate 4 fueloil 
delivery trucks, 2 service trucks and 
maintains 100,000 gallons of under- 
ground storage. Yearly volume of fuel- 
oil sales totals about 134 million gal- 
lons, including some heavy oil cus- 
tomers, Consumers also operates a 
service station alongside its offices, do- 
ing enough business, Valk explains, to 
break even, but gaining the services of 
the station attendant to service its own 
trucks. 

About 18 months ago the company 
took on fueloil contracts for 120 homes 
in a development in Central Bergen 
County, N. J., agreed to service the 
oilburners and assumed responsibility 
for the warranty on the heating equip- 
ment for a year. The first homes were 
occupied in May 1951 and after the 
homeowners had experienced a com- 
plete heating season, there was heard 
a collective howl about inadequate 
heat, high fuel bills, no hot water and 
other similar complaints. 

Each home had a forced circulation, 
hot water heating system, with con- 
vector basebards, and each was 
equipped with an oilfired boiler-burner 


unit. The builder was forced to ai! 
ruefully that he had purchased 
boiler units and the heating inst) 
tion on price, without looking 
carefully into the quality of ei: 
As a concession, and at his ow: 
pense, he had the copper tube v . 
circulation system changed by split: 
the system into three loops. Be 
that, the way the system had been ‘ai 
out it was virtually impossible to 
heated water to the far radiators 

He made other corrections, too, that 
Valk insisted on, but these measures 
neither corrected the basic faults nor 
mollified the homeowners. They finally 
became so incensed that they formed a 
Heating Committee, composed of 6 or 
8 of the owners and headed by Robert 
S. Wendell of New Milford, N. J. 
Besides conferences with the builder, 
the committee participated in public 
hearings at which their complaints 
against the builder were aired and 
plans were seriously considered to 
undertake legal action. Some of the 
homeowners went so far as to secure 
estimates for replacing the boilers with 
other makes. 

About this time Valk, Jr. attended 
one of the lectures that I. M. Nelson 
delivered and was so enthused by the 
possibilities offered by the oilburner 
techniques he outlined that he induced 

(Please turn to page 160) 
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“or nice, quiet Oilheating ... 


Second article on service Steps to end delayed Ignition and flame Failure 


by 
J. W. Schulz 


< e FIRST ARTICLE on nice, quiet 
oilheating in the October issue 
wound up with a list of 18 thorough 
check-up steps for a serviceman to use 
on a headache job. The oilburner that 
needs these check-up steps has dis- 
played its nasty temper and disturbed 
the occupants of the house. Delayed 
ignition may have been involved in the 
disturbance, for a gun burner may have 
sprayed oil into its firebox for half a 
minute before igniting. Flame failure 
may have been involved, for a disturb- 
ance can result from a_ half-minute 
pause in the flow of oil to the firebox 
of a burner, for example, coupled with 
inadvertent and delayed ignition of the 
oil that finds its way to the firebox 
after the pause. 

You can learn a valuable lesson by 
concentrating on why many burner 
experts make a big point of keeping 
_ open a firing door or flame observation 
door when trying to start a new burn- 


er. If the new burner operates irregu- 
larly at first or has a flaw that delays 
its ignition, it may light with a “Pop” 
or “Puff.” With a fairly large door of 
the furnace or boiler kept open for the 
sake of safety, there’s nothing event- 
ful or violent to igniting atomized oil 
that has accumulated in the combus- 
tion space of the furnace or boiler. An 
open door permits gases to billow out 
harmlessly. 

Even where a furnace has relatively 
little combustion space and a long, tor- 
tuous flue travel, you can safely simu- 
late a ten-second ignition delay if you 
keep open a big firing door. You can 
spray oil into the firebox for ten sec- 
onds before providing the spark to 
light the oil. Few service experts would 
be willing to do the same thing with 
the furnace doors blocked or bolted 
tight-shut so that gas pressure from the 
firebox could not open them. 

There’s safety, then, in keeping a 
furnace or boiler door open when try- 
ing to start up a new oilburner. It’s 
wise, in fact, to keep the firing door or 
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flame observation door wide open any 
time you are starting a burner for the 
first time after having worked on it in 
a way that makes you wonder whether 
or not it will start properly and 
smoothly. After having removed the 
gun tube assembly of a temperamental 
pressure burner, you may be wonder- 
ing if you've set the spark points prop- 
erly for instant ignition or if you 
pulled loose a high tension wire when 
you put the gun tube assembly back in 
place. Will oil sprayed from the nozzle 
light instantly because the spark is 
100% dependable? If that question is 
on your mind, then keep a door of the 
furnace or boiler wide open when you 
first turn on the burner. Keep your 
hand on a switch, if you can, to be able 
to turn off the burner quickly if you 
see no flame after the oil’s been spray- 
ing into the firebox for perhaps 15 
seconds. 

Go one step further, even after sev- 
eral open-door starts prove there’s in- 
stant ignition of the first oil sprayed 
into the firebox. With the burner run- 


This is the chemical plant oilburner described in the article, left. It’s just been fitted with a second ignition transformer 
and the gun tube parts needed for dual ignition. The two transformers are not identical, but both have external, bottom- 
located high-tension terminals. That makes it easy for a serviceman to test one spark at a time, to ascertain that either 
Spark gives instant ignition. He merely disconnects a high tension lead of the transformer he wants to cut out. Originally 
this boiler had no puff-relief door. Notice the pipe nipple and pipe cap. The cap can be screwed off to take a peek at the 


flame, but pressure in the combustion chamber will not open it! 


Side view of the same boiler (right) showing the puff-relief and flame-observation door located near the front of the 
boiler, next to the firebox. The door and frame were purchased from a supply house and added to the furnace, which 
is not a Thatcher unit. The spring is specially-made; with no tension on it, the overall length is 10”, but it can easily be 
stretched to 24” and then will go back to 10” length again when released. In putting to use the door-spring idea, make 


certain to eliminate entirely the effect of the latch which originally was used to keep the door closed. 








ning and the spark on, use a flame mir- 
ror to get a good look at the spark. 
Make sure it is intense, not feeble and 
uncertain, Double-check the all-impor- 
tant setting of the electrodes as you use 
your flame mirror. Improper setting of 
the tips of the electrodes is the entire 
cause of the violent misbehavior of cer- 
tain headache jobs. The tips should be 
the proper distance apart, which ac- 
cording to many experts is no less than 
Ye” and no more than 3/16”. The tips 
should be near but not in the oil spray 
from the nozzle. Having them 1%” 
from the spray suits many experts. You 
can’t be too careful about setting the 
electrodes of a headache job which has 
won itself a reputation for acting up 
violently! In addition to putting to use 
the dependable, thumb-rule dimensions 
given above, make certain to obtain 
from the burner manufacturer any in- 
structions which may be available on 
how to set up the ignition system parts 
and spark points of the particular 
burner model. 

You are ready for closed-door 
starts, then, only after you have (1) 
started the burner half a dozen times 
with a door of the furnace or boiler 
open, and (2) used a flame mirror to 
observe that the spark appears to be 
100% healthy. In judging the spark 
as you observe it, bear in mind that at 
some time in the future the voltage in 
the house may be somewhat lower than 
it is while you are working on the 
burner. Allow leeway for that. 

The closed-door starts you try next 
will be all right. That’s for sure, be- 
cause of the special instant-ignition 
precautions you took on this headache 
job. As months and years go by, the 
closed-door starts will continue to be 
all right as long as the ignition system 
remains in good condition to provide 
instant ignition of the oil that starts 
spraying from the nozzle during each 
start-up of the burner. 

“Do everything imaginable to make 
certain that from now on we'll have 
only nice, quiet oilheating,” an owner 
is likely to tell you after a burner has 
demonstrated several times a month 
that life is not calm and peaceful with 
irascible equipment in the house. . 

The owner of a chemical plant re- 
cently took the same attitude of asking 
for every imaginable. precaution 
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against trouble, pointing out, “It’s not 
only the direct expenses of putting a 
boiler back together again and neaten- 
ing up the boiler room each time, but 
it’s the closing down of the whole 
chemical factory for about three days 
while we do the fixing up and get 
ready to generate steam again, That’s 


. ... For nice, quiet Oilhec*ing 


what makes me very emphatic «out 
having no more trouble of this k: :d!” 
Doing everything imaginable r ‘ght 
include, as was indicated in last 
month’s article, providing dual 
tion (two transformers and two s; 
even for a small gun burner) sinc 
transformer or one spark may po 


Coupled to a three-zone forced-hot-water system and fitted with a tankless u 
heating coil, this new boiler provides heat and hot water for three six-f. 
apartment houses. Having twin nozzles, twin ignition, and a door-sprin; 
combustion-relief, it should provide nice, quiet oilheating for years and » 
There was a question in the author's mind about whether or not this job sh. 
have the door-spring. He decided yes partly because tenants live close t 
boiler. Arriving on the job with a serviceman to fit it with the door-sprin 
learned for the first time that already there'd been a mild “Pop.” Then, us: 
flame mirror, the serviceman found out that only one of the sparks of the 
ignition system was working! No doubt about a spring being good for this } 





The serviceman who installed the spring on the apartment-house boiler “ies " 


out. A good spring arrangement permits you to open the door wide, 


inety 


degrees, with no great effort. The boiler end of the spring has a closed |. '), for 

the spring is supposed to be attached permanently to the boiler. The en if the 

spring fastened to the door hanger has a half-closed loop, making it ea: Jor 4 

serviceman to unhook the spring if he wants to keep the door open for ol ring 
the flame, working on the firebox, using a flame mirrét, etc. 
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tail vw chin the next five years, and the 
failur of either may result in an un- 
welc ne “Pop.” Under the proper 
cond: ‘ons, oil may spray into a warm 
firebo . for up to 90 seconds on certain 
insta!.:tions, fail to burn because of 
short. mings in an ignition system, 
then © ignited by a spark that becomes 
healt!:y belatedly or by heat from a 
firebo» 

Doing everything imaginable in- 
cluds all the other items listed in last 
month's 18 thorough check-up steps. 
Here's step 15: Make certain the fur- 
nace or boiler can relieve a combustion 
puff nicely, without building up high 
pressures, Many headache jobs need a 
combustion-relief door. 

You don’t duck this step 15, if you 
are determined to do everything imag- 
inable to wind up with nice, quiet oil- 
heating on a headache job. Here’s why. 
There’s safety in having a big firing 
door open at a time of delayed igni- 
tion, as has been explained. With the 
ignition delayed greatly, you would 
not want to stand up in front of a fur- 
nace or boiler if its doors were latched 
tightly and could not open for a slight 
pressure within the combustion space. 
However, under the same conditions 
of delayed ignition there’d be no 
urgent need for you to travel away 
from the equipment, if a large firing 
door were open to permit gases to 
surge out of the furnace’s combustion 
space when the oil ignited late. 

Eliminate the latch effect of a large 
fring door and fit the door with the 
proper spring arrangement, and the 
gentlest pressure in the combustion 
space cf the furnace or boiler will 
swing the door wide open. The spring 
will seve the door from breaking, then 
will close it nicely. This gives much 
of the safety gained by a wise service- 
man when he keeps open a firing door 
because a sick burner may produce a 
“Pop because of delayed ignition. In 
additi n, the spring arrangement gives 
Prote. on against gas-pressure build- 
Ups 1: ‘he combustion space caused by 
thing other than delayed ignition. 
These ther things include accidental 
Overi ing, draft complications, starv- 


Inga ime by giving it insufficient air, 
comb: tion of oil that’s wrongly accu- 
mulati in the combustion space, and 


flame ilure followed by delayed igni- 





Here's the good, clear look at the nozzle and two sparks, gained by opening the 
new puff-relief door of the chemical plant boiler (the one in photos #1 and #2). 
The owner now gains tremendous assurance by looking at the two healthy sparks 
once a week, for the burner had single ignition originally and either of these 
sparks of course provides instant ignition. Insulating-type refractory material is 
used inside the puff-relief door to avoid increased heat loss as a result of installing 
the door. Providing refractory material inside the door also saves the door from 
high heat and gives better combustion. 


tion off hot refractory material. 

The door spring arrangement that 
appeared diagramatically in last 
month’s article on this subject appears 
here in photographs of two installa- 
tions. The bracket fastened to the fir- 
ing door by two 7” nuts and bolts is 
made of 4%” boilerplate, 2” wide. Ex- 
tending 12” in front of the door, this 
bracket permits the use of a door-clos- 
ing spring which is of 10” overall 
length with no tension on it. Specially- 
made springs were used for the instal- 
lations in the photographs after visits 
to more than a dozen hardware stores, 
mill supply houses, etc. failed to turn 
up suitable springs. One job has a 
spring of 34” total diameter, whereas 
the other has a 1” O.D. spring. The 
spring wire used for both is 1/16”. In 
each case, the total cost of the material 
for installing the door-closing springs 
amounted to less than five dollars. This 
does not include the value of the con- 
siderable time spent arranging to have 
the boilerplate brackets made at a 
welding shop, and the springs made 
specially by a company specializing in 





springs. Once a dealer becomes door- 
spring minded and starts putting door- 
closing springs on many jobs, includ- 
ing those which have never had a 
“Pop” but which in future years may 
possibly have one, according to actual 
experience it pays him to have at least 
a dozen sets of parts made up at one 
time. The on-the-job work of install- 
ing the door springs is simple and fast, 
once a serviceman has the necessary 
parts in his car. If there’s a machine 
shop near the installation to be fitted 
with a spring, don’t use a portable 
electric drill to put the two Y2” holes 
through a firing door that’s tough and 
thick. Instead, take the door off the 
boiler, take it to the machine shop, and 
ask that a drill press be used to drill 
the two holes. In every case so far, that 
has worked out to be fast, pleasant, 
and inexpensive 

What are you going to do for a 
boiler that simply has no big firing door 
that can be arranged for easy open- 
ing and spring closing? One set of the 
accompanying photographs shows an 
installation that presented this prob- 
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Sparking or trembling of the contacts 
of any of the dozens of devices in this 
five-zone control system could cause 
chattering in the oilburner control 
panel, thus could cause delayed igni- 
tion. The same effect could be caused 
by a loose connection at any of a hun- 
dred or more locations in the compli- 
cated five-zone system. Here, the oil- 
burner obtains its line voltage from the 
five-zone control system, and getting 
healthy and dependable juice for the 
burner depends on the health of many 
controls and much wiring. 


lem. This, incidentally, is the chemical 
factory job mentioned earlier in con- 
nection with the owner’s saying the 
whole factory was closed down for 
three days while he got ready to gen- 
erate steam again. 

The disturbance caused by burner 
misbehavior occurred sufficiently often 
to wind up with intensive, major at- 
tention for the burner and its controls. 
Check-ups showed that ignition sys- 
tem failure probably caused the burner 
to “Pop.” The burner “off” periods 
were relatively frequent and short be- 
cause 45 to 50 Ibs. steam pressure was 
maintained in this watertube boiler. 
In case of failure of the ignition sys- 
tem spark, oil’ would spray into a hot 
firebox when the burner started, and 
be lighted after awhile by heat from 
warm firebrick, The “Pop” would 
come, of course, either before the 
properly-working oilburner control 
panel would stop the burner, or in a 
matter of seconds after the burner was 
stopped by its panel because it did not 
provide a flame promptly on starting. 

An additional ignition transformer, 
which can be seen in one of the photo- 
graphs, was installed on the burner to- 
gether with the new gun tube parts 
needed to convert it to dual ignition. 
Continuous ignition was used as a 
safety measure, the combustion head 
being suitable for this. The routine 
test, described last month, was made 
to ascertain if the wiring had a weak 
spot. Here’s one oddity related to 
checking over this job. Because the 
suction line vacuum with the burner 
in operation was about 10” and the 
installation had a highly effective suc- 
tion line filter of a type that some 
dealers rarely use on an installation of 
commercial proportions, the job was 
fitted with a suction-line yacuum gage 
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When the five-zone control system wants to start the burner, it turns on a light 
bulb in the hot box. There's a desirable delay, then reverse-acting room thermo- 
stat ““F” starts the burner. Flickering of the light bulb, caused by a slight defect 
in the complicated five-zone system, cannot cause erratic, eventful oilburner mis- 
behavior. The burner either remains idle or runs for a minimum time of two 
minutes. Use of standard parts (a light bulb and a room thermostat) permits 
easy understanding and easy servicing of this unusual arrangement. 


to report on plugging of the oil filter. 
Need to change the filter element be- 
cause of plugging, and the hazard re- 
lated to this, will show up by the gage’s 
reading more than 15” with the burner 
running. The owner is to check on the 
gage reading regularly. 

The question about what to do in 
the absence of a big firing door arose 
in the case of this particular boiler be- 
cause on its front were simply two pipe 
nipples with caps to be screwed off to 
permit taking a peek at the flame. The 
boiler had no hinged door to the com- 
bustion space, which you could term 
a firing door or flame observation door. 
On this job, therefore, a slight combus- 
tion “Pop” caused by delayed ignition 
would build up tremendous pressure 
in the combustion space of the boiler. 
The result was considerable damage, 
each time, to the boilerplate which en- 
closed the boiler. 

The heating-furnace firing door and 
frame shown in one of the drawings, 
made for a warm air furnace and ob- 
tained from a supply house, was easily 
fitted to this firetube boiler by the 
owner of the chemical plant. It has a 
door spring for easy opening and auto- 
matic closing. A great advantage was 
gained by putting this combustion- 
relief door on the side of the boiler, in- 
stead of the front. Opening it with the 


burner running gives a clear view of 
the burner nozzle, the oil spraying 
from it, and the two sparks of the dual 
ignition system. Once a week the own- 
er opens the door, makes certain both 
sparks are healthy. In addition, since 
the door has been installed the entire 
flame can be seen clearly for the first 
time. This in itself assists adjusting the 
burner for safe, dependable, efficient 
operation, 

The last paragraph of the article on 
this subject in the October issue men- 
tioned a job that had many “Puff’s” 
which could not be ended by the 18 
step thorough check-up. The accom: 
panying “Before” and “After” wiring 
diagrams come from that job. Here are 
some of the details. 

There’s a five-zone split system to 
heat this home, which might cost about 
$250,000 to build. That is, most of 
the rooms are heated by a forced-air 
system having five zones. Each zone 
has its own duct damper, opened and 
closed by a room thermostat. The con 
trol motors that open and close the 
duct dampers’ have auxiliary sw tches 
which are closed only when the camp: 
ers are open. With the five au* liary 
switches all “off” because none °f the 
five zones needs heat, the forc :d-air 
blower remains idle and the /urner 
provides no heat. With one or rm re of 
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the auxiliary switches “on” because a 
zone needs heat, the burner runs for 
the saxe of heating the house. It fires 
a steain boiler. As soon as an air-heat- 
ing system coil receives steam from the 
boiler, the forced-air blower starts. 
Two-pipe steam radiators in certain 
rooms receive steam whenever the 
boiler generates steam because one of 
the five forced-air zones needs heat, 
thus there’s no close control over the 
heat from the radiators. The steam 
boiler, about 50-horsepower size, pro- 
vides summer-winter hot water 
through use of a tankless coil, there- 
fore has a boiler temperature control 
set at about 160°. The heat-control 
system has other details, including two 
room thermostats and a switch-over 
manual switch for one zone, also a 
boiler-room time clock and a clock- 
type room thermostat that serves as a 
master thermostat at night. These and 
other details are too lengthy to de- 
scribe here, but boil down to making 
the five-zone control system unusually 
complicated. In fact, calling this con- 
trol system. unusually complicated is 
putting it very mildly, for its boiler 
room boxes include an array of relays, 
a rat’s nest of wires joined together, 
and three special manual switches all 
tied into the wiring of the five-zone 
control system. 


ven Years late 


After giving nice, quiet oilheating 
for perhaps seven years, the burner 
originally installed in the 50-horse- 
power boiler became, let us say, ex- 
ceedingly aggressive. It asserted itself 
several times. Finally the boiler struck 
back in an odd manner, a part of the 
boiler weighing several hundred 
pounds detaching itself and landing on 
the burner for a knockout blow, The 
burner was judged to be the loser. It 
was replaced by an exceedingly good 
burner, installed and serviced expertly 
and thoroughly. In some mysterious 
fashion, this new burner inherited the 
misch:¥ous disposition of its prede- 
cesso’, and the best of service work did 
hot tame it. Working on his own in 
an acmirably thorough fashion, the 
serviccnan who answered the calls 
performed all the 18 steps of the thor- 
ough check-up published last month 
yet went through a hectic year. For 


instance, three voltage recorders were 
used to ascertain voltage drop was not 
causing the burner to be a bad actor, 
one of these being used at a five-horse- 
power water pump motor suspected of 
being large enough to drop the line 
voltage on starting, one being con- 
nected to the electric meter in the 
house, and one recording the voltage 
at the burner itself. One part of the 
burner after the other was replaced. . . 
until in effect the installation had a 
third entirely new burner. A suction 
line that certainly was free of leaks 
was run over the lawn to the oil tank, 
to serve instead of the regular suction 
line which could possibly have a leak 
although thorough tests showed none. 
The burner had double ignition; both 
intermittent and continuous ignition 
were tried. The new controls, installed 
when the original burner was replaced, 
were themselves replaced by another 
type of burner controls that most oil- 
heating engineers would say were the 
most rapid-acting, modern safety con- 
trols for such an installation. With the 
burner: still acting up, sometimes caus- 


ing a disturbance twice the-same-mern~ 


ing, what more could you possibly do 
for it? 

The serviceman himself gave the cue 
that provided the answer to that ques- 
tion by moaning, “If only we had just 
one thermostat in this house to start 
and stop the burner during the heating 
season, instead of six thermostats 
spread all over the house.” 


The Problem 


He had a good point, and this was 
emphasized by checking the wiring of 
the job, for the 110-volt supply line to 
the burner came from the complicated 
five-zone control system as is shown in 
the “Before” drawing, Chattering of 
a burner relay, which would not show 
up even on a voltage recorder con- 
nected to the burner motor, could 
cause ignition delay during a start-up. 
Such chattering of a relay could be 
caused by a defect in the five-zone con- 
trol system, such as a spluttering con- 
tact or a loose connection. If such a 
defect, existed, its effect occurred only 
at times when the burner was not be- 
ing checked over, for everything re- 
lated to this appeared perfect on every 
check-up. 





Three men working for five days 
could have checked over the five-zone 
control system thoroughly and found 
a defect if one existed. However, a de- 
fect that could cause the burner trouble 
could return to the five-zone control 
system within, say, five years and cause 
the burner to start acting up again. 
Whereas, of course, this burner was 
supposed to be fixed so that it never 
would act up again. 

We decided to change the wiring of 
the job, arranging it so that the burner 
could not have relay chatter as a result 
of any kind of a defect in the five-zone 
control system. 


How it was corrected 


The “After” diagram shows how 
this was accomplished. First, however, 
study the “Before” diagram. Supply 
line “A-B” runs from the main fuse 
box of the house to the five-zone sys- 
tem. The relays, auxiliary switches, 
forced-air blower and its controls, and 
three manual switches of the five-zone 
control system all are involved next, 
together with time. clocks and runs of 


wire to the five auxiliary switches on 


the damper motors. The boiler tem- 
perature control is wired to the five- 
zone system in a way that causes the 
owner to set switches for either heat or 
hot water. Set to heat the house, the 
controls provide no summer hot water 
operation. With the switches set for 
hot water in summer, there can’t be 
any heat until the owner goes to the 
boiler room and changes the setting of 
three switches. Out of all the mess of 
complication of the five-zone control 
system comes line “C-D” to provide 
110-volts for the oilburner control 
panel. You can readily understand the 
worry that a defect in the five-zone 
control system might at times be caus- 
ing chattering of a relay in the burner 
panel. 

With the job wired as the “After” 
diagram shows, the five-zone control 
system receives current as_ before 
through line “A-B.” However, line 
“C-D,” which used to provide current 
for the burner panel, now does nothing 
more than turn on the light bulb in the 
hot box when the five-zone system in- 
dicates the burner should start to heat 
the house. From “E” to “G” the wiring 

(Please turn to page 163) 
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Salesmen we need 


Common sense Impressions of a Man who has hired Plenty 


by 
Major Pendleton 


Bi HEAD OF ANY business is al- 
ways on the lookout for new ways 
to sell his product. Oilburner dealers 
are no exception. Many methods have 
been tried, but two methods of selling 
are in more general use in the oil- 
burner industry. One, the steady sell- 
ing through the year by a trained 
experienced sales staff; and two, the 
periodic campaign carried on with a 
number of new or cub salesmen, comb- 
ing the territory, ringing doorbells, 
and stirring up new prospects, some of 
whom will become owners of the deal- 
er’s particular product. Each method 
requires a different type of selling, and 
careful selection of salesmen is essen- 
tial. 


Combination most popular 


Most dealers use a combination of 
the two methods, with the emphasis 
on the permanent sales staff which is 
the real core of the dealer's successful 
operation. The regular salesmen have 
developed through experience the tech- 
nique which brings steady sales in their 
respective territories, and have satis- 
fied friendly customers who are a con- 
tinuing asset to them (and the boss) 
by unearthing new leads for the sales- 
man. The regular salesman casts a 
wary and skeptical eye at the sales- 
manager when-he announces that the 
company has decided to put on an in- 
tensive sales campaign during the 
summer, and wants the experienced 
salesman to offer suggestions and lend 
a hand. Honestly, he is apt to be about 
as helpful in this instance as a husband 
at housecleaning time. 

Frequently, he decides to put on 
extra steam to make his quota right 
off, and take the wife on that sea- 
shore vacation she has been talking 
about. Or, he may tell the salesman- 
ager firmly to “keep those eager- 
beavers out of my territory or I'll 
quit.” On occasion, the experienced 
salesman finds one of the campaign 
salesmen whose personality clicks with 
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his, and he is downright helpful in 
developing him into the kind of sales- 
man the dealer will keep on his staff 
long after the campaign is ended. The 
wise sales manager won't count on it. 

Campaign selling is expensive any 
way it is measured. A dealer consid- 
ering it should weigh all the angles 
and the costs before he undertakes it. 
It is dramatic—gets a lot of attention, 
creates comment, gives a lot of pub- 
licity to the dealer and his product, 
brings the prospect list up-to-date, and 
finally, produces a modest amount of 
good sales. One of the important re- 
sults of a sales campaign is the thought 
the dealer must give to finding new 
salesmen. If his campaign is to be more 
productive than a summer thunder- 
storm which also creates a lot of spark, 
noise and comment, serious considera- 
tion of where to get new salesmen and 
how to select them must play an im- 
portant part in the dealer’s decision 
to stage the campaign. An important 
by-product of every campaign is de- 
velopment of new men for your perma- 
nent sales staff. 


Where to get Salesmen 


Where are your new salesmen com- 
ing from? That has been the $64 ques- 
tion in the oilburner industry for years 
—second only to where are the new 
service men coming from. Several 
sources are available, and the astute 
successful dealer will explore all of 
them. 

Dissatisfaction among the sales force 
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of competitors will produce an occa: 
sional good experienced man. Bu: after 
the initial interview with such 
pective salesmen, the dealer will d 
to do some investigating. In fact 
siderable investigation of eacl 
every applicant will give more ®ssur- 
ance of proper selection. The <ealer 
will do well to learn just why this 
salesman is dissatisfied with his job at 
‘“Handy-heet Oilburner Company.” 
Perhaps the conditions with which he 
is dissatisfied at Handy-heet are occw 
pational and are also present in your 
company. Find out how‘he gets along 
with his co-workers. He may be the 
prima-donna type, and you may not 
have the time to cater to him, even 
though he is a good producer. 


pros- 
well 
con: 
and 


Don’t hire on “Gallonage” 


If you also sell oil and this appli 
cant indicates he can bring some 200, 
000 gallons of oil accounts with him 
right off, do some particular investigat 
ing. Find out how long he has “held” 
those accounts, if he has “taken them 
with him” before, what type of ac 
counts they are—you can think of 
many more pertinent questions to ask. 
Experience in hiring this type of sales 
man has not been altogether good. The 
gallonage frequently turns out to k 
nearer 10,000 gallons, and except for 
a few new and good customers, the 
rest have been expensive or hard to 
deliver, querulous, and for the mos 
part the kind of gallonage you like 
your competitors to have. 

Still another source from which t0 
select salesmen is among your friends 
They are in contact with bright young 
men who have not yet hit their strid: 
and can refer some likely app! icant 
when they know you have an opening 
for them. This has its hazarcs to 


Charlie Young, a beer-drinking pal 1; 


your undergraduate days at W hoop’ 


dedoo University may have a son wh 
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does . t yet know what he wants to 
do, b. thinks he wants to “go into 
sellin.” Good old Charlie calls up 
and a <s how about giving son Bill a 
go at a job, Give Bill some special 
scruti:'y. Find out if he really knows 
what <elling is, that it is as much leg 
work as head work. How serious is he? 
Does ie really want to work, or is he 
just putting in time until he is ready 
to settle down and go to work for the 
Old Man? If he is really serious, find 
out how important his evening engage- 
ments are, Selling oilburners requires 
considerable evening work, and a 
young fellow accustomed to spending 
most of his evenings in his convertible 
with a little gal may not be very pro- 
ductive for you. 
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Then there’s the salesman who is 
very earnest and sincere who has been 
down on his luck for awhile. He needs 
a job so badly he appeals to your sym- 
pathy. But take care—why is he down 
on his luck? Is it a temporary combi- 
nation of circumstances over which he 
had no control, something not likely 
to happen again? If so, he is a good 
one to consider because he has been 
under fire and the experience has so- 
bered iim, improved his judgment, and 


a feeling of security will bring him back 
into production, But, if he has more 
problems and responsibilities than he 
can successfully cope with, no amount 


of sympathy appeal should put him 
under consideration. Remember your 
Prosp:.ts will not think very well of 
your »-oduct or company if your sales- 
Man wears his shirt wrong side out a 
coupl: f days to save on iaundry bills! 

Last'y, there is the group of young 
men out of high school with a year or 
80 be! ve Selective Service picks up 
their rimber, and the next older group 
Who have finished their school courses 


in salesmanship but who have little or 
no selling experience yet. For campaign 
selling this is the fruitful group. They 
are young, robust, resourceful, anxious 
and quick to learn, take direction, and 
every experience is a new one to them. 
They are serious and want to win. 
They are not easily thwarted or dis- 
couraged, And they appeal to women! 

To this last comes “Oh Yeah” in 
chorus. But make no mistake, that is 
important. Anyone recall that success- 
ful old slogan that sold a great many 
oilburners—*No Coal Shovel Was 
Ever Made to Fit A Woman’s Hand”? 
It is still true, and a woman’s interest 
in your oilburner is a real assist to a 
sale. The head of the house still has 
to be sold and write the check, but 
remember the limited number of con- 
venient hours for seeing the man of 
the house. 


The understanding Housewife 


The housewife is home nearly all 
day, and if a serious, personable young 
man calls and pays her the compliment 
of assuming that she has sufficient 
intellect to understand the comfort- 
able, shovel-free hours this simple 
mechanism he is selling will give her, 
she will understand it. Not only that, 
but if the salesman takes time to help 
shell a few peas for the freezer, mail 
a letter to Aunt Emma, rescue Barbara 
from the street, or perhaps advise Aunt 
Jennie about dusting the roses while 
he is putting in a few well-chosen 
plugs for your oilburner, the house- 
wife will listen. 

When she is sold to the extent that 
she decides she would rather have an 
oilburner than the new car, the fur 
coat, or that winter trip south, she will 
help sell the man of the house. She 
will arrange a suitable time for the 
salesman to call on her husband, and 
when she says “George, this is that 
nice young man I was telling you about 
who wants to talk to you about an 
oilburner.” George will listen instead 
of being grumpy at the interruption 
while reading his evening paper or 
watching his favorite TV program. An 
ingratiating, well-mannered young 
man gets into prospects’ homes almost 
without fail. 

The selection of salesmen has devel- 
oped into quite a scientific procedure. 


oil 





The government social programs have 
added to the already high cost of hiring 
and firing. It pays to be reasonably 
sure the applicant is right for the job 
before he is hired. Nowhere is this 
more important than in the sales de- 
partment. Many large firms, employ- 
ing sizable sales staffs, have established 
departments staffed with trained psy- 
chologists for interviewing and testing 
applicant for sales positions. While it 
is not economically sound for smaller 
companies to undertake any such ambi- 
tious program, certainly any dealer 
who expects to have a competent sales 
staff should evaluate each applicant for 
his personal appearance, quality of 
voice, personal mannerisms, vocabu- 
lary, self-confidence, education and 
general intelligence, ambition, personal 
habits, and knowledge of the product 
and field. The day when you can say 
‘Let’s put this fellow on and see how 
he turns out” is long since gone. 


The Salesman is You 


A good product easily gets a bad 
reputation through poor sales pres- 
entation. This is particularly true in 
the oilburner field where selling is di- 
rectly to users. So far as the home 
owner is concerned your salesman is 
your company. He is not likely to meet 
the boss. Salesmen- must be selected 
with that fact in mind. By the way, 
how long since you have interviewed 
each of your salesmen to see just what 
kind of impression they'd make on 
you, if you were seeing them for the 
first time? You'll find it profitable to 
try this on some slow Monday morn- 
ing. 

Selecting salesmen is only the first 
step in getting your oilburner into 
more homes. The training and direct- 
ing of new salesmen is an important 
part of any successful sales campaign. 
But, that’s another story. 


69 

















Clean-ups, natural Gas, Compensaticn 


Winning and runner-up Answers to Contest Questions Nos. 5,7 and 8 


Sasi the announcement of 
winners and honorable mention en- 
tries to the ten questions of FUELOIL & 
Om Heat’s 1952 contest in the Oc- 
tober issue, there are reproduced here 
the top answers to Questions Nos. 5, 
7 and 8. 

The prize for question No. 6, giv- 
ing details of a wage incentive service 
plan for service men, was divided 
among 12 entrants, each of whom was 
judged to have contributed something 
worth while on the subject, but none 
of whom presented a completely prac- 
tical plan. For this reason, no answers 
to this particular question are being 
published. 

The balance ot the winning entries, 
received for Questions Nos. 9 and 10, 
will be run in the December issue. 


QUESTION 5 


Steps in annual Cleanup 


Winners: K. L. PELL and JAMES R. EN- 
MAN (Award shared 50-50) 


After the judges had spent a lot of 
time and argument over these two 
they agreed on a split. The paper from 
Pell, they reasoned, was more com- 
plete, while the one from Enman re- 
minds the boys of quite a few common- 
place things that they might well over- 
look and also its breezy style is insur- 
ance that it will be well read. The Pell 
paper follows first: 


i pe ANNUAL CLEAN-UP job is the 
foundation A-B-C of a sound 
service program. It is the effort that in- 
sures good advertising through satis- 
fied customers; it is the opportunity to 
heal any old wounds that may have 
been left gaping during the past heat- 
ing season; and it is the best method 
to forestall the headache of off-hour, 
no-heat winter trouble calls. 

The following steps will assure a 
complete and accurate clean-up job: 

A. Make appointments with cus- 
tomers well in advance. Clean-ups 
come during vacation months, and the 
homeowner’s time is at least as valu- 
able as yours. Meticulously filling these 
appointments is essential. | 
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B. Present a clinical appearance in 
neatness. Many housewives are more 
concerned with the condition of their 
furniture and rugs when the cleaning 
is completed than with what the fuar- 
nace will look like. Neatness of service 
personnel indicates to the customer 
that the work will be performed care- 
fully and well. 

C. Courtesy is the golden key to fu- 
ture good will, and is just as important 
in servicing a burner as in selling one. 

D. Just as a doctor gets a medical 
background of his patient during an 
annual check-up, the service man 
should talk with the homeowner and 
get a clear picture of the past behavior 
of the heating unit to be cleaned. In- 
telligent questions which will give re- 
warding clues will include: 


1. Does the unit pulsate on starting? 


2. Was it necessary to reset the stack 
relay during the past season? 


3. What was the cost of fuel during 
the past season? 


4. Was there too much heat, too lit- 
tle heat, or too much fluctuation 
in temperature last season? 


E. Before starting the “dirty work” 
inspect the thermostat, removing the 
cover and cleaning the points with a 
piece of good bond writing paper or a 
swab stick covered with chamois dipped 
in carbon tetrachloride. Set the ther- 
mostat to call for heat in order that 
the burner may be operated manually 
during the cleaning. 

F. Make careful preparation around 
the unit for the actual cleaning job. 
Move any equipment which might be 
in the way during the cleaning job, 
and cover everything which might be- 
come soiled. 

G. The steps in the actual cleaning 
of the unit will include: 

1. First remove the stack relay and 

clean all carbon from the heating 
element. 


tw 


. Clean the unit, starting from the 
firebox, through the heat ex- 
changer, to the chimney. 

3. Remove all carbon from the chim- 

ney clean-out hole. 
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. Adjust draft, and adjust 


20. Adjust flame in relation 


.Check chimney for obstructions 


using a mirror. 


Remove the nozzle-electroce as- 


sembly. Clean the air tube. fan, 
and burner housing. 


. Check to be sure that the air tube 


is flush with the inside of the fire 
box, and that it is sealed. 


Remove the nozzle from the as- 


sembly; clean thoroughly. 


_If dirt is present on screen and 


inside the nozzle, replace fueloil 
filter and clean screens in fuel 
pump. 


_If there is no fueloil filter, con 


vince the homeowner of its utility 
and install one. 


. After the pump and the filter are 


clean, flush out the system by ep: 
erating the burner with the noz 
zle detached. Run approximately 
a quart of oil through the oil lines. 


. Attach the nozzle and again start 


the burner. Check oil spray from 
the nozzle. 


. Assemble burner, adjusting elec- 


trodes to the correct gap and dis- 
tance from the oil spray. 


. Tighten all fittings, check glands 


on valves. 


. Replace stack relay and remove 


the cover off the control. Reset for 
running operation. Check and 
clean the relay and the operating 
points. 


_If heating unit is a forced warm 


air job, inspect and clean air fil 
ters. If filter is thoroughly satu: 
rated with dust, replace. 


. Lubricate motor, fam beariny, and 


check fan belt adjustment 


Start burner and check draft. It 


there is no draft regulator be 
tween stack control and chimney, 


sell the owner on its merits 


. While the heating unit is warm 


ing up, check limit control, aqua 
stat, and fan controls. 


urner 


using a combustion testing 4P’ 
paratus. 
o the 


size of the fire box. 
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21. in forced air jobs set fan to “On” 
mperatures from 125 to 130 de- 
rees and “Off” to 100 degrees. 

22. \Vhen the burner is timed to satis- 
ictory operation, oil the burner 
otor, and recheck steps in clean- 

‘ng to be sure that none have been 
nitted. 

H. Replace 

moved, making sure that the ‘heating 

area is left clean. A good vacuum unit 


anything that was 


is as valuable for cleaning up after the 
job as it is in the actual cleaning of the 
furnace. 

I. Reset the thermostat. 

J. Acquaint the homeowner with 
all findings, and the significant work 
done. Make recommendations, includ- 
ing the extreme necessity of keeping 
filters clean, for with valuable operat- 
ing instructions as a part of the annual 
clean-up, confidence and goodwill are 
accomplished. 

In conclusion, there is no place in 
the annual clean-up field for “gippos” 
who make a lot of noise and commo- 
tion about messing up units and put- 
ting off real trouble until they are 
miles away. Neither should annual 
clean-up jobs be thought of as a means 
ef getting a “foot in the door” in or- 
der to sell unnecessary installations or 
conversions. 

A good clean-up job, skillfully done 
and properly interpreted will leave its 
mark in a secret corner of the threshold 
of that home, and it will be up to 
every future service man, be it you or 
someone else, to live up to that mark. 


The Enman paper now follows: 


ern FOR THE annual clean- 
up is a big item in time saved. Pre- 
pare your equipment! Check your vac- 
uum cleaner, oil it and carry the neces- 
sary attachments. It is probably your 
most impressive piece of equipment. 
Prepare and carry a stock of filters, 
nozz!-s, nozzle strainers and any parts 
which you anticipate using on most 
jobs. ‘ind out by trial the best way to 
carry these tools into the basement. A 
great cleal of time (and money for your 
comp iny) can be saved if a routine is 
Work d out for the carrying of tools 
and the actual work done in the base- 
ment Routine speeds up the work, and 
More mportant still, acts as a reminder 
for things left undone. As an example, 


for years I continually forgot the 
“three-way” plugs I used as outlets for 
my drop light and vacuum cleaner. 
After I had established a routine 
whereby I disconnected the light and 
vacuum, then removed the “three- 
way” before disposing of the vacuum 
and light cords I rarely lost a “three- 
way” plug. 


Use testing Instruments 


Carry a combustion test kit and use 
it- Now more than ever we must be- 
come test conscious. In the first place 
it impresses the customer. People have 
become used to seeing test equipment 
used on their cars, their own bodies 
even, and they feel that a professional 
man (that’s you, chum) should use 
some type of scientific gadget. Besides 
that point, however, is the fact that 
they work. You'll be surprised at what 
you'll learn from a good, common 
sense study of COs and stack tempera- 
ture combined with a smoke test, if 
used on every job. 

Now on the actual work, let’s dry 
out the boiler. A half hour’s running 
will leave the stuff flaking off in sheets. 
This simplifies the vacuuming job. 

Change the filter cartridge and 
here’s the spot to get in a plug for the 
“company.” Standardize on a filter. 
Sell it where it isn’t. It saves the cus- 
tomer money. It makes your work 
easier. 

(Here’s a note to “Company exec’s.”” 
Pay your service men a set commission 
to install filters. It’s a mean job for the 
service man and good clean profit for 
the company. It will also save time on 
next year’s clean-ups.) 

After cleaning and oiling the burn- 
er fan and motor pull the gun and 
check its several parts. Remove the 
nozzle and flush out the nozzle oil line. 
Wash the ignitors but make no at- 
tempt to adjust them at present. Check 
the nozzle. Here is the heart of our 
burner. Remember that the fire can be 
no better than the spray leaving this 
vital part. A clogged slot in the spiral 
or a partially clogged venturi can cost 
the customer more money than a noz- 
zle which is completely plugged. The 
latter will probably be changed for a 
new one. The former will, in all 
eventuality, be used throughout the 
winter, spraying its streaky, dirty fire 





of practically no efficiency and sooting 
all the flue passages. It is a good plan 
for any service man to study the spray 
and air pattern of various types of 
burners and nozzles. Learn to know 
whether a burner requires a hollow 
cone or a solid spray type nozzle. I 
have jumped the CO: reading from 
5% to 9% in just one move. That is, 
changing from a solid spray to a hollow 
cone nozzle on a burner requiring this 
change. Learning to recognize these 
burners requires no great insight. A 
good look at the air handling parts will 
tell you whether the air pattern fol- 
lows the outside of the air tube, (hol- 
low-spray) or is more or less evenly 
spread throughout the tube, which in- 
dicates of course a solid spray type. 


Adjusting Electrodes 


Once the condition of nozzle is de- 
termined and either cleaned or 
changed, we adjust our electrodes. It 
is well to remember that the wider the 
gap the more latitude we have in re- 
gard to forward and backward spacing 
of our points, Set the gap at the widest 
spacing within good sense. Too close a 
gap will carbon. Too wide a gap and 
the transformer won't push the spark 
across. Remember also that the spark is 
going to take the shortest jump to 
ground and make sure none of the air 
handling parts comes too near the elec- 
trodes. Experimeat with a few trans- 
formers and watch the antics of the 
spark. It’s educating. Finally give the 
transformer a break and set the gaps 
where they will have a safety factor in 
case the transformer gets tired. This 
is especially important in the case of 
constant ignition burners. Now here 
is where your experimenting pays off. 
On those bigger jobs; the air is blasting 
down that tube at high velocity. Take 
a flame mirror and see where the near- 
est part of the flame comes to the noz- 
zle. You’re sure gonna get a surprise 
How did it get way out there and how 
are the gaps in the ignitors going to 
offset having the oil spray flattened out 
that far away from the nozzle? They 
are not. On those big jobs, set the 
points way out ahead. You'll have to 
check some to keep them right until 
you get used to it but you'll find a lot 
fewer puffs on your call list this win- 
ter. Your flame mirror will help. 
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Now the job starts smoothly and 
checks good on the instruments; let’s 
take a look at it from the customer’s 
viewpoint. Sure it’s gonna save oil but 
he can’t see that. All he can see is that 
black smudge where you leaned on the 
door casing and the bill the company 
sends him. 

Bring out the can of paint, alumi- 
num or black asphalt and clean sweep 
the place. Take away all the dirt and 
the old air filters (if he had new ones). 
Leave the cellar spick and span. Brush 
off the boiler and shine it up a bit if it 
has a casing. Finally, be sure the com- 
pany’s decal is in a good conspicuous 
‘spot and excusing yourself to the lady 
of the house, leave her the bill with 
thanks for her patronage. 

Honorable mention: Philip Kaplan 
of Hartford, Conn., one of the first 
prize winners last year, again has an 
excellent paper. In addition to the de- 
tail of actual steps in the cleaning he 
starts with selling the job. This is not 
the place to publish his paper, follow- 
ing two other long ones on the general 
subject. Rather we are going to hold it 
for an early spring issue when it will be 
particularly timely. 

The same holds true for the paper 
entered by Francis Martin. It covers 
‘a lot that was in the two winners and 
adds a few points not in the others. It 
is too good a paper not to publish, so 
it will be done at a later date and paid 
for at space rates. 

James L. Carroll had a short entry 
but with a few spots not in the others. 
He suggests that before you unload 
your equipment you check to be sure 
it’s the right house. Clerks have made 
mistakes in addresses before now. Then 
while his hands are clean he should 
clean and adjust the thermostat, and 
while upstairs ask the customer about 
the burner’s operation in recent 
months. This may point to some spe- 
cial need. 


QUESTION 7 


Selling against natural Gas 


Winners: JOSEPH NEIBAUER and NOR- 
MAN SCHOLES (Award 
shared 50-50) 


In deciding to split this award there 
was little question about Neibauer 
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having the more thorough approach to 
the problem. On the other hand, lo- 
cated in Philadelphia, he has not faced 
the really tough natural gas competi- 
tion, as in the Midwest cities where its 
cost is often considerably below oilheat- 
ing. For that reason the Scholes paper 
was given equal recognition for he is a 
salesman fighting cheap gas in its na- 
tive lair. In order, the Neibauer and 
Scholes papers follow: 


‘INCE THE BEGINNING OF TIME, from 
S Adam and Eve, from before the 
days of the Roman conquerors to the 
present days of the atom bomb, and 
yes, for the years yet to come, human 
nature with its greed, sorrow, joy, hope 
and faith will never change. 

Selling and buying, too, is a fixation 
of mankind subject only to the mental 
state of man and his desire for better- 
ment or improvement. His purchases or 
acquisitions are due to various mental 
conditions. Sometimes he buys for ma- 
terial gain, sometimes for some un- 
known selfish motive. He'll buy for 
physical comfort or pleasure, but most- 
ly man buys to make his life a little 
easier. Whatever the reason, time and 
human behavior have stood literally 
still; man’s emotional structure has re- 
mained the same these thousands of 
years. 

Now, what has all this to do with 
the selling of more oil units over gas 
units. Well just this! It is in the know- 
ing of human nature, their faults and 
pleasures, wants and desires. It is this 
knowledge, this understanding that has 
enabled our company, our salesmen, to 
maintain the high degree of oil unit 
sales against the formidable competi- 
tion of gas. Here’s how we do it. 

First, know your product and not 
only how it works but why. Study each 
nut and bolt. Know how to describe its 
form, its weight and why it’s built just 
so. Know the manufacturer, his back- 
ground, his engineering staff and the 
tests made that prove its birthright for 
the betterment of man. Have the en- 
thusiasm, the light in your eye, and 
the ability to tell in glowing terms the 
wonder of this unit, the marvel of the 
heating world, to know and to tell all 
these facts, to describe vividly that here 
in your unit is everything that the cus- 
tomer wants and expects in automatic 








. « « « Clean-up, Gas and Compensation 


heat. It is this knowledge of your »>rod- 
uct coupled with an understandi .g of 
human nature that will make your 
work a success. 

Never deride gas heat or any ‘ther 
competitive equipment, but agree 0 its 
use in its proper place, Be armec: with 
statistics and printed evidence to ow 
the high cost of operation of gas. Tell 
about the limit of service, relyir : on 
the local utility company that i the 
sole guaranteer of fuel and service. and 
the possibility of increased gas rates. 

Hesitantly you will show printed 
statistics of explosions, fires, anc the 
dangerous aspects of gas. 

Tell them of their friends and ncigh- 
bors who have your system and how 
pleased they are of the low cost of up- 
keep, the automatic service, the all year 
round convenient budget plan, of the 
healthier and better type of heat. Yet, 
with all this, you have now a still bet- 
ter engineered unit, a newer type that 
uses still less oil, that works still bet- 
ter, is cleaner with practically no main- 
tenance, and that you have that unit 
ready to install in the prospect’s home. 
Leave no stone unturned in the pro 
nouncement of your product. Describe 
and plant the seed of want in your 
prospect’s mind until he has desire for 
it. 

Prepare yourself. Your carefully 
planned survey of his home in his 
presence, your concern of his prob 
lems, your knowledge of all compet: 
ing equipment, your firm unequivocal 
choice of equipment for his home, your 
smile, your assurance and friendly 
manner, your sales ability will success 
fully sell your unit over that of any 
other type or brand. We have proved 
this by thorough sales training, you 
can too. 


»-y-s HERE ARE MANY good points to 
be used in favor of Oil Burners 
against Gas Burners. 

In most cases there is only one source 
of supply of Gas, so you agree to all 
their terms, pay their price or ¢ e. 

In case of Oil, there’s genera''y sev 
eral different sources of supply, siving 
a greater assurance of supply, fa: price 
and service. 

Through natural or mec’ anical 
causes the Gas supply can be ut off 
instantly, where with oil there » neat’ 
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ly always 30 days or more reserve on 
hand, depending on Customers storage 
capacity. 

In case of a leak, gas can become 
dangerous or unhealthy, with oil risk is 
negligible. 

In some locations in large cities when 
zero weather comes along the pressure 
is apt to get low and so is the house 
temperature. 


QUESTION 8 


Compensation for Salesmen 
Winnen KEN W. CATERER 


©© FNcoME DERIVED FROM straight 

commission—flat percentage of 
sales—forces the greatest effort from 
sales personnel.” This is a stern, fac- 
tual truism. However, it does permit 
the largest possible commission to be 
paid the salesman; and, if certain con- 
cessions are allowed, can be a most 
satisfactory arrangement for all con- 
cerned. 

The uncertainty of take home pay 
must be eliminated by steady weekly 
draw against commission—based on 
proven ability to produce. Adjustment 
of draw, taxes, etc. may be made 
monthly, semi-annually or as dictated 
by exceptional conditions. 

Another addition to income from 
equipment sales is the payment of com- 
mission on oil consumed by each sales- 
man’s customers. This can vary from 
Ye to Y cent per gallon as delivery 
costs dictate. The accepted norm is 
cent. The salesman can now build a 
solid annuity. His future and loyalty 
are firmly secured with his company. 

But can the employer afford this 
bonus commission? What benefits will 
the company derive from this arrange- 
ment? The answer to the former is an 
emphatic, “Yes!” It is being success: 
fally done in many modern, efficient 
concerns right now. The old saw, “We 
can’t afford it,” is a flimsy rebuttal. 
The company for which this is a valid 
excuse should look to poor manage- 
ment, equipment, or dispatching for 
the answer. 

The answer to the second question 
is a bit more complicated, but none- 
theless important. There are at least 
five embarrassing situations with which 
the best ordered of companies face 
their customer at one timé or another. 
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These are, and not in order of impor- 
tance, the following: 
1. Tardy service. 
2. Too frequent or “Repeat” Serv- 
ice Calls. 
. Impatience or discourtesy on the 
part of employees. 


ta2 


4. Bookkeeping or clerical errors. 
5.Out Of Oil!! (Cardinal Crime 
No. 1 against the Industry.) 


We are always fighting to eliminate 
these unpleasantries; but closing our 
eyes to the evil does net erase it. When 
one, or more of these incidents occur, 
the unhappy user is ready to leave for 
the lush promises of competition. Into 
this breach of good will can step the 
salesman. His call can soothe ruffled 
feelings. Others will respond to good- 
natured ribbing, irrelevant personal 
inquiries, or sympathy. His personal 
contact gives the machinery of large 
organizations the warmth too often 
lacking. The customer feels—and acts 
—more like an individual and less like 
a ledger sheet. Who, in any concern, 
can re-cement relations, and hold the 
bolting oil customer better than a sales- 
man—after all, that’s his business, But 
his genuine concern and cooperation 
can only be secured by the payment of 
oil commission. 

Furthermore, as time passes, the 
salesman finds the “Oil Business” a 
lucrative field. And as he visits his old 
customers (with much less prodding 
than before) he not only seeks out new 
equipment leads, but is an the constant 
prowl for new oil users. Again, both 
he and his company are beneficiaries. 

Actual draw paid—in fact the en- 
tire Sales Plan—must be based on sev- 
eral prime factors. Among these are: 

1. A complete and factual study of 

YOUR market. 
. The percentage of this market 
you can sell or have sold in past 


tro 


years. 
3. The rigor of your planned sales 
campaign. 
4. The number of sales people in 
your organization. 
5. The individual’s experience and 
potential. 
6. Cost of living in your general 
area. 
For example, one happy salesman in 
the New York Area was hired and is 
now working on the following basis: 


FIRST YEAR 
Ss Been \iatere=. er gee: )%. 
Commission, Equipment ... $ 3.750 
Werkly TNR 66 os os $ 65 
Approx. No, of Sales .... 50 
Commission, Oil Sales .... ‘Ae 
Commission paid ......... $ 200 
Total gallofiage .......-.. 80,900 
TOU ECON 0 oc sess $ 3,950 
SECOND YEAR 
ee ae 10% 
Commission, Equipment ... $ 6,900 
Weekly Draw ........... $ 80 
Approx. No. of Sales ....... 75 
Commission, Sales ....... gt 
Commission paid ......... $ 500 
Fotal gallonage . «0.55... 200,000 
Total Income ............ $ 6,550 


Now in his third year, income from 
equipment and oil will exced his last 
year’s work by a healthy margin. But 
if his oil sales only remain constant 
at 120,000 annual increase, in ten years 
with the company, his income from oil 
alone will exceed $2,500.00. An attrac- 
tive future, indeed! And, of course, his 
employer's profit and percentage of 
profit increases as total gallonage 
climbs. 

With this plan, then, the salesman 
finds himself receiving maximum bene 
fit from sales performance. His wife 
can budget with security from his 
steady draw. And he is virtually in 
business for himself with an oil income. 
His company has achieved a hustling 
sales personality who becomes a perma’ 
nent fixture, and permanently inter’ 
ested in keeping old business, as well 
as searching for new. 


Honorable mention: H. Dayton 
Snyder of Philadelphia was a first prize 
winner last year and he’s in again this 
time with the second best paper, which 
follows: 


HE LIFEBLOOD OF ANY organiza 
tion that sells a commodity or a 
service—is the sales force. Therefore 
the salesman is an important and vital 
factor in the conducting of a successful 
heating business. 
Recognizing this fact, both parties, 
the employer and the salesman, must 
have a thorough mutual understa: ding 


of all the problems connected with 
(Please turn to page 164) 
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1) To operate without 
pulsation. 


} To be free of defective 
materials and work- 
manship. 


©. To be equal or better 
in efficiency than any 
other oil burner, re- 
gardless of price. 
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Here, at last, is your completely successful answer to the problem of 

“pulsation” now so commonly encountered in compact, modern furnaces. 
“Express Head” represents an engineering achievement, unique in the annals 
of burning oil for home heating, which makes it possible to wring every drop of 
heat out of every drop of oil. Not a single B.T.U. is wasted, with a fire that is 
brisk and lively, yet far quieter than ever before attained in limited size com- 
bustion chambers, 
Not to be confused with any of the ordinary burner heads of the jet variety, 
“Express Head” brings you and your customers an entirely new degree of 
economy, efficiency, and quiet, trouble-free operation. Added PLUS values are 
MINIMUM SERVICE, with the exclusive “TIME-SAVER TOP,” TIME-TESTED and 
PROVED SILENT GLOW basic design and quality in every detail, and the 
unique TRIPLE GUARANTEE clearly stated herewith. Waste no time. Write NOW 
for full details. Know and sell this great new burner. 


To: THE SILENT GLOW OIL BURNER CORP. 


850 Windsor Street, Hartford 5, Connecticut 
1500 So. Western Ave., Chicago 8, Illinois 


cluding prices and your money-back guarantee. 


Al 
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Send us the complete facts about Silent Glow Oil Burners in- 





Company: 








* Street & No.: 
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Using the User pays off 


3 aan MASTER OIL and Burner Com- 
pany of 901 North Franklin 
Street, Philadelphia, is;a newcomer— 
a postwar baby in the automatic heat- 
ing field. In 1945 William Goldberg 
founded the company and began to do 
a nice job almost from the start in the 
highly competitive Philadelphia mar- 
ket, despite the fact that he had little 
or no previous experience in the auto- 
matic heating field. 

Handling only brand name equip- 
ment, Bill Goldberg found himself out- 
priced by the unusually active cut-price 
operators who always seem to be pres- 
ent in our big city markets, He felt 
from the first that he could compete 
with these boys only by aggressive, 
promotional-minded operations in the 
selling field. The proof of his success 
in this field lies in the fact that in seven 
years he has built an organization of 
some thirteen men, a fueloil gallonage 
of slightly less than 3,000,000 and a 
reputation as a hard-hitting sales or- 
ganization. 


“T was jut too green to know that 
there was a heating season,” says Bill 
Goldberg, “‘and I am afraid I taught 
my very first salesman the same way. 
As a result we didn’t know that you 
couldn't sell oil heat in the winter time 
or in the June and July vacation pe- 
riod, and our sales have always been 
reasonably steady month after month. 
Now that I have been in the business 
for a numbers of years, I find no rea- 
son to change my mind. I am presently 
of the opinion that hard-hitting sales 
efforts pay off regardless of the season 
and I hope to be able to continue doing 
business on that basis.” 

“Here is one little instance of how 
we have made it pay off in the sum- 
mer of 1952—a period when all Phila- 
delphia is generally considered to be 
on vacation.” 

“One of our men sold a conversion 
burner to Mrs. John P. Dutton, who 
lives in the 1800 block on Catherine 
Street in Philadelphia. It is a short 
block and there are only nine houses 


Pe 


Showroom and office of Maste; Oj] 
and Burner Co., Philadelphia, u ‘ose 
effective application of the “Usc the 
User” principle is described in the «rti- 
cle. Below is the 1800 block on (uth 
erine St., Philadelphia, where the om 
pany has made nine additional :.\les, 
following a canvass of the block « ter 
the first installation there. 


on each side of the street. This installa- 
tion was completed late in June. I had 
read somewhere that it was a good idea 
to canvass around an installation, so 
we went to work in the seventeen 
houses remaining in the block. In the 
less then ninety day period since that 
installation was made, we have com- 
pleted six additional sales and have 
good prospects for four more—and we 
are not going to be satisfied until we 
have eighteen burners in those eighteen 
houses.” 

“T know there is nothing new in this 
and that aggressive dealers are doing 
it everywhere, but it does seem to me 
that when one sale can be converted 
into ten more within the same block, 
we have something to crow about.” 


“Just incidentally, Mrs. Dutton ( 
customer referred to above) has 
far given us fifteen good pros 
throughout the city, which cert: 
represents some kind of a new h 


“using the user’: effectively.” 


William Goldberg, left, discus 
heating installation with his 
friend and good customer, | 
Freedman, a real estate dealer. F 
man already has purchased three 
plete heating plants from the A 
Oil and Burner Co. 
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', Mueller Climatrol 


Here it is — an oil-fired boiler with the same superb quality, easy installa- 
tion features, and money-saving efficiency as the Mueller Climatrol gas- 
fired boilers. 

It’s the new Type 35 for steam or hot water; heavy cast iron, sectional, 
wet nipple boiler — available with tankless heater or can be used for 
direct hot water supply. 


Costing for intermediate boiles 
section. Staggered turbulator fins 
in vertical flue 'woys swirl rising 
flue gases for faster, more 
efficient heat transfer. 










s i P | The Type 35 is in a special size range for those larger residential jobs, 

4 with Outsta nd ing De sign Fea tures © = apartments, small factories, stores — in fact any installation requiring from 
~. 240,000 to 560,000 Btu input. 

@ Wide size range for steam, hot water, and hot water supply Because the Type 35 is easily converted to gas, it is a perfect answer 


- inputs of 240,000 Btu to 560,000 Btu. Staggered fins in 


flue ways turbulate rising goses for greater heat transfer. for areas where people want gas but gas is not now available. Because it 


is shipped “knocked down”, it is easy to get in any basement. Because it 
has been assembled and “triple tested”, you are sure of a low cost installa- 
tion and long life satisfaction. 

Get complete details on the new Mueller oil boiler now. Use the Type 
35 on your next job — convince yourself that the Type 35 is a better boiler. 


@ Frecision-machined nipple ports and gas-tight vertical flue 
passages. 


Aodern, attractive styling. Easily cleaned from the top with- 
ut removing casing. Enclosed controls. Casing can be as 
cembled to boiler after boiler is installed and piped. 













‘iple tested. Assembled at factory for hydrostatic 
‘sting at high pressure and for correct fit. Knocked 


2wn for shipment. Conforms to A.S.M.E. code. 
RS SSS SSS TSS STB SSS SS ee eee SSeS 


quipped with Mueller’s efficient oil burner which 
ovides efficient combustion, trouble-free opera- 


n. A sturdy burner — quiet, vibrationless. L. J. Mueller Furnace Company 


2050-P W. Oklahoma Avenue, Milwaukee 15, Wisconsin 


nd me facts and figures — including complete specifications — 
on your new Type 35 oil-fired boiler. 





NAME 
COMPANY 
ADDRESS 


Mueller Climatrol: ~ ae 
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Distribution Division aids 
in planned oilheating Publicity 


PLANNED PUBLICITY CAMPAIGN 
launched by the Distribution Di- 
vision of OHI has succeeded in getting 
a number of newspapers throughout 
the country interested in putting out 
supplements devoted to automatic oil- 
heating. Several papers have already 
successfully issued such supplements 
or special sections, notably The Sydney 
Daily News of Shelby Ohio and the 
Lancaster, Pa. New Era. 


Newspapers planning to issue such 
supplements in addition to the ones 
shown in the accompanying illustra- 
tion are the Indianapolis Times, The 
Kokomo Tribune, the Herald States- 
man of Yonkers, New York, and the 
Herald Publishing Co., Mt. Vernon, 
Washington. 

The purpose of the Distribution Di- 
vision’s program according to Fred 
Burroughs, National Secretary, “‘is to 
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provide publicity on a national s-; 
to tell the story of automatic oilheau- 
ing through local newspapers.” In or. 
der to do this the Oil Heat Instit.: 
the Oil Industry Information Cm. 
mittee, and the Plumbing and Hea: ng 
Industries Bureau have teamed u; 
furnish free advertising mats, n ws 
mats, news stories, background in: or- 
mation arid other material. 

By soliciting the aid of the Bur. 
of Advertising of the American News. 
paper Publishers’ Assn., a list of 3 
member and non-member newspap< 
was obtained. This list was screened 
by the Distribution Division of OHI 
to determine wa&ich papers were good 
oilheating market area newspapers. 
Letters explaining the project along 
with a copy of the Sydney Daily News’ 
12-page oilheating supplement with 
over 8500 lines of advertising were 
sent to 1500 newspaper advertising 
managers. In addition over 300 adver- 
tising agencies representing the local 
newspapers received special letters and 
literature outlining the campaign. 


These mailings were made during 
the early part of October, To date six- 
teen newspaper publishers have replied 
with definite plans or requests for fur- 
ther information. Copies of the mail: 
ing literature and a report of progress 
to date have been sent to all chapter 
members of the Distribution Division. 


The material furnished to all pub- 
lications stresses the growth of the oil- 
heating industry with over six million 
oilburners in use. Telling the public 
about the advantages of automatic oil 
heat, it gives a great deal of practical 
information in the form of hints to 
homeowners on how to obtain efficient 
and economical operation of oilfired 
heating systems, It also tells the bene: 
fits to be obtained, both in comfort and 
economy, from newer and better de- 
signed, modern oilfired heating equip: 
ment. It further covers the advantages 
of automatic fueloil delivery. 

Further information can be obtained 
on this planned publicity campaign 
by contacting the Distribution Divi 
sion of OHI at 6 East 39th St., NYC, 
the Oil Industry Information (om 
mittee, 50 West 50th St., NYC, or 
the Plumbing and Heating Indu:‘ries 
Bureau, 35 East Wacker Drive, Chi 
cago, Ill. 
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Warm Air Group to Meet 


December 


HE 39TH ANNUAL CONVENTION 
‘> the National Warm Air Heat- 
ing and Air Conditioning Association, 
Cleveland 14, Ohio, is to be held De- 
cember 3 and 4 at the Sheraton-Gib- 
son Hotel, Cincinnati. The two-day 
meeting features luncheons on both 
days, morning and afternoon sessions, 
committee meetings, elections of ofh- 
cers and members of the board of 
trustees. 

The opening session, December 3, 
with W. D. Redrup, The Majestic Co. 
and president of the Association pre- 
siding, will commence with a welcome 
by W. L. McGrath, president of The 
Williamson Heater Co., Cincinnati, 
followed by President Redrup’s ad- 
dress and three papers. These will in- 
clude a discussion of dealer sales pro- 
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3 at Cincinnati 


motion methods by Jack Stowell, 
Aurora, Ill. and a presentation of 
“Mutual Problems of Manufacturers, 
Wholesalers and Dealers” by Fred R. 
Green, Des Moines Furnace & Stove 
Repair Co, and president of the Na- 
tional Heating Wholesalers’ Associa. 
tion. Floyd M. Feder, Reliance Insur- 
ance Co., Cleveland, will conclude 
with a paper on salesmanship. 

Frank H. Adams, president, Sur- 
face Combustion Co., Toledo, is guest 
speaker at the December 3 luncheon, 
to be followed by a session over which 
C. B. Phillips, Surface Combustion 
Corp. and Ist vice-president of the 
Association, will preside. After elec- 
tion of officers, Fred Smith, Powell 
Valve Co., Cincinnati, will talk on 
“Sales Personality,” Arthur Goldman, 






Magazine. of Building, will discuss 
“Open end Mortgages and year-round 
Airconditioning,” and D. Paul Bailey, 
Iron Fireman Mfg. Co. and chairman 
of the warm air group’s Market Re- 
search Committee, will report on the 
“Results of small pipe system Survey.” 
“Warm air Publicity,” presented by a 
committee of six members, will con- 
clude the session. 

The morning session on December 
4 will be occupied with reports from 
13 chairman of committees telling of 
Association Activities. G. W. Denges, 
The Williamson Heater Co. and 2nd 
vice-president of the Association, will 
preside. 

Alan E. Brockbank, National Asso- 
ciation of Home Builders, is to be guest 

(Please turn to page 166) 


Speakers at the 39th Annual Conven- 
tion of the National Warm Air Heat- 
ing and Air Conditioning Association, 
identified by number: 1. G. W. 
Denges, Vice President and Sales 
Manager, Williamson Heater Co., 
Cincinnati, Ohio; 2. N. T. Hess, Vice 
President in Charge of Sales, Vorys 
Bros., Columbus, Ohio; 3. F. L. Meyer, 
President, Meyer Furnace Company, 
Peoria, Illinois; 4. W. D. Redrup, 
President, Majestic Company, Hunt- 
ington, Indiana; 5. R. W. Roose, Re- 
search Assistant Professor of Mechani- 
cal Engineering, University of Illinois, 
Urbana, Illinois; 6. A. E, Brockbank, 
President, National Association of 
Home Builders, Washington, D. C.; 
7. W. F. Brundage, Treas. and Gen- 
eral Manager, Brundage Company, 
Kalamazoo, Michigan; 8. F. Smith, 
Vice President, Powell Valve Com- 
pany, Cincinnati, Ohio; 9.C, W. Nes- 
sell, Account Executive, Minneapolis- 
Honeywell Regulator Company, Chi- 
cago, Illinois; 10. G. A. Voorhees, 
Technical Secretary, National Warm 
Air Heating and Air Conditioning 
Association; 11. Fred Green, President, 
Des Moines Furnace & Stove Repair 
Company, Des Moines, Iowa; 12. M. 
I. Levy, President, Viking Air Condi 
tioning Corp., Cleveland, Ohio; 13. 
B. F. McLouth, The Sales Engineers, 
Minneapolis, Minnesota; 14. C. L. 
Grandstaff, Application Engineer, C. 
A. Olsen Mfg. Company, Elyria, Ohio; 
15, D. Paul Bailey, Director-Market 
Research, Iron Fireman Corp., Cleve- 
land, Ohio; 16. C, L. Sapp, President, 
Farquhar Furnace Company, Wil- 
mington, Ohio; 17. W.C. DeRoo, Ap- 
plication Engineer, Hart & Cooley 
Mfg. Company, Holland, Michigan, 
and 18, Dean L. G. Miller, Michigan 
State College, East Lansing, Michigan: 
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McIntosh analyzes Report 
on secondary Inventories 


J. MCINTOSH, head economist of 

e Socony-Vacuum Oil Co., Inc., 
has prepared a searching analysis of 
the recently issued Bureau of Census 
report of secondary inventories—total 
supplies of petroleum jobbers and sec- 
ondary supplies of petroleum refiners. 
Excerpts from the report are repro- 
duced herewith, 

“There has just been published the 
first industry report of the secondary 
inventories for the four major products 
in each of the five PAD districts of 
the U. S. as of July 31, 1952. We be- 
lieve these data are reasonably cor- 
rect, although they may be subject to 
some slight revisions as is true with 
any new report. 

“Table I shows the relationship of 
these newly reported secondary inven- 
tories to the previously available data 
on inventories in refineries, terminals, 
in pipeline fill and in transit to termi- 
nals from domestic sources, This table 
shows that in back of the stocks here- 


tofore used by the industry, there is 
in secondary locations from 12% to 
26% additional oil. The lowest over-all 
addition is for residual fuels and the 
highest is for kerosene. For gasoline 
and kerosene the greatest additional 
inventories held in secondary locations 
are in the Middle West or District 
#2 where 22% additional showed up 
for gasoline and 39% additional 
showed up for kerosene. District #1 
(East Coast) had by far the largest 
relative secondary inventories for dis- 
tillate fueloils and residuals. These 
amounted to 30% in each case. As 
was to be expected, secondary inven- 
tories in District #3 (the Gulf Coast 
states) were relatively small. 

“The product that has been under 
most discussion is distillate fueloil and 
it is most interesting to see that for the 
entire U, S. there were only 17 million 
barrels of distillates held in secondary 
locations, of which over half was on 
the East Coast. Even at that, these 


TABLE I 


secondary locations held only 0% 
additional oil in that area, whic: we 
would say was somewhat less ‘han 
was often guessed. 


“In Table II we show a compa ‘ison 
of the capacity of the secondary + inks 
with the stock on hand at the er of 
July, and show the degree of fulln: ss at 
that date. These data were not a. ail- 
able for District #5 (the Pacific «rea 
states). For the four districts east of 
California the percentage full at the 
end of July ranged from 54% to 67%, 
The latter was residual fueloil wiich 
was generally recognized to be in Jong 
supply as a result of the strikes in the 
petroleum and steel industries which 
apparently backed up an unusually 
large quantity of residuals in second. 
ary locations at that time. 


“In the past we have felt that sec- 
ondary inventory operators, because of 
their size and the nature of their opera- 
tion, would have some 60% of their 
tankage full at any particular time, and 
that they would not vary greatly from 
this percentage full from season to sea’ 
son. Looking over these percentages in 
Table II, it is interesting to note that 
for the East Coast the percentage full 


Comparison of Refinery, Terminal, Pipeline and In Transit © 
Stocks with Newly Published Secondary Stocks 


July 31, 1952 
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at the end of July ranged from 61% 
to 67%, and that for the U. S. gen- 
erally this 60% figure was not too far 
different from what shows up at this 
time. If this general thesis is correct, 
it would seem that the secondary loca- 
tions on the East Coast probably have 
little, if any, room to store additional 
goods, As later reports become avail- 
able, we can see if these locations, on 
an average, move up to higher per- 
centages of capacity being utilized. 
“We have attempted to study the 
previous report put out by the Census 


Bureau which covered the tankage ca- 


pacity of all terminals and bulk plants 
at the end of 1948 and compare these 
data with the present tankage capacity 
for distillate fueloil, in which we are 
primarily interested. Unfortunately, 
the 1948 data included the terminals 
operated by the refining companies, 
which are not now included in the 
present survey as they are regularly 
reported to the Bureau of Mines and 
included in the stocks the industry has 
always used. Our problem was to try 
to estimate how much tankage capac- 








The Thrifti-Fier is found 
only on a HERCO. 


ONLY THE BEST 


When you sell a Herco Oil Burner, you are 
selling fine Merchandise, worth every penny of 
its cost. You're selling years of trouble-free heat- 


ing convenience. You're selling precision man- 
ufactured beauty constructed of the finest quality 


materials available. 


Every Herco sale will boost your reputation as a 
reliable dealer, and also your profits. 


There's a Herco Burner for every type of instal- 
lation. Write today for free literature describing 


the line. 


HERCO OIL BURNER CORP. 
LANCASTER, PA. 
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ity of these terminals was included in 
the old report, and to make two other 
adjustments. One was to add on some- 
thing for diesel fuel, which wa: in- 
cluded under another column with 
other products in the 1948 Census and 
also to try to guess how much the t:nk- 
age capacity was for bulk plants, which 
are now Classified as terminals. The 
results of these computations follow: 
1948 Census Districts | to 4 

Million 
Barrels 

Capacity of distillate fueloil tank- 

age — All terminals and bulk 


SR 3s cote cmcunaeudeenet 41.4 
Add estimate of diesel light fuels 4.6 


Total distillate and diesel fueloils 46.0 
Deduct capacity of terminals and 
adjust for new basis of definition 26.3 


Net bulk plants, including terminals 
of non-refining companies .... 19.7 
Present tankage capacity ....... 28.8 


Increase during 3 yrs. and 7 mos. “OL 

“If these figures are near correct, 
and we admit they are somewhat 
sketchy, it would indicate that the 
tankage capacity of secondary plants 
has been increasing at the rate of 11% 
a year. We had occasion to make a 
study about a year ago and we used 
10% as the guess then, which we felt 
was probably on the high side. The 
above figure of 11%, although the 
best we can arrive at, may also be on 
the high side. It surely would put a 
top limit, in our opinion, on the num- 
bers of barrels of tankage which have 
been built during the last 3/2 years, 
i.e., 9 million barrels. 

“The next report from the Census 
will give the figures of inventories on 
hand at the end of August, as well as 
the comparable date for 1951, so that 
we can get some idea of the change 
in inventories during the last year. 
Tankage capacity will be approximate- 
ly the same, and, therefore, can be 
used to calculate the percentage full. 

“We have felt for sometime that 
the quantity of inventories that could 
be stored in secondary locations to take 
care of seasonal demands was very 
much limited, and that the major stock 
building for the winter had to take 
place in refiheries or terminals op 
erated by refiner-marketer companies. 
These data throw a considerable light 
on that idea and future reports should 
add to our knowledge as to what can 
be accomplished through seasona’ fluc’ 
tuations in secondary stocks.” 
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..-plus the speed, economy and safety of 
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IF THROUGHPUT 
IS NOT ACCURATELY 
METER RECORDED? 


The actual cost of gasoline and fuel oil today is about 
the same or less than for the 1920-30 period. The higher 
prices result from the taxes that you as a wholesaler must 
collect and pay under Federal, State or Municipal laws. 
Chances are that, without meter control, you are paying a 
premium in taxes on the fuel you handle due to evapora- 
tion, leaks, inaccurately calibrated tanks and other losses. 
When you measure it in and measure it out of your plant 
with Rockwell Rotocycle meters you will have verified 
records to justify your tax payments. 


one man control over every loading! 


When you install a Rockwell Remote Registration System you immediately gain 
many money saving advantages. You centralize control over all truck loading in 
one office and in the hands of one man—the dispatcher. No product can be 
drawn from any outlet until he inserts a ticket in the proper printer and activates 
the proper electric circuit. This unalterable printed ticket shows the exact gal- 
lonage dispensed. 

In addition to providing proof of actual deliveries for tax purposes, multiple 
carbons of these tickets can be used for delivery slips, for inventory control and 
for invoicing—in fact to establish a better, more efficient accounting procedure. 

With the Rockwell system—which bears the Underwriters’ Laboratory seal of 
approval, you will reduce human errors to a minimum. You will stop many 
losses that add to your tax burden. And you will speed operations—put out more 
product with the same or fewer men. Write for bulletin OG-324. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. ATLANTA BOSTON CHICAGO HOUSTON KANSAS CITY 
LOS ANGELES NEW YORK PITTSBURGH SAN FRANCISCO «SEATTLE _—=TULSA 


REGISTRATION UNITS 
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Pew of Sun Oil 
sees slow gas Progress 


PEAKING BEFORE the Pennsylvania 
Petroleum Assn. at Pocono Manor 
on October 28, John G. Pew stated 
that in the battle for the energy mar- 
kets, gas lost ground by 414% in the 
1945-51 period while fueloil improved 
its relative competitive position by 
8%. Pew is vice-president in charge 
of production, Sun Oil Philadelphia. 
He explained that an increasing 
share of natural gas produced is used 
near the wells for industrial purposes. 
For example, 55% of the gas produced 
in Texas is sold there. “Natural gas 
has a long way to go,” believes Pew, 
“before it can match the strides being 
made by fueloil.” 

The convention was the largest yet 
held by the Pennsylvania group, with 
registrations in excess of 300 at the 
Pocono Mountain resort. Dave DeTar 
who heads Aero Oil Co., New Ox- 


ford, is the group’s president, and Jim 





Stevens is executive secretary. 

At the opening session DeTar intro- 
duced Roland Priesman from the Oil 
Div. of OPS, Washington. He spoke 
briefly, principally to express the Gov- 
ernment’s disappointment at the lack 
of response from fueloil marketers on 
the OPS form that was distributed for 
margin relief applications. Thus far 
only one group has filed and qualified 
for relief, the Olympia, Washington, 
oil men, who got a .4¢ increase. 

The next speaker was Robert Gray, 
of FugELoi & Ci. HEAT, New York, 
who reviewed the recent oilheating 
progress in the state. 

In the past three years the number 
of fueloil customers in the country has 
gone up 46% while the Pennsylvania 
rise has been 56%. Any of the mar- 
keters who had shown a lesser growth 
were lagging behind in the competitive 
race, he pointed out. 


Gray added that since the war 
fueloil industry has exactly split 
market with gas so far as new inst.! 
tions are concerned, but he 
showed how most gas jobs had 
into new homes with low annual - 
requirements. Oilheating, on the o) 
hand, has had only 37% of its sale 
these small new homes, so most of . 
new oil customers have been living i 
the older larger homes, a substantia 
better type of customer. 

Looking ahead, Gray forecast a <ig- 
nificant change in the nature of +1 
market as progressively fewer coal 
heated homes remain to be converted 
to oil and the industry must look to 
new homes for more of its oil growth. 

In advocating that fueloil marketers 
individually plan five year expansion 
programs, he emphasized the point that 
fueloil customers once on the books 
and given the best of service are al- 
most permanent, that they almost 
never change from a good supplier un- 
less they move or have bad credit. 

John White, vice-president of Hew- 
itt Oil Co., Charleston, So, Car., 


and vice-chairman of the National Oil 
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WEATHERTHERM DIRECT-FIRED OIL HEATERS 


SUSPENDED UNIT 


Domestic Units 80,000 To 450,000 B.T.U.—Industrial 400,000 To 2,000,000 B.T.U. 


Each Domestic unit will be shipped assembled, the oil burner being shipped separately. Model AL Flanged Burner—Supplied on all Domestic anits. 


Domestic and Industrial Conversion Oil Burners | to 35 G.P.H. 
Steel Boiler-Burner Units—3 Pass Horizontal or Single Pass Vertical 
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White-Rodgers Oil-Burner Controls 
PROVIDE ASSURED SCAVENGER PERIOD 





A scavenger period of approximately one minute is 
assured each time the burner stops, protecting the instal- 
lation in event of power interruption, flame failure and 
excessive voltage drops, as combustion chamber has time 
to purge and ignition cannot be re-established until com- 
pletion of scavenger period. 


Timing of period is pre-determined and not dependent 
on stack temperature—does not have to be re-adjusted 
to suit each particular installation. 


Available in intermittent and constant ignition types. 


Write today for literature 


WHITE-RODGERS 
(ontwla a coat AD 














Jobbers Council, emphasized that job- 
ber problems will never be solved by 
ignoring them, that issues must be 
squarely faced and decided. 

He discounted the “arm chair 
ethics” of several of the supplying: 
companies, believing that you must 
fill the jobbers’ stomachs first, then you 
can work on their spirits. 

Showing how the profits of 30 large 
oil companies have risen 120% in the 
period 1946-1950 he stated that jobber 
profits had been improved only 17% 
in the same time. 


Proposing that large supplying com- 
panies badly need special departments 
to explore and understand jobber 
troubles, White went on to say, “Ma- 
jor company men of good will must 
actively promote harmony with job- 
bers. Where such men exist, let them 
stand up and be counted.” 

John Harper, chairman of the Na- 
tional Oil Jobbers Council, though not 
a scheduled speaker, was introduced 
and briefly commented on the serious 
need for bridging the gap between the 
presidents and directors of major oil 
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Monarch © Costs less 
Nozzles "Head." 
Best-By Fire Test 


Having Nozzle trou-” 
ble? Fires crooked? 
Lopsided? Streaky? 
Smoky? Take a tip from 
Monarch ("R" Series 
solid or "NS" Hollow 
Sprays) and see the differ- 
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Balanced, clean and efficient 
fires from .60 to 2.00 gph. 


@ As easy to install as an ordi- 
nary Air Cone and Stabilizer. 


@ No “adjustments” to tinker 
with or get out of order. 


@ Rugged, all metal construction. 
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New 


"48" Nozzle 
Box 

Don't jumble your 
nozzles loosely in your 
tool box like "nuts and 
bolts" if you expect 
them to be usable. Carry 
as many as 48 nozzles 
securely in this sturdy, com- 
pact steel box. 
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MONARCH MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PENNA. 
European Distributor: A. Coutau, Rue de la Scie No. 16, Geneva, Switzerland 








companies and their men in the ‘eld, 

He finds the top brackets in «hese 
companies much more friendly and 
understanding to the marketers : ter 
ests than are the division and di«'rict 
men that the jobber must work « ‘ith, 

A highspot of program interest was 
a forecast on general business c: xdi- 
tions by Shaler Stidham, vice-p esi. 
dent, Philadelphia National Ban! 

He agrees that “we never had :t so 
good,” but foresees important chaiiges 
occurring within a year, or at latest by 
1954, Defense production will pass its 
peak around the middle of 1953 and 
after that point the general leve! of 
business activity will decline moder: 
ly. Not a depression like the °30s in his 
opinion but a “period of adjustment 
is almost certain, and it will make lit- 
tle difference who is elected. | 

After describing the bank’s outlook 
for most basic groups of industries, the 
over all effect will probably be meas- 
ured by a decline in disposable income 
from the present annual rate of 235 
billion dollars to around 200 billion in 
1955. Severe competition ahead in 
most lines point to lower prices, fol- 
lowing an expansion era where we 
have overbuilt. 
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A keynote speaker was Otis Ellis, 
Washington Counsel for the N.O. 
J.C. In an hour’s luncheon talk he 
touched on many points of immediate 
interest. A few spots are to be devel 
oped further for his talk at the Chicago 
A.P.I. meeting in November. 

Typical items covered were: 

After our big battle to help get mar- 
gin increases, a lot of the boys are giv- 
ing it away. 

With John Harper, Ellis has called 
on either the presidents or sales vice’ 
presidents of 30 largest companies, not 
to talk prices but problems. 

The days of sloppy marketing are 
over, in his opinion, “with no room 
for the boys who loaf on the dregs of 
this industry.” 

Divorcement won’t work, t)inks 
Ellis, because our Constitution doesn't 
have two sets of rules, If they rey ulate 
the big, they'll never stop there. 

More stable markets for the sup’ 
pliers can only come through more 
stable sales outlets. If the majo: will 
exercise two ounces of “moxie” » xey'll 
clean this whole thing up. 
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during Oil 
eee previous observances in 

its extent and the number of oil 
industry people who participated was 
this year’s Oil Progress Week, Octo- 
ber 13 to 18. The event, sponsored by 
the Oil Industry Information Com- 
mittee, was marked by numerous 
luncheons, dinners, meetings and dem- 





Story of Industry told 


Progress Week 


onstrations that effectively told the 
American public the story of the oil 
industry, its operations and contribu- 
tions to our way of life. A greater 
number of community activities high- 
lighted the week-long celebration, ac- 
companied by local oil dealers sponsor- 
ing independent events. 
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COASTAL OIL COMPANY 


EXECUTIVE OFFICES: 
744 Broad Street, Newark 2, New Jersey 
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As in previous years, the annu:! Oil 
Progress Week Luncheon at the 
Waldorf-Astoria Hotel, New “ork, 
was the biggest affair, featurine the 
theme “Careers in Petroleum.” fore 
than 1400 guests heard P. C. Spe icer, 
president, Sinclair Oil Corp., d+ liver 
the principal address, He pointe: out 
that the persistent trend toward more 
and more government regulation and 
control limits career opportunitivs in 
the oil industry at present and clouds 
the outlook for the future. 


He explained that increasing gov. 
ernment control of the oil industry 
may make more career opportunities 
for politicians and bureaucrats, but 
will not to those available in oil. “If 
we are interested in oil,” Spencer said, 
“then we must pay more attention to 
those who are interested in careers in 
government.” 

The Sinclair Corporation president 
pointed out that the Russians will have 
won a tremendous victory through 
keeping industry indefinitely ham- 
pered by our present system of con- 
trols, “They will have saddled upon us 
a system of collectivism and ideology 
akin to their own, and, therefore, no 
great threat to it,” he said. 

Mr. Spencer used the investigation 
of oil companies on the charge of be- 
ing involved in “some kind of giant 
cartel” as an example of the treatment 
the oil,industry receives from govern: 
ment. “The risks of developing oil 
properties and doing business in for’ 
eign lands are already tremendous 
without having agencies of our own 
government apply the bellows to the 
flames,” said Spencer. He emphasized 
that this kind of action is a heavy blow 
to all companies, large or small, as well 
as the American companies involved. 

Mr. Spencer climaxed his address 
with a plea that all, not only use their 
right to vote in the coming elections, 
but that they use this right to make 
and considered decisions. He 
urged that votes only be given candi’ 
dates of whatever party who were best 
equipped to’serve our nation in the 
following ways: first, to restore the 
concept of public office as a »ublic 
trust; second, to keep governme::t out 
of business so far as possible in keep: 
ing with national welfare; and, * nally, 
to resist attempts to graft alien ideol’ 
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Tue unique air flow of the 
Kaustine Heat Exchanger System 
shown in the phantom illustration 
is the reason for the “Jersey 75’s” 
ability to produce maximum heat 
at lowest cost 

The controlled course of the air 
around the all steel welded tear 
drop Heat Exchanger and Econo- 
mizer Unit, which utilizes the heat 
from stack gasses, enables the 
‘Jersey 75’ to develop a maximum 
of quick, even heat. 

This is not the only feature that 
makes this Oil Fired Automatic 
Forced Warm Air Furnace such an 
ideal unit for small homes. It re- 
quires a minimum of installation 
time and takes only 3% square 
feet of space. It is shipped from 
the factory completely assembléd 
and ready for installation. A sep- 
arate compartment is available to 
encase the burner. 

The ‘‘Jersey 75” is also available 
as a‘“‘Counter-Flow” model for 
installation in slab or crawl space 


type homes. Weight 324 Ibs. 








Write for full information to Dept. F-11 
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Modulated Warm Air Furnaces from 65,000 to 270,000 B. T. U. 
Septic Tanks ... Pressure Vessels ... Oil and Gasoline Storage 
Tanks ... Truck Tanks .. . Custom Built Fabricated Equipment 
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Spill Fires Central Foam-making System 


Complete Plant Fire Protection 
From One Central System 


A Pyrene* installation enables you to instantly feed large 
quantities of air foam to any predetermined point. Pipelines run 
from centrally located proportioning tanks to all your fixed 
fire hazards, such as storage tanks, as well as to hose stations. 
Simply by turning the proper valve, one man can quickly start 
producing the air foam either at stationary foam makers or 
portable foam nozzles. Puts large fires out fast; guards against 
reflash. Inexpensive, too. Protect your investment this easy way. 
Write for name of nearest Pyrene jobber today. 

*T.M. Reg. U.S. Pat. Off. 











ogy upon our American free -nter. 
prise system, 

Sharing the speaker's rostrun with 
Mr. Spencer were Miss Carol ‘ber. 
hart, Texas Co., president of the Desk 
and Derrick Club of New York ‘ity, 
an organization of women em; oyed 
in the petroleum industry; Arth ir C. 
Hankinson, service station op: -ator 
and civic leader from Poughke psie, 
N. Y. The meeting was presided over 
by W. Chalmers Burns, presi ‘ent, 
Hartol Petroleum Corp. 


In a speech prepared for ar Oil 
Progress Week dinner in Washinton, 
Frank M. Porter, president o! the 
American Petroleum Institute, viewed 
the government’s oil cartel case as 
hurting the country’s prestige abroad 
by aiding nationalist elements which 
are clamoring for expropriation, such 
as occurred in Iran. Porter contended 
that American firms were encouraged 
by the government to develop oil re- 
sources in the Middle East and “Then, 
just as they are beginning to make 
progress in convincing the people of 
these countries of their good faith, the 
Justice Department accuses them of 
being criminals, basing their charges 
on an ill-conceived report of the Fed: 
eral Trade Commission.” 


L. T.. White, manager of business 
research and education for Cities Serv 
ice Oil Companies, on October 16 at 
an OPW luncheon in Newark, N. J., 
declared that coming generations 
should support. small businesses and 
industry. “If you like this abundant 
life,” he said, “the best thing we can 
do is to encourage merchants who 
serve us. Let’s make these independent 
enterprises, who use their own private 
capital, know that we appreciate their 
American spirit.” By so doing, he con 
cluded, Americans can help to insure 
the creation and distribution of sore 
goods for more people in the future. 

Progress in oil transportation, de- 
clared Eugene Holman, presi ‘ent, 
Standard Oil Co, (N. J.) ina ta!!: be’ 
fore The Executive’s Club in Cl cago 
on October 17; has contributed ‘ the 
development of inland areas i: the 
United States and made more an. bet 
ter oil products available at wef 
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PYRENE MANUFACTURING COMPANY 


695 Belmont Ave. Newark 8, New Jersey 
“Affiliated with C-O-Two Fire Equipment Co. 


costs, He referred to the growth : oil 
pipelines as placing local produc *s in 
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a position to compete with proc cers 
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DEALER BULK PLANTS GET... 


SAME GPM 





WITH SMALLER PUMPS! 








Ing 


Size for size, you can do a better pumping 
job with an Ingersoll-Rand Motorpump 
than with most any other pump made! © 
Exhaustive tests prove you get the same 
results with an Ingersoll-Rand pump 
that will be lower in hp than most com- 
petitive units. 


Yes, you pay less and get more! You not 
only save on initial cost, you continue 
saving with lower power consumption. 
And consider this: if you use an I-R 
Motorpump of the same size you’re now 
using, you get a valuable bonus in Jess 
waiting time, less handling time and 
more tank loads per day. 


Best of all, Ingersoll-Rand Motorpumps 
are AVAILABLE FOR IMMEDIATE 
DELIVERY in sizes ranging from %4 to 
50 hp, handling up to 1800 gpm. For 
more information, write today for com- 
plete details. 


MOTOR PUMP 


oaas designed for 
PETROLEUM SERVICE 


ersoll -Rand 


11 BROADWAY, NEW YORK 4, N. Y. 820-9 


93 








nearer the large markets. For example, 
sparsely-settled parts of West Texas 
consume very little oil but produce 
tremendous amounts of it, made feasi- 
ble by pipelines that economically 
transport the oil to the Gulf Coast. 
“Looking to the future,” he con- 
tinued, “it seems to me that the oil in- 
dustry will continue to use the truths 
it has discovered to improve its meth- 
ods of transporting crude and prod- 
ucts. There is no reason, for example, 
why we should not be able to lay larger 





pipelines, providing the volume exists 
to utilize them, Every day tankers are 
being made larger, faster and more 
efficient. Barges, tank cars and tank 
trucks are being improved and better 
methods are found to utilize them.” 

Holman suggested that a slogan, 
such as “Move it in bulk,” might char- 
acterize the success of the oil industry 
and added that oil products as well as 
crude oil benefit from the advantages 
of high volume flow. 

A group of pioneer oil men, some 





7illo fille Ay 
Checks! 


Fulflo Filters return sales dividends to dealers — 
service dividends to customers. 


/ CHECK 


. . . your customers’ needs now! First, make sure a 
Fulflo Filter is installed. Then, see that a fresh, clean 
Honeycomb Filter Tube is on the job removing nozzle- 
clogging impurities. 





/ / DOUBLE-CHECK 


... your stock of Fulflo Filters and Honeycomb Filter 
Tubes. Have a full supply on hand to meet customer 
demand for new units and replacement of choked-up 
filter tubes. Restock now for Winter replacement sales. 


/// SEND A CHECK LIST 


.. of your Fulflo Filter and Honeycomb Filter Tube 
requirements to your nearest jobber TODAY! 


Fulflo Filters on your shelf 
Bring more profits to yourself! 


Honeycomb Filter Tubes give true 
depth filtration of precision-con- 
trolled density. Only microscopi- 
cally clean oil reaches the nozzle. 


cs eo, ? ~ IF YOUR JOBBER 
CAN'T SUPPLY YO 
COMMERCIAL FILTERS CORPORATION = wate Oe wine us 


Two Main Street, Melrose, Massachusetts 
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of whom are nearly as old as the jp- 
dustry itself, were honored at © spe 
cial Oil Pioneer Day observar :e at 
Kansas City, Mo. on October 1”. Six 
hundred persons attended the |. nch- 
eon that was held to mark the | vent 
and heard Dr. Robert E. W ‘son, 
chairman of the board, Standar. Oj! 
Co. (Ind.), who, as principal sp: ker, 
talked on “Progress with Petrole im,” 
tracing the development of the oi! in- 
dustry since its beginning 93 year: ago 
to present-day modern operation: 










Framed certificates of honor vere 
presented by Jay W. Wilson, © hair: 
man of the Oil Men’s Club of K:nsas 
City to ten “oldtimers,” five of whom 
received the awards in person 
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Gene Callis building 


new Philadelphia Plant 


CONSTRUCTION of a three-and-a-half 
million dollar oil terminal in the Phila- 
delphia area was approved on October 
1 by the Petroleum Administration for 
Defense. In making the announcement 
E. M. Callis, vice-president and gen’ 
eral manager, Tinicum Terminoil, Inc., 
Bala-Cynwyd, Pa., stated the terminal 
would be located at Schuylkill River 
and Penrose Ave. It will have an initial 
capacity of 2 million barrels, with pro- 
vision for adding an additional 1,800,- 
000 barrels. 

The terminal is described as the first 
of its kind in the metropelitan Phila 
delphia area for handling a variety of 
petroleum products, including light 
and heavy fueloils. Scheduled to be 
completed next spring, the terminal 
will include accommodations that will 
enable two super-tankers to be serviced 
at the same time and simultaneous 
loading of two barges, 44 tank cars 
and 34 motor transports. 

Callis in 1928 was associated with 
the Socony-Vacuum Oil Co. in the 
Middle Atlantic territory and in 1934 
founded Petrol Corp., Philadelphia. 
Cities Service bought Petrol, and its 
60,000 customers, in 1948. 
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East Coast secondary Siocks 
show largest Gain in Report 


SEPTEMBER | secondary invento”ies of 
distillate fueloils on the East Coast 


RNIN EI AME began 















Master 


AUTOMATIC 


























Forced Air Furnace 
| for Ol or GAS 


PRICED FOR 
THE MASS 


ble burners and simple 














| Interchangea sion easy _— 
| adjustments make conver 
The Perfect Unit to Help you Cash in on 
one of Today’s Biggest Sales Opportunities 
Right now — there are thousands of top prospects who are 
hesitating about buying automatic heat because they’re 
worried whether oil or gas will eventually be the cheapest 
fuel. 
, Right now — you can sell these prospects with this new 
Master Kraft Forced Air Furnace Unit. It performs equally 
j well on either fuel — is quickly convertible if local condi- 
This new Master Kraft furnace is —. oil tions make it desirable to switch. 
; § gineered to Bive Peal ee with Master Kraft’s Plan now to go after this market. It’s big. It’s profit- 
oh craig 8 Air Control Model eae able. It’s easy to sell with this new furnace that offers your 
} When ordered aa peta bai Master customers all the advantages of modern, fully automatic 
wed SO ee Later, if vou vanes heat at an attractive price. Write today for full details and 
4 ie switch ie. SS es dam literature on this latest addition to the fast-selling Master 
: quickly. Cand ‘making a few very simple Kraft line. 
adjustments. si cls ln ii a a a a i a aie a 
HARVEY-WHIPPLE, INCORPORATED 





Dept. FO-42, Springfield 2, Mass. 


Manufactured ty Please send full information on the new 


H 7 RVEY WHI Master Kraft Convertible Furnace. 
P : PPLE, inc. 


Springfield, Mass. 


Pioneer in Automatic Heating 
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*—Includes range oil. 
**_Nos. 1 to 4 fueloil and light 


(Thousands of Barrels) 
Gasoline Kerosene* 
9/1/52 9/1/51 9/1/52 9/1/51 9/1/52 
PAD District 1 ... 5,853 5,835 3,431 3,505 11,403 
PAD District 2 ... 8,563 9,451 3,889 3,963 6,690 
PAD District 3 ... 2,927 2,760 793 743 1,022 
PAD District 4 ... 1,023 984 91 93 469 
PAD District 57 .. 2,141 1,963 107 116 L221 
United States .... 20,507 20,993 8,311 8,420 20,805 


Secondary Inventories 


Distillate Fuels** 


9/1/51 


9,914 
6,430 
749 
483 
1,401 
18,977 


Residual Fuels # Total 
9/1/52 9/1/51 9/1/52 9/1/51 
4,264 4,224 24,951 23,78 
1,832 1,622 20,974 21,456 
899 997 5,641 9,.°44 
7 8 1,590 1,538 
113 159 3,582 3,039 
71) 7,005 56,738 49,395 


#—Nos. 5 & 6 fueloil and heavy diesel oil. 


diesel oil. 



























VALVE readily 
accessible 


for service 


On the new Tuthill Model 30A5G 
FUELSTAT, the ONE-position 
vertical pressure regulating valve 
is easily serviced—right on the 
burner, All parts can be quickly 
removed without special tools. 
From one end to the other, this 
new FUELSTAT is designed for 
simplified servicing as well as 
dependable performance. 


TUTHILL 


ae, 
TUTH 


Write for full details today. 


ILL PUMP COMPANY 


939 East 95th Street, Chicago 19, Illinois 


96 








+—-Data supplied by U. S. Bureau of Mines. 


rose to 11,403,000 barrels, up f:om 
9,048,000 barrels on August 1 «nd 
16% greater than the 9,914,000 ‘ar- 
rels in storage a year ago, as reported 
by the Bureau of the Census. 

Nationally, secondary inventories 
of gasoline, kerosene, distillate and 
residual fueloils, as reported on Sep- 
tember 1, totaled 56.7 million barrels, 
an increase of 3.3 million from August 
1 and 1.3 million better than Septem- 
ber 1 last year. Distillate stocks ac 
counted for 20.8 million of this total, 
also up 3.3 million from August 1 
and 1.8 million over last year. 

More complete returns have resulted 
in revisions to the storage capacity fig- 
ures given in the Bureau’s August | 
report. The revised total shows 88.3 
million barrels of secondary storage in 
Districts 1, 2, 3 and 4, 34.2 million of 
which was used for gasoline, 13.5 mil- 
lion for kerosene, 30.2 million for dis 
tillate and 10.4 million to residual 
fueloils on August 1. 

Storage capacity will be checked 
every third month in future reports, 
with the next set of figures scheduled 
for collection as of November 1. 

The table contains a breakdown of 
secondary inventories, in thousands of 
42-gal. barrels. 
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Brodie Meters in Production 
in new San Leandro Faciory 


PRODUCTION of “BiRotor” meters is 
under way at the new plant in San 
Leandro, Calif., recently complet -d by 
the Ralph N. Brodie Co., Inc. Previous 
expansions had left no room for fv *ther 
enlargement of operations at th: for’ 
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SELL GILBARCO 








































No need to pass up those 
profitable big jobs when you 
sell Gilbarco Economy Clutch 
Burners, for their capacity 
range goes up to 25 GPH 5 
For bigger 
profits in ’52 
feature fuel-saving 
economy clutch 


Oil Burners by 











On! Gilbarco Oil Burners have the 
patted economy clutch — In this exclusive 
feat. you have a powerful answer to customers 
who «ok hardest at the price and ask ‘‘Why 


shou. | buy your burner?”’ You can tell them and 





show nem why this fuel-saving Clutch action Gilbert & Barker Manufacturing Co. 


West Springfield, Mass. 
. Toronto, Canada 


make. Gilbarco the wisest of all possible 


inves’ nents in automatic home heating. Sell 


cl 
: 


Gilbc co — the easiest to sell. 











mer Oakland, Calif., plant, with the 
result that a 6!/2 acre site was selected 
in the San Leandro industrial district, 
adjacent to the Oakland International 
Airport. 

Ralph N. Brodie, president and 
founder of the company, points out 
that extensive modern engineering 
research and test facilities.form an im- 





portant component in the new plant, 
“the natural outgrowth of 25 years 
of specialized development of metering 
equipment for handling fueloil and 
other bulk petroleum products.” In 
recent years the company introduced 
the “BiRotor” measuring principle, 


combining positive displacement with 


continuous flow of true rotary opera: 


. ° | tion, with a measuring unit comprised 
II, a of two spiral fluted rotors that mesh 


with close tolerances without metal-to- 


metal contact. 
OYNATHER}Y Production lines in the new plant 
| follow contours of the 86,000 sq. ft 


| building area, with final assembly an¢ 

Yes, the Bethlehem DYNATHERM creates satisfied customers. . . | inspection bringing finished products 
gives them more for their money in fuel economy, in compactness, | to shipping rooms and stock areas 
comfort and convenience! The Bethlehem DYNATHERM offers all | Bitlis eed ellie cite Ancallll 
the features that make your sale easier—The Whirling Flame... Unit 
Engineering ... Thermos Bottle Insulation . . . Beautiful Cabinet. The ise : 
Bethlehem DYNATHERM comes completely equipped with every- | To minimize loss of production dur 
thing, ready for installation except the piping. Keep a step ahead of ing the 15-mile move, a plan was 
competition by selling something really Different!—The Bethlehem worked out to transport each depart: 
DYNATHERM! ment one phase at a time so that when 


final units were installed, assemblies 





in the center of the structure. 


A few exclusive Bethlehem Dynatherm territory 
Franchises are still available. | were moving down the new lines with 


Wire or write immediately for full information. no appreciable drop in output. 
| The illustrations show a battery of 
BETHLEHEM FOUNDRY & MACHINE COMPANY high-speed drill presses in ope ation 
BETHLEHEM, PENNSYLVANIA and a giant press blanking out sted! 


SE LT A eT IN I ROR parts for various units. 
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“We tell our customers manually operated 
controls went out with button shoes!” 


— says John F. Schweitzer, of George A. Hamilton, Inc., Long Island City, N. Y. 


































Jobn F. Schweitzer, right, manager of George A. Hamilton, Inc., 
talking tv Honeywell sales engineer Frank Ammon 


Sell the famous Honeywell Chronotherm! 


The Honeywell Chronotherm automatically raises tempera- 
tures in the morning, automatically lowers them at night, 
besides saving fuel. For full facts about the Chronotherm and 
other famous Honeywell controls, call your local Honeywell 
office. Or write today to Honeywell, Dept. FH-11-212, Min- 


neapolis 8, Minnesota. 








“We make it our job to tell customers that 
for just a few more dollars than they would 
pay for a hand-operated thermostat we can 
give them rea/ automatic control of their 
heating plant. 

“We show them a Honeywell Chronotherm, 
and tell them how it shuts down their heat- 
ing plant at night, and then turns it back up 
again in the morning, automatically; how it 
gives them super-sensitive temperature control 
twenty-four hours a day; how vastly superior 
it is in every respect to the o/d thermostats 
they've been used to. 

“Once customers hear a story like that, 
they usually follow our suggestion without 
hesitation —and tell us to go ahead and in- 
stall one. 

‘*For us, of course, it increases our per instal- 
lation profit; which amounts to a nice extra 
figure when multiplied, job by job, over a 
year’s time. 

“We first started using Honeywell controls 
exclusively in 1937. Since then we've had 
something like 2,300 satisfied customers —a 
record of success between our firm and Honey- 
well that speaks for itself. 

‘““We figure our reputation, backed by the 
Honeywell reputation, makes for a pretty 
good sales team.” 





Honeywell Another Honeywell 
Tins tw Coutiols Plus-Profit Idea 
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Do’sand Don’ts for 


apartment house Jobs 


To avoid service Calls and high oil Bills, Superintendents must work with Oilburner 


by 
Jean L. Dupuis 


eesti HOUSE SUPERINTEND- 
ENTS and maintenance men, to- 
gether with the equivalents of these 
men in big buildings other than apart- 
ment houses, have much to do with 
the success of the oilburners installed 
in their buildings. You can’t install 
many automatic horizontal rotary cup 
burners without finding that out. Most 
of the dealers specializing in rotary 
cup burners have a problem related to 
the apartment house superintendent. 

Greatly different opinions are un- 
covered in discussing this problem with 
big-burner dealers. Just ask a dealer, 
for example, how much he tells an 
apartment house superintendent about 
the oilburner equipment just installed 
in the apartment house. 

“T tell the superintendent nothing!” 
one burner dealer flatly states. “I want 
him to leave everything alone, touch 
nothing. If there’s a burner breakdown 
or something wrong with the heat or 
hot water, he’s to telephone me, that’s 
all. I don’t want him to do a thing to 


try to start a sick, broken-down burn- 
er. He’s not even to try the re-set but- 
ton on the burner panel. If the burner 
went off on safety, there’s a reason for 
it. If I don’t find the cause of trouble 
and fix it, the burner probably will 
stop on safety again. And as for minor 
or major adjustments to the burner, 
the flame, the draft, or the hot water 
controls or heat controls . . . that’s out, 
as far as an apartment house super is 
concerned. He doesn’t know a thing 
about the equipment, usually doesn’t 
want to learn, Therefore he’s to keep 
his hands off my equipment.” 

That’s the opinion of one dealer who 
installs many horizontal rotary cup 
burners. It is an extreme, Traveling by 
many dealers who have in-between 
opinions or are undecided, here’s the 
opposite opinion. 

“T’ve got to like the superintendent 
of the apartment house heated by my 
burner,” confesses this installer of 
commercial-industrial burners. “Avoid- 
ing unnecssary service calls and high 
oil bills depends on my working with 
the superintendent, and on his working 
with me. A dealer can get needled by a 


superintendent who doesn’t like him, 
or perhaps took a dislike to just ox of 
his men. The superintendent ca: pile 
up dozens of service calls a mont.: un 
necessarily. I've come to regard ‘irst- 
year guarantee service calls as costing 
me ten dollars each. I want to void 
as many of them as I can. 

“I sell fueloil to these apartment 
houses heated by my burners, and often 
that depends on getting along with 
the superintendent. Get on the outs 
with him and you lose the oil account. 
If he can’t dish you himself, at least 
he can tell a higher-up that your oil is 
no good, it seems you give short meas- 
ure, or your truck driver is lousy. 

“I tell apartment house superintend- 
ents everything they want to know 
about their burners, I give each of them 
an oilburner installation and service 
manual. I sell them parts at prices not 
overly high. The superintendent can 
work on his burner as much as he likes, 
as far as we are concerned. Go ahead, 
we tell him, if you get into trouble just 
phone us and we'll get you out of it. 
Naturally he is warned about what is 
safe and not safe for him to work on. 
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Capacities, 9 to 165 gallons per hour, No. 6 oil or lighter 


HORIZONTAL ROTARY 
OIL BURNER FOR 


The viscous, temperature-sensitive 
heavy oils (Nos. 5 and 6) are com- 
pletely reliable fuels when fired with 
this Iron Fireman oil burner. Burner 
characteristics include dependable 
Starting, a steady, even flame through 
an exceptionally wide firing range, 
and high combustion efficiency that 
stretches fuel dollars. 

No viscosity adjustment is required. 
The :cmarkable Iron Fireman Oil 


Volumeter (which 
is a variable vol- 
ume pump) main- 





CONS 2 SION 
BURNERS 


OIL FIRED FURNACES 
AND BOILERS 


FLOOR AND 
WALL FURNACES 


Heavy Oils 


tains a precise, accurately metered 
oil feed regardless of changes in oil 
viscosity. The Iron Fireman rotary 
burner is operating successfully even 
in plants which use refuse oils for fuel, 
varying in consistency from sludge-like 
heavy oils to liquids as light as kerosene. 


Write for information on franchise 


Write or wire today for full informa- 
tion on Iron Fireman equipment and 
desirable territories available. Address 
Iron Fireman Manufacturing Co., 3291 
W. 106th Street, Cleveland 11, Ohio. 


HORIZONTAL 
OlL FURNACE 


OIL-GAS-COAL 
COMBINATION 





RON FIREMAN | 


Offers an 


outstanding profit 
opportunity for 
dealers 


At the “‘top of the line” is this superb 
Iron Fireman rotary heavy oil burner 
with capacities up to 165 gallons an 
hour. When you sell the Iron Fireman 
line you can go after any kind of oil 
heating or power business, from indus- 
trial and commercial applications down 
to the smallest homes. You have con- 
version oil burners, oil-gas combination 
burners, oil fired boilers and furnaces. 





Check these five big reasons why you 
profit from an Iron Fireman dealership: 


1. The unique features and outstanding 
fuel economy built into all Iron Fireman 
oil equipment make it easy to sell. 

2. The Iron Fireman trademark, with 27 
years of continuous national advertising 
and user satisfaction behind it, gives all 
Iron Fireman equipment exceptional 
saleability. 

3. Iron Fireman has a complete line of 
residential, commercial and industrial 
oil firing equipment. 

4. There’s automatic equipment—a full 
line—for combination oil-gas, gas, and 
coal firing. 

5. Iron Fireman dealers receive strong 
company backing, which includes local 
advertising, merchandising, sales train- 
ing and engineering assistance. 


EXCELLENT TERRITORIES ARE 
STILL AVAILABLE 








HORIZONTAL OIL-GAS BOILER- 


ROTARY OIL BURNER BURNER PACKAGE UNIT 
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COMMERCIAL & ja Do's and Don'ts for apartment House Jobs 


EOLURBE a P-Ve 
oilburning 


“Suppose you put in a burner that 
needs once-a-day or once-a-week atom- 
izingizing cup cleaning and polishing? 
Are you going to let the superintend- 
ent touch the burner, or will you send 
a man to, tend to the atomizing cup 
chores? If the oil line strainer needs 
cleaning once a week, there’s the same 
problem. If the large-building heat con- 
trol system needs slight adjustment 
perhaps half a dozen times a month, as 
many do, are you going to let the 
superintendent make those adjust- 
ments or will you send a man to make 
them? How about cleaning the boiler 
flues once a month where this is 
needed? If the superintendent is to do 
that or have it done under his super- 
vision, he’d better know quite a bit 
about the oilburner equipment, be- 
cause a flue cleaning job often puts the 
oilburner slightly out of ‘whack.’ 
Lubrication is needed for several parts 
of an installation, and I'd rather in- 
struct the superintendent in that and 
depend on him for it, than take on the 
cost and responsibility of having my 
men do it. 


What Superintendents can do 


“No, I don’t tell apartment house 
superintendents to keep hands off the 
burner equipment. In fact, I’ve encour- 
aged several of them to keep spare 
parts on hand to install themselves in 
emergencies or as part of regular main- 
tenance work. Such parts as the sim- 
pler type control panels for certain old 
jobs, solenoid oil shut-off valves to re- 
place leakers, new atomizing cups and 
snoots, new steam pressure controls, 
low-water cut-outs and feeders, etc., 
and firebrick and refractory cement to 
patch up breaks in fireboxes. By the 
way, certain low-water cut-outs and 
feeders should have their float cham- 
bers tlushed out every week without 
fail. Should I send a man to do that, or 
should I instruct the superintendent 
in it? 

“A well-instructed superintendent 
who works with me can help me dozens 
of ways every week. I do my best to 
make certain he is well instructed and 
is anxious to help keep the burner in 
A-1 condition.” : 
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Not only are burner dealers greatly 
different, so are apartment house 
superintendents. Perhaps because of 
an indolent nature or a pleasant laissez- 
faire character, some are content to do 
nothing at all about the oilburner, if 
the burner installer wants things that 
way. At the other extremity are the 
eager beavers who read textbooks and 
instruction manuals about burners, 
want to take new burners apart to see 
what’s inside, and look for a slight de- 
fect as an excuse to try to undo the 
entire installation nut for nut and wire 
for wire. 


Apartment house superintendents 
are like other people in that some are 
quiet, studious and intensive, whereas 
others are noisy, ignorant and asser- 
tive. That you must cope with in con- 
sidering which tactics are best for gain- 
ing the cooperation of the particular 
superintendents you encounter. 

The list of “Don'ts” for apartment 
house superintendents, which appears 
on page 103, necessarily follows an 
in-between course. It can’t fit a particu- 
lar extreme in a dealer, or a particular 
extreme in a superintendent, or a par- 
ticular extreme in a burner installa- 
tion, However, many of its points are 
suitable for any dealer, apartment 
house superintendent, and burner in- 
stallation, A run-through shows that. 

Take the first item about preventing 
ruin of equipment by dampness and 
dirt, keeping all equipment spic-and- 
span looking like new, and making 
certain to keep the covers on every 
single junction box and oilburner con- 


trol. There’s an item good for every 
superintendent, every installation, and 
every type oilburner. What’s 10st 
needed to improve the health of cer: 
tain oilburners is a clean-up and p. int- 
up of the whole boiler room inclu ting 
the floor. A dog-gone good sump pimp 
installation is what’s needed to pre vent 
the burners, controls, motors and ire- 
boxes of many installations from be- 
ing ruined or at least perennially ¢ im- 
aged by moisture and water. 


When to clean Flues 


Here’s a point about the second 
item, avoiding running a boiler with 
its heating surfaces dirty, and it’s the 
same point given to a man in the FUEL- 
oI, & Or HEAT READERS’ PROBLEMS 
department a few months ago. New in 
tending an apartment house boiler, 
this man asked how often to clean the 
flues of the boiler. Install a stack ther- 
mometer to guide you regarding how 
often to clean the boiler flues. If with 
a certain flame size the stack tempera- 
ture usually is 500°, for example, you 
might decide to clean the flues when 
plugging gives you a 50° rise in stack 
temperature or a reading of 550°. 

For the burner dealer to take an in- 
terest in the proper cleaning of the 
boiler flues is more than suitable, for 
the burner and dealer will be blamed 
for high fuel bills that may come of the 
superintendent’s failure to clean dirty 
boiler flues. 

Item #3 can’t be wrong for any job, 
although many burner dealers actually 
are missing out on it. If up to now you 
haven't done this, you'd better be spe’ 
cific from now on in telling superin 
tendents to be on guard against. chim: 
ney smoke, On-the-job help in this re’ 
spect is invaluable for a dealer. 
Whether or not a dealer wants to in’ 
struct the superintendent further, re’ 
garding how to tune the flame when 
it tends to smoke, is up to the dealer. 

The 4th item about cleaning strain’ 
ers according to some system relates 
also to items that have appeared in 
FuELoI & Om Heat. Here’s the point. 
Avoid unnecessary opening-up 
clean and partly-plugged strainers. Do 
this by installing a vacuum gage :t the 
output side of every sucticavline 
strainer. Determine the usual v: cuum 
with the strainer clean and the | urner 
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|. Don’t permit oilburner equipment, particularly elec- 
trica! controls and motors, to be ruined by accumulations 
of dirt and dampness! Keep your boiler room clean and 
dry! Keep all equipment spic-and-span, looking like brand- 
new! Keep covers on junction boxes and all oilburner con- 
trois 


2. Don’t run a boiler with its heating surfaces dirty! 
Clean the direct and indirect heating surfaces as often as 
is necessary to avoid high fuel bills. Eliminate any defects 
that cause poor combustion and frequent need to clean 


flues. 


3. Don't produce chimney smoke! Form the habit of 
ascertaining frequently, in one way or another, that there’s 
no smoke coming from your chimney. 


4. Don’t run your burner with its oil strainers dirty and 
neglected. Use a system to tend to the strainers properly. 


5. Don’t overlook any kind of leaks . . . leaks involving 
fueloil, water, or steam. Tend quickly to any leaks that 
develop. 


6. Don't lubricate your bearings poorly or at rare in- 
tervals. Use the proper lubricants for the bearings of your 
motors, oilburner, etc., and apply them at the proper time 
and in the proper amounts. Avoid over-lubrication also. 


7. Don’t put your all-important atomizing cup into poor 
condition by abusing it or neglecting it. Some burner manu- 
facturers recommend daily attention for atomizing cups. 
Learn the instructions of the manufacturer of your burner, 
and make certain to follow them as far as attention to the 
atomizing cup is concerned. 


8. Don't be ignorant of the meaning and use of every 
pipe, valve, and electrical switch in your boiler room. Know 
your equipment! Ignorance of it may cause you to operate 
it improperly normally, under unusual conditions, or in 
an emergency. Consider labeling everything yourself. 


9. Don't invite tampering by permitting unauthorized 
persons to enter the boiler room. Lock the door, or at least 
lock up important switches and take steps to keep important 
valves from being opened or closed improperly. 

10. Don’t spare paint! Clean-up and paint-up your oil- 
burner and your boiler firing door and flue clean-out doors 
at least once a year. Burners and boilers which are neat 
and clean actually run better, give less trouble, and last 
longer than dirty, neglected burners and boilers. 


li. Don’t ruin your firebox through neglect! Point-up 
and patch-up when small defects develop, as in the firebox 
“A stitch in time saves nine.” Examine the front of your 
firebox regularly, for it must be kept in good condition to 
prevent the boiler front-plate from being ruined by ex- 
cessive heat. 

12. Don't permit your secondary-air passages, under the 
firebx, to become clogged by dirt, debris, and pieces of 
ty ck. For proper burner operation, these passages must 

€ ¢ in. 

1s Don't damage your boiler by neglecting boiler water 
treatinent. Learn the modern methods for insuring long 
life tor your boiler. 

14. Don't take a chance wrecking your boiler by firing 
it wii no water in its gage glass. Make certain it is equipped 
with <n A-1 low-water control which works, and don’t fail 
to cick on the operation of this control at least once every 
wee Many engineers consider that an automatic water 
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22 Don’ts for Superintendents of Apartments and Large Buildings heated by low-pressure steam 


boilers fired by rotary-cup oilburners 


feeder is absolutely necessary, in addition. An automatic 
feeder, like a low-water control, must be 100% modern 
and in excellent condition to provide you with complete 
protection. 


15. Don’t take any chances with respect to safety! First, 
make certain you have all of the safety valves, gages, ther- 
mometers, instruments, etc. which the most high-minded 
safety authorities say are needed for your equipment. Ar- 
range for a safety inspection, if possible. Second, make cer- 
tain to keep all these safety devices working like new; re- 
place any that become old and ineffective. 


16. Don’t overlook having a well-qualified oilburner 
expert or oilheating engineer check your plant thoroughly 
at least once a year, concentrating on safety, dependability, 
proper maintenance, and high efficiency. A twice-a-year 
check-up of this type is needed for many plants. 


17. Don’t fail to run down the cause of any unusual 
noise, vibration, or performance of your oilburner flame 
and equipment. 


18. Don’t let your heating plant insulation deteriorate. 
Maintain properly the insulation on your boiler, steam 
mains, returns, etc. 


19. Don’t waste oil because of heating plant defects and 
deterioration. The traps of two-pipe steam plants need 
yearly check-ups and attention, for in a large building it is 
normal to have to replace a few traps eveery year. The 
radiator and steam main vent valves of one-pipe steam 
plants similarly need yearly check-ups and attention. 
Failure to weed out defects that naturally accumulate in 
typical steam plants can run up your oil consumption 25% 
per year very easily. 


20. Don’t be just plain lazy and overheat your building 
as your method for avoiding any complaints about under- 
heating. That wastes one-third of the fueloil used in many 
buildings. Give the proper amount of heat, no more, and 
be painstakingly exact about this! Where none of the occu- 
pants ever complain about underheating, a large building 
certainly is wasting fueloil because it is overheated! Before 
putting on more heat because of a complaint, use a ther- 
mometer in the room to satisfy yourself that it is cooler 
than 70° . .. or perhaps 72° or 74° in the case of a luxury 
apartment house or hotel. Try to increase the heat in just 
one room, in case of a justified complaint, instead of over- 
heating all of the building to heat one room properly. 


21. Don’t forget your boiler needs the proper draft! 
The over-fire draft is what counts most. For maximum 
efficiencies and clean, dependable combustion, the over-ftre 
draft must be neither insufficient nor excessive. It must be 
just right! Know your chimney and keep it in good con- 
dition. Keep your smokepipe or breeching well-painted, air- 
tight, and in good condition. Learn all about the evils of air 
leaks in boilers; avoid them. Learn all about any equip- 
ment you have related to draft, such as a barometric smoke- 
pipe draft control, an over-fire draft control system, a draft 
gage, or a draft inducer. Don’t neglect such equipment, but 
give it the care it needs. 


22. Don’t run out of fueloil! You should know more 
about the accuracy of your oil tank gage than anyone else, 
so make it your business to find out about this. Have a 
defective tank gage repaired if possible, or better still have 
it replaced with a new, modern, dependable tank gage. 
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running normally. Don’t clean the 
strainer unless the vacuum reaches a 
reading of five inches above normal. 

Some jobs need a once-a-day check- 
up on the reading of a vacuum gage so 
used to guard against strainer plug- 
ging, whereas others need a once-a- 
week or even a one-a-month check-up. 
That depends on the capacity of the 
strainer, the size of the wire mesh in 
it, the amount of strainer-removed im- 
purities in the fueloil, and the number 
of gallons of oil the burner uses per 
day. ‘Play safe on a new job and have 
the superintendent check the vacuum 
gage often. To give him a present of a 
spare strainer screen or basket is an 
excellent idea. It will permit him to 
have a spare on hand for a quick 
change whenever the strainer starts 
plugging. 

Incidentally, according to many en- 
gineers the strainer capacity is insufh- 
cient on a job where less than 5,000 
gallons of oil are used daily and daily 
strainer cleaning is needed. That cer- 
tainly makes sense! 

Items #5 and #6 in the Don’t list 
are of obvious importance, but don’t 
fail to cover them in giving specific in- 
structions to apartment house men. 


Atomizing cup Maintenance 


Item #7, on attention for the atom- 
izing cup, is greatly different for dif- 
ferent makes of burners, to judge by 
the burner manufacturers’ instructions. 
As is indicated, you’d better obtain 
and follow the instructions of the 
burner manufacturer. It is amusing to 
see the cups of certain burners con- 
sciously and meticulously cleaned and 
polished every day, whereas on other 
installations having identical burners 
and using identical fueloils the boiler 
room attendants simply won't even 
look at the cups once a month. A long 
story could be written, incidentally, 
on the absolute necessity of having 
atomizing cups run as true as is feasi- 
ble (if possible, the cups should run 
true at the atomizing edges to within 
less than one-thousandth of an inch) 
and having the atomizing edges sharp 
and free of dents and knicks. That is, 
where high efficiency, freedom from 
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poor atomization, and freedom from 
carbon-caused breakdowns are consid- 
ered important, the thing needed most 
for many burners now in use is new 
atomizing cups that really run true. It 
was beat-up atomizing cups that caused 
one burner dealer to run the cup-line 
temperature of a job up to 200° in an 
effort to force the COs and smoke in- 
strument readings to come out right. 
Much work was involved in winding 
up with true running for the new cups, 
but it resulted in better combustion of 
the No. 6 oil at 160° than previously 
had been obtainable at 200°. By the 
way, don’t fail to use a smoke-checking 
instrument as well as a COs instru- 
ment in any efforts to evaluate or im- 
prove combustion quality. To make 
sense at all, you've got to use both in- 
struments. 

Items #7 to #11 of the Don’t list 


need no explanation or additional 
notes. 

The 12th item is particularly impor- 
tant. The apartment house superin- 
tendent should be taught that his 
burner is greatly dependent on the 
secondary air that flows through the 
air passages under the firebox of a 
typical installation. From 60% to as 
much as 85% of the air needed for 
combustion must flow through these 
air passages. They therefore should be 
constructed neatly to start out, should 
be easy to clean, From then on, a high- 


ly important chore for the surerin- 
tendent consists of keeping then as 
clear and clean as new. Observin: just 
this one point will end much trouble 
now being experienced with rotar ‘cup 
burners in use five years and lc ger, 

The job of the oilburner ma. in- 
cludes selling boiler-room safety, is is 
indicated by items 13 to 17 inclvsive, 
He must become a specialist at s.fety 
himself, naturally, to be qualified to 
promote it and handle every detai: this 
involves. 

Items 18, 19, 20, and 21 deal with 
high efficiencies, fuel savings, and at- 
taining the low oil consumption the 
oilburner dealer hopes for, but can ac- 
complish only with complete coopera- 
tion from the apartment house super- 
intendent. Item 22 simply is a warning 
not to run out of fueloil! 

Part or all of this “Don’t” list for 


apartment house superintendents may 
be used by any FuELom & Oi HEAT 
readers who find it valuable. 

Below are further instructions for 
the big-building employees who are in’ 
terested in burners and are responsible 
for calling servicemen, Again this list 
may be regarded as a compromise, for 
as was indicated at the start of «vis af” 
ticle, certain oilburner dealer: want 
building employees to do noting to 
help themselves at time of ap arent 
burner trouble, whereas other >urner 
dealers are delighted to have the build 
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"Motorized chimney draft’ provided 

















‘the magic of “motorized 
chimney draft” 


THIS IS THE WING DRAFT INDUCER 













by a draft inducer, can get you out 
of the worst kinds of trouble on old 
jobs, and on new jobs can give 
you the top-notch combustion and 
over-all performance that’s beyond 
the reach of the man who doesn’t 
know the magic of induced draft.” 





Quotation above from 
“Motorized Chimney 
Draft” in FUELOIL & 
OILHEAT, Novem- 
ber, 1951 issue 


(At right) Wing 
Draft Inducer with 
side inlet installed 
in breeching, replac- 
ing standard elbow 







Eliminates tall, unsightly and expensive stacks. 


2. Cuts fuel costs. Gives higher CO2. Less ex- 
cess air. 


3. Smoke is reduced or eliminated. 
4. Helps maintain steady steam pressure. 
5. Permits increased capacities. 


4 
? 2 


The WING DRAFT INDUCER permits operat- 
ing at high efficiencies without regard to 
weather conditions. Thorough and complete 
combustion with high COz content is assured. 
Smoke is reduced or eliminated. Fuel costs 
are cut. 





Learn the facts of motorized chimney draft and 
insure better combustion. 


L.J.Wing Mf}.Co. 66 Vreeland Mills Road, Linden, N.J. 
Factories, Linden, N. J. and Montreal, Canada 


ae J. Wing Mfp. Co. 
66 Vreeland Mills Road, ‘Linden, N. J. 


| 
| 
Write for a copy of | 
® ‘Motorized Chimney | Please send me a copy of the reprint ‘‘Motor- 
Draft’, a detailed discus. | ized Chimney Draft’ together with a copy of 
‘tin hte ides, t bulletin ‘“Wing Draft Inducer’’. 
duced draft from the | 
standpoint of the oilheat- a ii igs 0 Gane devansas dae 
ing. dealer and service | 
l 
I 
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man. Use the coupon. A 
copy will be sent you RTE So sg Sc oic kan ee cow 45.0628 SE ee 


AFT INDUCER [ieee Hester y's. 0c eam 
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PUMPS and 
SEPARATORS 


for oil burner service 


Direct Drive for 
#1 to #5 oils inclusive 
Ask for bulletin A-1330 


e® 8 8 8 ® 
Reduction Drive 
for heavy oil 
Ask for Bulletin No. A-1193 


eeese 
Single and Duplex 


Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely. 


Ask for Bulletin 
No. A-1214 


Single 


Duplex 


ulk station service 


Direct Drive 


For exclusive use with 
Light oils and Solvents 


Ask for Bulletin No. A-1267 


Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No, A-1366 


295 WILLIAMS AVE., HACKENSACK, N. J. 


ing employees try everything they can 
first, before putting in an sos about 
the burner’s having broken down. The 
seventh item is particularly contro- 
versial, certain burner dealers being 
dead-set against any attempt to oper- 


ate a burner when its ignition s stem 
is dead, and other dealers bei:y jp 
high favor of starting a burner i» any 


‘ possible fashion when heat is urg-ntly 


needed and a serviceman can’t «t to 
the job for hours. 











Before calling a serviceman... 
DO THESE THINGS YOURSELF 


1. MAIN SWITCH ON? Make doubly 
certain the main switch of the oilburn- 
er is on. Make certain every other 
switch that should be turned on is on. 
Many installations have two to five 
switches, which should be kept on, for 
such things as electric oil heaters, 
auxiliary fueloil pumps, separate con- 
trol circuits, motorized valves, water 
circulators, and draft inducers. 


2. FUELOIL TANK EMPTY? Don’t 
call a serviceman before ascertaining 
whether you simply ran out of fueloil. 
Stick the tank when in doubt. 


3. ALL VALVES SET PROPERLY? Are 
all valves open that should be open, 
and are all valves closed that should be 
closed? This includes the oil line valves 
and heating system valves. 


4. ENOUGH BOILER WATER? Make 
certain you have enough water in your 
steam boiler and that your low-water 
control is not keeping your burner 
idle. Don’t depend on your glass gage 
glass. Instead, use the try-cocks on 
your boiler, and try to draw water 
from the blow-out valve of your low- 
water control. Make certain also that 
there’s not too much water in your 
boiler with the result that your steam 
pressure control is “off” and keeping 
the burner idle. Inspect the pressure 
control. 


5. RE-SET BUTTON OF OILBURNER 
CONTROL PANEL? Look at the safety 
control panel of your oilburner, and 
use the re-set button properly. But 
make certain to open the firing door or 
flame observation door of the boiler 
before you try to start the burner. If 
atomized oil sprays into the firebox but 
does not light, turn off the burner in 
a few seconds. 


6. CONTROLS “CALLING FOR HEAT”? 
If the burner won't give the building 
heat when you want it to, is it cold 
enough outside for the burner to be 
started for heating? Is a large-building 
heat-control system “‘calling for heat”? 
Can you tell if the switch that usually 
starts the burner is on or off? The burn- 
br may be idle because no heat is 





needed, or because of the need tw ad- 
just a control for more heat in the 


building. 


7. EMERGENCY MANUAL IGNITION? 
Don't try this unless an expert has 
taught you how, and unless you are 
entirely safe at it. If your controls or 
ignition system have failed, do vou 
know enough to arrange safely for 
manual ignition and temporary, emer- 
gency firing with the burner attended 
by you every moment it operates’ If 
you are smart and safe, simple failure 
of the little spark to light your gas pilot 
(of a gas-electric ignition system) 
need not keep you out of heat until a 
serviceman can arrive. But don’t try 
any tricks unless an expert has taught 
you them and you are 100% safe at 
them! 


8. OILBURNER GAGES, PRESSURE} 
AND VACUUM? In trying to start the| 
burner, observe your gages. Vacuum 
gages and pressure gages may tell you 
much. What do they usually read? 
(You should know that.) What do 
they read now? Where the oil is pre- 
heated, check your oil line thermom- 
eters also to find out if they are giving 
usual or unusual readings. 


9. FUSES AND OVERLOAD PROTEC’ 
TORS? Check all your fuses and over- 
load protectors. Has a main fuse 
burned out, for example, because of 
trouble in some electrical line or equip 
ment not related to the oilburner’ Did 
your burner motor cause its overload 
protector to go off for a good or bad 
reason? How about the other fuses, 
such as those in the circuits of the con- 
trols, oil heaters, and other auxiliary 
equipment? You may simply need 4 
fuse; or you may need a fuse and cor 
rection of the simple trouble that 
caused the first fuse to blow out 


10. EQUIPMENT BEEN TAMPERED 
WITH? Has someone been in your boiler 
room tampering with the adjustments 
of the oilburner, its controls, the set 
tings of your heat-control system, oF 
any valves or switches? If so, undo the 
bed effects of the tampering. Use 4 
locked boiler-room door, or lock-i:p at 
rangements for your equipment tv pre 
vent any future tampering. 
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Indu:trial Test-Glo Tester 
used for electric Circuits 


THE 'UCKET-SIZE Test-Glo can be used 
for checking electric circuits, spark 
plugs, motors, fuses, and a variety of 
electrical equipment with voltages of 
from 80 to 600 A.C, or D.C. 
Features of this new Tester include: 
24” lead wire between test prods, per- 
mitting wide span; 3” prod handles 
for deep probing; safety-rings on 
prods .to prevent fingers contacting 
tips: 10,000-volt lead wire; high-grade 
resistors between each prod and lead 
to limit voltage in the lead; neon lamp 
at front of prod in line-of-vision and 
all parts sealed against moisture. 
Made by: Ideal Industries, Inc., 
4192 Park Ave., Sycamore, Ill. 
Circle E51 on card 


Recording Thermometer 
Has Many Applications 


TO MEET SOME of the problems of 
building and factory maintenance 
which require certain temperatures be 
maintained for specific periods of 
time. Dickson Co. has developed the 
Minicorder, types 1A and 2. Type 
1A is a_ self-contained recording 
thermometer, 514” square and 22” 
deep. Its chart shows both past and 
present temperatures. Charts for 24- 
hour temperature record and 7-day 
records are available. 

Made by: Dickson Co., 7418 Wood- 
lawn Ave., Chicago, III. 

Circle E52 on card 


Hays Diaflow Meter designed 
as differential flow Meter 
THE HAYS DIAFLOW METER is a low 
differential flow meter for measuring 
air flow, gas flow or recording the ratio 
of air ‘low to gas flow. It is adaptable 
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at the Power Show... 


look at 


and See the difference 


@ Time - tested horizontal - rotary ad 


design. 

® V-Belt Drive for the high cup 
speed essential to efficient atom- 
ization. 


® Four-Hole Hinge circulates oil 
through oil heater so that hot oil 
is on the pressure side of the 
pump, allowing you to burn oil 
at higher temperatures. 

® Adjustable Air Nozzle provides 
accurate control of flame contour. 
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for performance you can BA NK on 





SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 









Dual Pumps and Reservoir com- 
bined with Constant Oil Rate 
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ROTARY BURNERS 


ade 


“HERE'S WHAT TO LOOK FOR: * 


Control provide controlled firing 


regardless of viscosity variation. 


Burn any grade of oil. Also 
available with combined gas 


burner for any type of gas. 


Fully automatic insizesto500 bhp 
with dual ignition, and hi-low or 


fully modulating control. 


LEXINGTON AVENUE 


POWER 
SHOW 


DEC. 1 thru 6, 1952 


GRAND CENTRAL PALACE 


If you’ 


BOOTH 7-E 
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re not going to the show, 


write for Catalog 


i 
7 








allt] fl 


ROTARY BURNERS 


107 











COMMERCIAL €& . 
INDUSTRIAL 
oilburning 


for industrial furnaces and sewage dis- 
posal plants, and can be used as a guide 
in achieving product, process and cost 
control. The Diaflow Meter utilizes 
the pilot method of operation in which 
no load is placed on the measuring ele- 
ment, It uses a dry diaphragm type 
measuring element, therefore, no 
water, oil, or mercury is required and 
leveling is eliminated. 

Unit construction, whereby parts eS 
can be removed separately or as a 
whole without affecting calibration has 
been used throughout. By means of a 
pivoted, swinging frame internal parts 
are accessible from the front of the 
case for easy removal without special 
tools. 

The measuring element is the Hays 
differential type diaphragm unit which 
will accommodate static pressures up 
to ten pounds and differential pres- 
sures up to 20” water. 

Made by: Hays Corp., Michigan 
City, Ind. 

Circle E53 on card 


Side walls of this tank are being insulated with the Nicholson & Galloway 
method, with special care being taken around the tangent stairway treads to 
insure a thoroughly watertight connection. The tank has floating roof consiruc- 
tion. Special scaffolding was developed to ride on the wind girder at the top 


Bunker C oil Tanks insulated 
at a Cost of $1 per sq. ft. 


bbe INITIAL. INSTALLATIONS of the 
Nicholson & Galloway method 
of tank insulation, performed by Tank 
Insulators, Inc., New York 29, N. Y., 



















section of the tank. 







were made three-and-a-half years ago. 
Since then more than one million sq. 
ft. of tank, still and kettle surfaces 
have been covered for oil and chemical 
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OIL PRE-HEATING 
US 





















* Integral adjustable thermostat elim- 
inates wiring problems. 

* Adjustable temperature dial marked in 
degrees. 

* Available with both thermostat and motor 
control built into unit. 

%& No relays or auxiliary controls needed. 

%*% Available with pipe-thread or flange 

header. 

* Wattages from 1000 through 7500. 

* Conservative watt-densities prolong 

life, minimize carbonization. 


WRITE DEPT. FO FOR DATA SHEETS 
PRS-152 & FRS-152 





ELECTRO-THERM INC. » SILVER SPRING, MD. 
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comp nies. Described as costing less 
than -| per sq. ft., the system remains 
as st: .cturally sound as the tank itself, 
and, ven at today’s cost, can be ap- 
plied at a substantial saving. 

A graphic demonstration of the 
tech ique’s effectiveness is evidenced 
by the results of tests conducted on a 
110.000 barrel Bunker C oil tank and 
insulated by the Nicholson & Gallo- 
way method, which indicated the cost 
of the insulation would be paid off by 
fuel savings in 19 months, Tests, con- 
firmed by the Shell Oil Company’s 
Products Application Laboratory at 
Sewaren, N. J., showed that with 
product at the 24 ft. level, an uninsu- 
lated tank had a constant heat loss of 
3,462,000 Btu/hr, reduced to 307,500 
Btu/hr when the insulation was ap- 
plied. Similarly, at the 40 ft. level, the 
heat loss from the uninsulated tank 
was 3,949,000 Btu/hr; heat loss from 
the insulated tank only 323,300 
Btu/hr. 

In these tests, the K fatcor approach 
to the Btu loss was further confirmed 
by the practical method of swinging 
“bosun’s chairs” over the side of the 
tank and taking actual readings of the 
tank’s skin temperature. 

Tank Insulators developed their 
method with the idea of overcoming 
such problems as preventing outside 
moisture from penetrating to the tank 
surface through shrinkage, slumping, 
sagging and shredding of the insula- 
tion material. First, the tank side-wall 
surface is divided into areas bounded 
vertically by hollow 18-gauge steel 
channel sections, horizontally by shelf 
angles, both rigidly welded. Fiberglas 
or other specified insulation is installed 
next against the bare tank wall, be- 
tween channel sections and, finally, 
corrusated aluminum cladding is ap- 
plied and firmly secured. The tech- 
nique has been used mainly on asphalt 
and ‘unker C tanks, but successful 
resu‘> have been obtained on tanks 
cont: ing various chemicals. 

O: ‘inally, aluminum cladding was 
laid  -rtically, but it has been found 
that rizontal laying of the aluminum 
Prod: cs a better looking job, requires 
fewe ‘tructural steel supports. and is 
accon: iished quicker. Another modi- 
ficati has been in roofing specifica- 
tions nd procedure. To withstand 
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for better, business... 


let’s talk 
BETTER EQUIPMENT! 





and better | equipment means — 


QUICK, SIMPLE INSTALLATION — 
designed for heavy duty and ruggedly con- 
structed, Preferred’s Heavy-Oil Burner is 
delivered to you completely assembled, 
internally wired and pressure tested, ready 
for service line hook-up and operation, there- 
by saving installation time and expense. 
Simple control settings make possible firing 
adjustments quickly. No extra fittings, fuss- 
ing, or fixing when you install Preferred. 

— Preferred’s extra long air nozzle 
makes installation under deep boiler water 
legs and combustion chamber arches not 
only easy but also allows self-supporting, 
thicker front walls in combustion chambers. 
As a result, your customers get longer refrac- 
tory life, better front insulation and you 
get better-satisfied customers with less serv- 
ice calls. 


Only Preferred can give you all these features to make 
your selling easier and your profits surer — 


Voluvalve” Fuel Regulator; High Speed Atomization; 
Precision Air-Oil Control; Dual-Pump Reservoir; Sure- 
Fire Ignition and it’s Completely Wired Internally and 
Special Long Nozzle. 


FOR COMPLETE DETAILS WRITE FOR BULLETIN 175-E. 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY - NEW YORK 23, N.Y. 
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winds of great force, the 1” fiberglas 
insulation now .is covered by two plies 
of 30 lb. felt, laid in hot or cold 
asphalt, followed by a membrane 
fabric coating embedded and finished 
with a mop coat of hot asphalt. Im- 
proved flashing details at the junction 
of the roof and sidewalls make it com- 
pletely storm and hurricane-proof and 
permanently weather-tight. 

A labor-saving device initiated to 


“Big-Ticket” Profit 


for You... 


.-e SHOW BIG FUEL OIL USERS 
(6,000 GALS. OR MORE PER YEAR) 
HOW TO CUT COSTS AS MUCH AS 

20% TO 30%... 


It’s just as easy to sell a “big-tick- 
et” item — quality equipment at 
a quality price with a “king-size” 
profit. In fact, you can cash-in het- 
ter and with no additional over- 
head than in the crowded highly 
competitive light-oil burner field. 
Big fuel users today are looking 
for burners that will enable them 
to use low-cost, high-heat value fuel 
oils up to and including No. 5 oil. 


THE “BIG-TICKET” PROFIT DEAL 
The Cleaver-Brooks HEV-E-OIL Burner, 
efficiently using the heavier, less expensive 
commercial No. 5 oils, instead of light oils 
costing 20% to 30% more. Hundreds of 
satisfied owners report big savings, costs cut 
as much as 20% — 30%. It’s a selling “‘nat- 
ural” in these days of high and rising costs. 


PACKED WITH REAL SELLING POWER 


the product of a nationally known manu- 

facturer of oil combustion equipment — 

quality equipment that sells at a quality 

price — with a king-size profit for you. 

HEV-E-OIL features: 

¢ Burns low-cost No. 5 oil 

e Automatic all-electric ignition — no ex- 
pensive gas pilots required 

e All air supplied by forced draft fan 

e Low fire starting—safe, smooth ignition 

e Full flame modulation — set exactly 
for size of boiler or furnace 

e Automatic pressure lubrication 

¢ High efficiency through accurately mea- 
sured oil and air flow 


PLANNED PROMOTION MATERIAL... 
includes display, decals, newspaper adver- 
tisements, folders, mailing pieces and sell- 
ing manual. 
Write today — for all the facts and 
figures on HEV-E-OIL Burners 

HEV-E-OIL BURNER DIVISION Jz J 
CLEAVER-BROOKS COMPANY 


Dept. M-378, E. Keefe Ave., Milwaukee 12, Wis. 


This tank is shown in the advanced 

stages of the application of Nicholson 

& Galloway tank insulation, employ- 

ing steel channel sections, insulation 
and aluminum cladding. 


cut installation costs eliminates scaf- 
folding by using specially-designed 
“swing staging” adaptable to any tank, 
even those with floating roof construc: 
tion. 

ae 


Fireye control Indicates 
smoke density through Stack 


THE FIREYE Photoelectric Smoke Indi 
cator Series FE continuously indicates 
the density of smoke passing through 
the stack of a power plant and signals 
when the smoke density exceeds a pre’ 
set valve. 

Firéye Smoke Indicators consist of 
three basic units: a light source, a 
photoelectric scanner, and a control 
and indicator combined into a single 
housing. The light source and scan- 
ner are mounted on opposite sides of 
the stack or breeching and the indi 
cator is placed on the control panel. 
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ERTCRAFT 


Direct Fired 


S?ACE HEATERS 


THe MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 


SERIES "A" FOR | 


e INDUSTRIAL | 
. BUILDINGS 


© BARRACKS 

© REPAIR SHOPS 
© HANGARS 

@ WAREHOUSES 
© SCHOOLS 


5° RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR O'L 
Capacities: 200,000-2,000,000 B.T.U. 


(Also Suspended Furnaces, | 
75,000-750,000 B.T.U.) | 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 








In the Fireye Smoke Indicator, the 
| alarm can be set to operate at any 
pre-determined value of smoke density 
from 10% to 100% light cut-off. 
Through the use of simplified mount- 
ing design and a specially designed 
shutter located in front of the light 
source lens, installation has been 
greatly simplified. 

Made by: Combustion Control 
Corp., Boston 15, Mass. 


Circle E54 on card 





Steam boiler Manufacturer 


bought by S. T. Johnson Co. 


S. T. JOHNSON CO. of Oakland, Calif., 
and Philadelphia, Pa., has purchased 
full control of Mears-Kane-Ofeldt, 
Inc., Bridgeport, Pa., manufacturers 
and gas-fired high-pressure 
steam boilers for more than 50 years. 

This business will be operated and 
expanded as a division of the S. T. 
Johnson Co. Robert P. Johnston, S. T. 
Johnson Co. vice-president, is in 
charge of the Mears-Kane-Ofeldt, 


Inc., division, but will also continue 


of oil 


in the capacity of director of eastern | 


operations for the parent company. 











INDUSTRY 
FOR 40 YEARS 


wR “gr SERVING 


Mechanical Atomizing Oil Burners 
Steam Atomizing Oil Burners 

Low Air Pressure Oil Burners 
Rotary Oil Burners 

Industrial Gas Burners 

Combination Gas and Oil Burners 
Tandem Block Combustion Units 

Fuel Oil Pump Sets 

Refractory Burner and Muffie Blocks 
¢ Valves, Strainers, Furnace Windows 


Detailed information gladly sent you 
upon request, 


Automatic Oil Burners for Homes, 
Churches, Apartment Houses, Factory 
Buildings and Office Buildings. 


Established 1912 == incorporated 1917 





NATIONAL AIROIL 
BURNER COMPANY, INC. 


1306 East Sedgley Ave., Philadelphia 34, Pa. 
Southwestern Division: 2512 So. Blvd.,-Houston 6, Tex. 

















Williams Corp., long a leading 
Heating Industry. Blue Cloth Bind 
pages. Price $4.00. 


HEATING PUBLISHERS, 
2 W. 45 St. New 





The Selling Man 


Specialty salesmanship in our day with emphasis 


on burner selling by W. A. Matheson of Eureka 


figure in the || ff 
ing, 6 x 9, 260 | | 


INC. 
York 36, N. Y. 

















AYFIELD * 


AUTOMATIC 












features. Wri 


GOOD TER 


=C..L. RAYFIELD 


WH0-18 S$. Halsted St., 


No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self- 
contained, all electric. 
bricating. Many new exclusive 
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Self-lu- 


ite for full details. 
RITORIES OPEN 


co. 


Chicago 8, Ill. 
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1860 BROADWAY 


Make that next job 


a better job 


Uniform Leverage 
Adjustable Weight 
Adjustable Arm 
Removable Weights 


Ps — with a 
PREFERRED 


Industrial 
Draft-A-Justor! 


A small detail but a big difference 
because you'll help your customer 
cut his fuel bill 10 to 30%! The Pre- 
ferred Draft-A-Justor controls natural 
draft automatically. Statically bal- 
anced, easy to install and adjust. Can 
be mounted in any of the four posi- 
tions shown — because it is 100% 
statically balanced. 


Available in all sizes to meet 


your needs on any job. Write 
today for Bulletin 800 






\. J) PREFERRED UTILITIES MFG. CORP. 


NEW YORK 23, N. Y, 
















~ICHAM issues new Report 


on space heater Sales 
A NEW STUDY, “Analysis of distribu- 
tion of vaporizing pot-type oilburning 
space heaters,” prepared by the Insti- 
tute of Cooking and Heating Appli- 
ance Manufacturers, Washington 8, 
D. C., reports sales activity for this 
equipment during the first six months 
of 1952. Also included in the study is 
a total for the period January 1, 1946 
through June 30, 1952. Both figures 
are broken down by states, as repro- 
duced in the accompanying table. 
The seventeen companies who re- 
ported their sales to the Institute for 
the first six months of 1952 are esti- 
mated to represent 43% of the indus- 
try. They sold 108,945 units to retail 
dealers. The six-and-a-half year total 
represented by the other tabulation is 
based on a varying sample that in- 
cludes wholesale as well as retail sales. 


This figure, estimated to be 65% of 
industry sales, shows a total of 4,308,- 
886 pot-type space heaters. 


The largest number of sales for the 
first six months this year was made in 
North Carolina where 14,276 of these 
units were sold and the greatest num- 
ber sold in the last six-and-a-half years 
went into Illinois where 359,118 sales 
were reported. By state groups the 
Midwest accounted for 43.8% of the 
total sold from January through June 
this year, followed by the South At- 
lantic states, 37.3%. For the years 
from January 1, 1946 through June 
30, 1952 these same state groups were 
one-two, but with greater disparity. 
For the Midwest states there were re- 
ported during this time almost half of 
the pot-type space heaters covered in 
the analysis, actually 47.2%, with the 
South Atlantic group second, but ac- 
counting for only 17.7%. 


Distribution of pot-type, oilburning space Heaters 














_ First 1/1/46 
Half through 
1952*  6/30/52** 

Maine 684 32,513 

New Hampshire 210 15,135 
Vermont 470 17,418 
Massachusetts 353 51,701 
Rhode Island 132 17,916 
Connecticut 243 30,288 
NEW ENGLAND ~~ 2,092 164,991 
(1.9%) (3.8%) 

New York 3,291 181,942 
New Jersey 316 55,444 
Pennsylvania 3,387 122,718 
Delaware 213 17,389 
Maryland =11,357 86,706 

D. C. 621 25,616 
MID-ATLANTIC 9,185 489,815 
(8.4%) (11.4%) 

Virginia 9,645 160,922 

West Virginia 128 16,363 
North Carolina 14,276 266,768 
South Carolina 5,375 102,499 
Georgia 3,926 91,904 
Florida 17,252 123,136 

SOUTH ATLANTIC 40,602 761,592 
(37.3%) (17.7%) 

Michigan 7,538 290,668 
Ohio 45,083 191,923 

Indiana 6,737 213,497 
Illinois 5,650 359,118 
Wisconsin 3,996 155,553 
Minnesota 4,542 206,724 
Iowa 5,175 188,725 

Missouri 4,220 208,283 
Kansas 225 51,527 
Nebraska 830 75,769 
South Dakota 1,392 51,663 
North Dakota 1,317 43,704 
MIDWEST 47,705 2,037,154 
(43.8%) . (47.2%) 
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Kentucky 1,110 58,305 
Tennessee 1,483 119,417 
Alabama 185 49,236 
Mississippi 22 20,153 
Arkansas 309 31,908 
Louisiana 29 14,130 
Oklahoma 1 21,566 
Texas 36 56,677 
SOUTH CENTRAL 22175 371,392 
(2.9%) (8.6%) 

Montana 168 28,315 
Idaho 717 29,105 
Wyoming 53 10,207 
Colorado 154 42,659 
Utah 307 21,624 
Nevada 46 9,785 
New Mexico 2 11,550 
Arizona 16 9,016 
MOUNTAIN 1,463 162,261 
(1.4%) (3.8%) 

Washington 2,651 141,360 
Oregon 1,991 102,784 
California 81 TTOST 
PACIFIC 4,723 321,681 
(4.3%) (7.5%) 

UNITED STATES 108,945 4,308,886 


*—Data for calendar year 1951 and 
the first half of 1952 cover sales to retail 
dealers only. 

**__Based on a varying sample which 
includes sales to wholesalers as well as re- 
tail dealers. 

Above figures are those gathered by the 
Institute of Cooking and Heating Appli- 
ance Manufacturers, Washington 8, D. C., 
covering a sample of the industry. The 
study, “Analysis of distribution of vapor- 
izing pot-type oilburning space heaters by 
states,” estimated the total of 108,945 units 
sold during the first half of 1952 to repre- 
sent 43% of industry total; the 4,308,886 
units sold during the period January 1, 
1946 through June 30, 1952 is estimated 
to represent 65% of the industry total. 


Oilburner Advisory Com a. 
meets to discuss steel Sup ly 


THE OILBURNER Industry Adv ‘ory 
Committee met with officials ot the 
National Production Authority on 
Tuesday, October 7, for the pur ose 
of discussing problems arising ‘ om 
lack of steel. Due to the fact that the 
production peak of the industry 
mally occurs in August, Septer.:! 
and October, production has | en 
slowed at the season’s peak becaus» of 
the scarcity of steel. 

While there is no specific shor‘ age 
of domestic oilburners, members of 
the Committee told NPA that the 
backlog of orders for commercial and 
industrial oilburners has increased as 
a result of the steel strike. This was 
also true for boilers used in apartment 
buildings, hospitals, schools and fac- 
tories. 

Manufacturers emphasized their in- 
ability to place steel orders with their 
usual suppliers, including warehouses, 
NPA officials could offer little assist: 
ance in solving this problem. Accord- 
ing to the government men, there will 
be little possibility that the steel in- 
dustry will work out from under the 
accumulation of carryover orders be 
fore the end of the first quarter of 
1953, and in the case of steel plate, 
this carryover may extend into the sec- 
ond quarter. NPA further said that 
warehouses have been unable to re- 
build stocks which fell to an average 
of 38% of normal as a result of the 
steel strike. Many Committee mem’ 
bers stated that production was kept 
going by substituting other gauges or 
sizes of material. 

John R. Winterberg of NPA’s 
Building Materials Division presided 
over the meeting, which was attended 
by the following industry representa: 
tives: 

Harold C. Day, American Radiator 
& Standard Sanitary Corp.; D. Grey 
Knowles, Anchor Post Products, !nc.; 
Edward F, Groves, Automatic Burner 
Corp.; J. V: Resek, Cleaver-Brooks 
Co.; Claude W. Schaefer, General 
Automatic Products Corp.; Robe't P. 
Johnston, S. T. Johnson Co.; Edvard 
K. Priest, The Lynn Products Cc.; H. 
S. Beagle, The Miller Co.; R bert 
Neville, The Nu-Way Corp.; '.. 5. 
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What’s in the Sensational 


Profit-Making MOR-SUN 
CONTROLLED INVENTORY PROGRAM 








the MOR- SUN CONTROLLED INVENTORY PROGRAM 


| E has become the hottest profit-making plan in the Home Heating Industry! — 
| P.sbecause it means GREATER PROFITS for YOU! 


Simply stated, it offers you a complete line of furnaces in just a 
few basic units ! 

You order a small stock of MOR-SUN basic furnaces, plus an 
equal number of assembled packaged burners you think you 
will require-— GAS, OIL or LPG. If you guess wrong — 
think nothing of it; you can exchange burner packages with us ! 
This means that the MOR-SUN Controlled — Program 
gives you, 












THE GENERAL PURPOSE MODEL 
: GP 13-12-13 


THE NEW GAS BURNER 






@ A smaller investment in stock. 

Quicker delivery to your customers. 

Furnace installed without burner and controls — can’t 

be pilfered in new construction. 

No worry about uncertainty of fuels. 

e Guarantee to the customer of inexpensive future change- 
over without loss of efficiency. 

@ NO DEAD INVENTORY. 


Only TEN .. . that’s the exact number of furnaces you stock 
to have a complete inventory of the New MOR-SUN LINE! 
They range in bonnet output capacities from 52,000 BTU to THE 
152,000 BTU. They can be fired with natural, mixed, manu- Bac nanny 
factured or liquefied petroleum gas—or with petroleum fuel oil. Pg 
Che MOR-SUN line is completely re-engineered—thoroughly 
field-tested to operate efficiently and economically with either 
gas or oil. 
Complete burner assemblies, ready for quick, easy installation, THE MOR-SUN OIL BURNER 
re shipped in separate packages. 
should your inventory become unbalanced with gas or oil 
varhers, you merely adjust it by exchanging burner packages. 
ou can control your inventory. 
‘o indecision in eatening, no pilferage on new home construc- 
on, no dead inventory! The basic MOR-SUN furnace is 
stalled now —the burners and controls later, when fuel 
ecision is made. 
it that’s.not the whole profit story . . . there’s more — and it’s 
urs for the asking . .. Phone or drop us a note. 





THE REVERSE FLOW MODEL RF 21 - 22-23 


: ALL MODELS EITHER OIL OR GAS! . 
MOR-SUN Furnace Division 


MORRISON STEEL PRODUCTS, Inc. 


Manufacturers of Roly Steel Garage Doors and Carry-All Truck Bodies 
695 AMHERST ST. Founded in 1912 BUFFALO 7, N. Y. 
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Bohn, Preferred Utilities Mfg. Corp,; 
Arthur A. Marcus, Radiant Utility 
Corp.; Russell C. Westover, Jr., Ray 
Oil Burner Co.; Gabe M. Marin, Sun- 
Ray Burner Mig. Corp.; R. H. Gus- 
tafson, The Sundstrand Engineering 


Co. 


\/ 
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Price of natural Gas seen 
as a Factor in its Supply 


IN A TALK at the annual meeting of 
the Independent Natural Gas Asso- 


ciation of America in Omaha, Russell 
B. Brown, general counsel, Independ- 
ent Petroleum Association of Amer- 
ica, Washington, D. C., stated the 
price which the gas producer receives 
for natural gas is an all-important fac- 
tor in a sustained and ample supply. 
The most important message the gas 
producer can give the purchaser of 
natural gas, Brown continued, is “If 
you want an assured, continued sup- 
ply of natural gas, provide an assured 
and continued market at a price that 
justifies the effort the producer must 











How To Cure Pulsation 


Engineers and service men cure a 
great many cases of pulsation with 
a DELAVAN type A (Hollow 
cone) nozzle of the proper size and 


spray angle. 


They report substantial improvement 
or complete elimination of pulsation on 


a high percentage of jobs. 





DELAVAN Type A 
(Hollow Cone) 
__ NOZZLE 


DELAVAN nozzles 

are guaranteed for accu- 

racy in rate of flow, spray quality 

and spray angle. Each nozzle is spray tested 
with oil pressure, viscosity and temperature 


accurately controlled. 


Order Delavan Nozzles with 
Hally Filters Attached 


DELAVAN 
Dust-Tight 
Nozzle 
Container 


WRITE FOR CATALOG 148 


DELAVAN 


MANUFACTURING CO. 


3009 SIXTH AVE., DES MOINES 93, 
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expend. When the disparity between 
what is paid for the production o/ gas 
as compared with other energy re- 
sources becomes fully recognized the 
problems of the producer, the trins- 
porter, the distributor and consw ner 
will be resolved in a normal com. eti- 
tive economy.” 


Brown pointed out that from the 
consumer’s standpoint, only 6¢ ou: of 
every dollar the consumer pays rea: hes 
the producer of natural gas. As s:ch, 
price controls become “growth ¢on- 
trols . . . and serve only to perpetuate 
existing inequities at a time when gas 
should be free to seek its proper eco 
Such artificial controls 
serve only to foster a shortage of gas.” 


nomic. level. 


He voiced concern over the con- 
tinued threat of possible federal con- 
trol of the production of natural gas 
and called for the united support “of 
every person concerned with the pro- 
duction, transportation, distribution or 
use of natural gas” to remove the 
threat of federal intervention. 
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U.S. Department of Labor 
fueloil Prices (August) 


FIELD INVESTIGATIONS for the Depart- 
ment of Labor monthly check prices 
of principal fuels in several cities in 
each section of the country. Getting 
retail quotations from various sup’ 
pliers in each market, the prices are 
averaged and published, including ap- 
plicable state and local taxes. Those in 
the table that follows were taken from 
prices of August 15 (cents per gal: 


lon) : 

Range No. 1 No.2 No.3 

Boston 15.70 15.37 13.40 

Manchester 16.20 15.70 14.10 
Portland, Me. 15.20 15.20 13.20 . 
Buffalo 16.06 14.85 14.85 
New York aa Loane . 
Philadelphia 14.23 13.00 . 
Chicago 14.83 14.48 13.57 13.57 
Detroit s “B04 4401 o 
Milwaukee . 15.04 14.10 14.00 
Kansas City .. 13.06 12.04 12.04 
Minneapolis 14.77 14.30 13.48 13.53 


Baltimore 14.08 13.57 
Wash., D. C. .. 14.55 13.67 
Jacksonville ackde 1380 sa 
Norfolk . 14.00 12.90 12.90 
Richmond -- 14.38 13.30 oe 
Savannah sna PROG: 14:52 o- 
New Orleans 43.355 42.77 \te 
Denver we’ FAAP 23.32 + 
Portland, Ore. we 450 22210 
San Francisco ss Boe? EL4 
Seattle + £3.33 £3220 
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* “Adjust the carburetor with the motor OFF ? NO!” 
"Why Do It With An Oil Burner?” 


OIL cand AIR 


ADJUSTMENTS& 


while the burner is operating! 


Glebe Now. 


New Low Pressure 


TWO STAGE FUEL UNIT WITH 
SELF PURGING RESERVOIR! 


You wouldn’t let a mechanic adjust the Carburetor on your 
car with the motor off, so why would you even consider 
adjusting an oil burner while it is off . .. and you must 


with «rdinary oil burners . . . but not Combustioneer. 


Combustioneer...1S BETTER 


Combustioneer is the only Low Pressure Oil Burner on 
which secondary air and oil capacity adjustments can be 
made «hile the burner is running! A simple screw adjust- 
ment >ermits any exact fuel capacity selection between .50 
and « 00 g.p.h. 


AGAIN it’s Combustioneer 


Anoti.r first. The new Combustioneer dLP Oil Burner 
has « ‘WO STAGE Fuel Unit with a Self Purging Reser- 
voir. tor inside or outside tank installations . . . draws up 


to 38 ‘t. horizontally plus up to 15 ft. vertically. 
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Combustioneer EXCLUSIVES 


@ Adjusts oil and air while burner is running 

@ Two Stage “Hydra-Vated” fuel unit 

@ Self purging reservoir 

@ Oil lift up to 15 feet vertical plus 38 feet horizontal 
@ Oil capacity range .50 to 4.00 g.p.h. 

@No extra lift pumps required 

@‘Free Floating” piston 

@ Positive start and shut-off valve 


Write for Combustioneer Franchise Details 


Combustioneer DIVISION 
The Steel Products Engineering Company 
1271 W. Columbia Street, Springfield, Ohio 


| 

| 

| ; 

| Please send me, without obligation, all details about the 
} new Combustioneer Low Pressure Two-Stage Fuel Unit 
. and about a Combustioneer Dealer Franchise. 

| 

| 

| 

| 


NAME 
FIRM NAME 
STREET ADDRESS 
CITY ZONE STATE 











ee ee ee 





Gas Burners ® High and Low Pressure Oil Burners ® Stokers © Coal-Gas-Oil Furnaces * Humidifiers 


Division—tThe Steel Products Engineering Company, Springfield, Ohio 
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Preview of Displays at 
Eleventh heating Show 


MANY NEW DEVELOPMENTS both in 
the fields of warm air and wet heating 
will be exhibited at the 11th Interna- 
tional Heating and Ventilating Ex- 
position to be held at the International 
Amphitheatre in Chicago, January 26 
to 30, 1953. Exhibitors’ plans reveal 
that there will be an increased empha- 
sis on forced warm air heating, includ- 
ing the comparatively newer small 
pipe, higher pressure method of dis- 
tribution; perimeter heating utilizing 
warm air wall curtains, as well as warm 
air baseboard. Systems utilizing 4/2” 
ducts, which, according to the manu- 
facturer, will offer 40% more capacity 
and can be used with any type of fur- 
nace, will be introduced as well as new 
lines of small pipe fittings. 
Accompanying these newer prod- 
ucts in the warm air heating field will 
be several new type diffusers. One of 
these operates on the low velocity pres- 
sure displacement principle and is com- 
pletely concealed when in place, re- 
quiring no tools nor cutting of panels 


when being installed. Two new dif- 
fusers especially designed for perimeter 
heating will make their debut. 

Hot water heating systems will also 
be featured at the exposition, incorpo- 
rating newer, smaller, light weight 
pumps and also centrifugal pumps hav- 
ing a new mechanical seal of a ma- 
terial described as approaching dia- 
mond hardness. A great variety of 
packaged boilers will be in evidence, 
extending from small residential units 
to industrial power and heating boil- 
ers in units up to 500 hp or even more. 
One manufacturer will exhibit an all- 
in-one factory-assembled boiler for in- 
stallation in kitchen, basement or util- 
ity room, ready to furnish domestic 
hot water and/or heat, automatically, 
as soon as it is placed in location. 

A new air-atomizing burner for 
which the producer claims a clean and 
excellent flame pattern, fires a range 
of fuels from light oil to No. 6 Bunker 
C with a modulated operating range 
of 30% to 100% load. 

One of the Exposition’s key fea- 
tures will be an educational exhibit of 
ASHVE on the second floor of the ex- 


position hall. By means of simple in- 
struments and demonstrations it will 
present some of the Society's research 
projects, These will include a ph vsio- 
logical reactions display showin; the 
reactions of human beings to su: den 
changes in temperature and humiity, 
as well as demonstrations of air low 
effects and special air flow measi ing 
instruments. 
Se 
“Mike” Braden, oilheating 
Pioneer and Enthusiast, « ies 


MARSHALL H. BRADEN, one of the 
pioneers in the oilburner industry and 
Charter Member No. 12 of the Old- 
Timers’ Club, suffered a heart attack 
on September 17 and passed away 10 
days later, September 27. “Mike,” as 
he was known to hundreds of oilheat- 
ing men and women, gained his early 
experience working on the Williams 
Oil-O-Matic burner back in 1918. 
Later he formed the Dooley-Braden 
Co. in Rock Island, which afterwards 
became the Nu-Way Corp. 
Following his resignation from Nu 
Way in the late twenties, he organized 





TO KEEP FUEL OIL CUSTOMERS 
--- SATISFIED, INSTALL A 


FUEL 


OL 


FOR PROTECTION OF FUEL OILS AND BURNER 
PARTS...AND REAL PROFIT FOR YOU 


GENERALS 


*® ELIMINATE CLOGGED NOZZLES AND BURNER PARTS, TRAP PARTICLES AS SMALL AS 5 


MICRONS. 


® ALLOW QUICK, EASY FELT CARTRIDGE REPLACEMENT — WITHOUT DISTURBING PIPING. 
%® CAN BE INSTALLED WITH A FEW SIMPLE HAND TOOLS AND JUST TWO PIPE CONNECTIONS. 


%& HAVE THE FINEST, ALL-WOOL FELT CARTRIDGES. 
*& HAVE STURDY INNER WIRE SCREEN TO BACK UP FELT AND PREVENT COLLAPSE. 


& FIT ANY JOB... LARGE OR SMALL. . 


. HOME, BUSINESS, TRAILER, ETC. 


V4 DELUXE MODEL 
2A-300 


FOR BIG, 
DIRTY JOBS 


MASTER MODEL 
2A-700 


FOR MEDIUM 
NEEDS 


STANDARD MODEL 
TA-25 


FOR SMALL HOMES, 
SPACE HEATERS, 
ETC. 


g General Filters 
carry this ; 
Underwriiers 
Laborato ies 


penne 


CLEAN RIGHT 


The few minutes you spend to install a GF is profitable time for 
years to come... 

@ Easy cartridge replacements each season. 

@ No more troublesome service “‘call-backs.”’ 

@ Satisfied fuel oil customers year ‘round. 


SOOT REMOVER 


cleans any heating sys- 
tem quickly, safely — 
leaves no residue. Man- 
ufactured for General 
Filters, Inc. 


12890 WESTWOOD AY 


GENERAL FILTERS 
DETROIT 23, MICHI 


INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO | 
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Low Pressure Oil Burner 
Capacities Y2 to 6 GPH. 


Capacities to 1,000,000 BTU. 












Furnace— 
Utility Boy 
Oil Capacities 
Furnace— 60,000 
Model “wo” and 90,000 
Capacities to 146,000 BTU. BTU. 








Hi-Cap Steel Furnace 
Stoker or oil-fired. Coal-fired Furnace 








WINKLER TRAINING INSTITUTE 
-NS AVERAGE SALESMEN INTO STARS 


nkler backs-up its line of fine heating equipment 

a comprehensive Training Program .. . free to 

ler dealers and their personnel! The School covers 

procedures proved most successful—product 

onstrations—business promotion methods. Not 

2 series of lectures! After individualized instruc- 

» by factory experts, trainees make actual sales 

'-catations—learn how to close sales every month 
ie year, 

-20 available is an engineering course in sizing, 

Stalling, wiring and servicing Winkler Products. 
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High Pressure Oil Burner 
Capacities % to 15 GPH. 


Capacities to 250,000 BTU. 







Rotary Cup 
Heavy Oil Burner Gas Conversion Burner Oil Floor Furnace 
Capacities 4 to 70 GPH. Capacities to 300,000 BTU. Capacity 60,000 BTU. 











Furnace— 
Utility 
Boy 
Capacities 
60,000 
Gas Furnace, Model “G-SF” and 80,000 

Capacities to 192,000 BTU. . BTU. 








































Oil Furnace, Model “O-SF” 
Capacities to 250,000 BTU. 













Universal 
Furnace 
Gravity, forced 
or counter-flow 








circulation. 
Oil-fired Boiler Wall Furnace— Capacities 
Capacities to 146,000 BPU. Gas or oil-fired to 82,000 BTU. 





Domestic Stoker Commercial Stoker industrial Stoker 
20 to 50 Ibs./hr. 75 to 150 Ibs. /hr. 200 to 1000 Ibs. /hr. 











Two things will strike you when you check Winkler Heating Products. 
The first is quality .. . apparent in every detail of design and con- 
struction. Quality that makes satisfied customers . . . and the reason 
why one Winkler sale leads to another. 

Second, you’ll see that you won’t lose sales because of a “‘short’” line. 
Winkler Oil Burners, Gas Burners, Furnaces, Boilers and Stokers cover 
so wide a range that you can satisfy virtually all heating equipment 
requirements. 


Write today for information on how to obtain a Winkler Franchise. 


WINKLER 


AUTOMATIC HEATING EQUIPMENT 


U. S. MACHINE CORPORATION 
Dept. H-112, Lebanon, Indiana 














the Braden Engineering Co, at Provi- their advertising, promotional and 


dence, R. I. His associates were How- selling campaigns. It was the fore- 


ard Holcombe and George Hodgson. 


Their’s was an entirely new and novel 


runner of the modern private label 
burner manufacturers and it broke the 
$100 wholesale price to dealers for the 
first time. As so many innovations do, 


plan for a comparatively young oil- 
heating industry. They formed “‘asso- 


ciates” in various areas who bought it received strong criticism in the field 
stock in the parent company and pur- and subsequently failed. 
chased the components of oilburners. Next, Mr. Braden formed Oil 


These were shipped direct to the Burner Builders, Inc., at Bellevue, 
and mounted on the 
chassis castings which Braden shipped 
to them. Each participant had his own 
name plate and all joined together in 


Iowa, to build conventional oilburn- 
distributed in a 
manner. After selling out he was asso- 


ciated with the Aldrich Co., Wyo- 


“associates” 


ers, conventional 








Do Your PRESENT 
PRECAST CHAMBERS 
Give You ALL these Advantages? 


a TM 


1. Low initial cost. _ 


2. Low installation. 
cost — only 5 pieces. 
| 








to assemble. 


3. K-factor equal to 
insulating brick. | 


4. Excellent perform- 
ance with either high 
or low pressure 
burners. 


5. Scientifically 
acked to prevent 
ener 


... if the answer is NO -- contact us NOW! 


KOLB 


MOU CHM RUC CCG le 





REFRACTORIES Meadow & Jackson Sts. 
COMPANY Philadelphia, Penna. 
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"Mike" Braden 


ming, Ill., for some years. At the 
time of his death he was president of 
the Fuel-Master Corp., Toulon, Ill, 
manufacturing a pump to convert 
high-pressure burners to low-pressure. 

“Mike” Braden exerted consider: 
able influence on the oilburner indus- 
try in its early years with his ideas 
on ignition devices, the manner of 
admitting air in proper volume to gun 
burner blast tubes and similar design 
innovations. His ideas on_ possible 
forms of distribution of oilheating 
equipment also were considered uncon- 
ventional. He was an engineer, pro- 
moter, production man and a strong 
oilheating enthusiast all his adult life. 
He was born November 6, 1894, in 
Christian County, IIl. 

He is survived by his wite, Mrs. 
Luella M. Braden, who, with the 
assistance of her son-in-law, will 
continue the Fuel-Master business. 


o, 
“9 


Earl A. Vallee has retired as an ofh- 
cer of A-P Controls Corp., Milwav 
kee, Wisc. Well-known for his activi 
ties in the heating and refrigeration 
fields, Vallee joined A-P in 1935 as 
sales manager. For the past ten years 
he has been executive vice-president 
of the company. 


J. Roy Knox and E. J. Grady, 
United States Radiator Corp., Detroit 
26, Mich., were elected vice-president, 
U. S. division sales and vice-president, 
Pacific boiler division sales, respective’ 
ly. Knox has been general sales man’ 
ager of the company’s U, §, Division 
for the past three years, prior to which 
he was manager of its Pittsburgh 
branch. Grady has been gener: | sales 
manager of the Pacific boiler ¢:vision 
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SPONGE RUBBER 
DUST SEAL ALONG BACK 
(Prevents Wall Streaks) 
SOLID METAL _- {SLaaneceeeeeCEn BEINN 








TOP MOULDING 
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ATTRACTIVE 
SNAP-ON 


Up here in northern New York State our 
Soppertion Oo MMT mb, customers sure praise their General ~ 
WALL BRACKET wi ‘ pe P 
Automatic floorlevel hot water heating 
systems ... And from our viewpoint of 
easy installation and sure profit we can’t 
praise floorlevel enough! 


We are installing it with equal satisfaction 
in new homes and old . . . The compact, all-in- 
one package units make installation a cinch. 
With no special tools needed and standard 
parts that are quickly available we save labor, 
time and money with floorlevel every time! 


HOT WATER BASEBOARD RADIATION Very truly yours, 


Floorlevel is your answer to hot water heating SIMMONS & OAKSFORD 
sales. For individual homes, row homes and Poca w %a, “Ad 
complete apartment projects. James W. Oaksford 












Floorlevel’s all-in-one profit package stream- 
lines your installations, increasing your cus- 
tomer satisfaction and giving you extra profits. 





THE WARM AIR PACKAGE 


Temp-RD Air 


featuring a new type diffuser that 
assures even heat through the entire 
house. 


DUAL DE-AIRATOR TANK 


A positive eliminator of 
air blocks in forced 
hot water 
systems. 





A om package including—new G/A Air Diffusers, furnace bonnet 
assembly, with quick knockout holes for joining duct lines. 4” — 
pipes in 24” ineathe and 90° adjustable elbows to reach almost any an 














A complete return air A 
including cold air return grille COMPLETE 
9” round pe and furnace PACKAGE 


bonnet assem 

—— Including . . . fin-type 
heating Siieh front pane: and top moulding--pack- 
aged in convenient 10 ft. lengths. Wall brackets, in- 
side corners, outside corners and splices. 


Spec. 56 gives you the complete 
details on the G/A profit package. 


| aD ee cru tat 
also offers you the 
circulator, flow 
control valve, and 
boiler-burner unit 
designed to work 














C.- NVERSION 

BL NERS BOILER BURNER WARM AIR UNITS 

Al: izes up to 20 G. P. UNITS Compact. Highboy and level Hot Water 
M <spacity. Featuring from 200 sq. ft of Lowboy models .. . 4 

the “/A vibration-tree radiation . . . ready for 85,000 to 200,000 B. T. GENE RA L AU TOMATIC PRO D UCTS CORP. Baseboard Heating _ 
un-versal coupling. installation. U. capacity. 2300 Sinclair Lane © Baltimore 13, Md. 
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Industey Grouyas 


Activities of local and ‘national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 18th. 


Discuss burner Market 
at Baltimore Luncheon 


OIL PROGRESS WEEK was formally 
launched in Baltimore on October 9 
with a luncheon at the Hotel Stafford, 


jointly sponsored by the Oil Heat As- 
sociation of Maryland, the Oil Indus- 
try Information Committee and the 
Oil-Heat Institute of America. Pre- 
ceded by a parade of fueloil trucks 
of the various Baltimore fueloil dis- 
tributors that terminated at the hotel, 
the luncheon was a sellout with people 
who wished to purchase tickets at the 
last moment being turned away. 
Among the nationally and locally 
prominent oilheating men seated at 
the speakers’ table were Jack Levin, 
President of the Oil Heat Association 

































---TO A MODERN SERVICE TRUCK! 


It’s easy. It’s quick — COSTS LESS THAN YOU THINK. 
CRAFTSMAN Side Boxes give you “carrying space” for your 
Tools, Parts, Supplies, Equipment. Anyone can mount them. 
Bolts and brackets furnished. They’re all-steel, welded, 
weather-tight — built to outlast your truck! 75”, 85” and 96” 
lengths fit ALL Pick-Up-Trucks—%-ton, %4-ton and 1-ton 
models. Available with Pipe Carrier Brackets, Ladder Racks, etc. 
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of Maryland, T. A. Crawford, regj- 
dent of the Oil-Heat Institu:> of 
America, Frank Harbin, Chairm :n of 
the Program & Arrangements ‘om- 
mittee, F. McGrea of the Oil Inc istry 
Information Committee, F. Burrc ighs, 
Secretary of the Distribution Di: ‘sion 
of the OHI and Tom Carsons of +her- 
wood Bros. 

The speaker was Charles H. } urk- 
hardt, associate editor of FUELC iL @ 
Om Heat. In his remarks Burk’):ardt 
traced the rapid growth of the oil 
burner industry from 1930 when there 
were but 648,500 burners installed to 
the present time of 6,300,000 installa- 
tions. “This impressive growth over a 
period of but 23 years mirrored,” he 
stated, “the dynamism and vitality of 
the automatic oilheating industry 
which has now grown to over a two 
billion dollar annual market. In 1951,” 
he continued, “domestic burner retail 
sales reached 557 million while indus- 
trial burner retail sales were 82 million 
for a total of 639 million dollars in 
burner equipment sales. Added to this 
was fueloil retail sales exceeding $1, 
586,000,000 and retail service sales 
reaching a volume of 111 million dol- 
lars. These figures totaled nearly 2¥y 
billion dollars. 


10 Million Burners by 1975 








“The future of the industry is a good 
one,” he added, “since the Materials 
Report to President Truman foretold 
12 million oilburners being installed 
by 1975, However with average sales 
of only 600,000 burners a year, the 
industry could reach that goal in one 
half the time projected by the Com 
mission's report. 

“The replacement market offers a 
great opportunity to dealers since 
there are 2,135,000 burners installed 
that are at least twelve years old or 
over, and 1,152,000 burners installed 
that are at least seventeen years old. 
In addition there will be a stable de- 
mand for over 500,000 new dwelling 
units per year, since based on an vighty 
year average life for a dwelling unit, 
as against the 46,000,000 units :n the 
United States, over half a mill! n be’ 
come obsolete each year and r-quire 
replacement, Add to this 1,5( 7,000 
marriages per year and a pop: ‘ation 
increasing at a rate of over two » illion 
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SPENCER 


The Quality Line of 
HEATING BOILERS 


You can select from 76 different 








models, both cast iron and steel. 
Versatile, dependable, every 

Spencer Boiler is backed by more 
than sixty years of leadership... 
precision engineered and manu- 
factured to give superior, guar- 


anteed service. 


“C" SERIES 







Fully approved under SBI Code. 


‘SBI. Designed, constructed, and 


aos cme ON, 


stamped (H) in accordance with 
the requirements of the ASME 






One of Spencer’s more than 20 different residential models Boiler Construction Code. 


with capacities ranging from 320 to 3,000 square feet, steam. 


THERE IS A SPENCER FOR EVERY BUILDING... FOR EVERY FUEL 


WRITE FOR SPENCER CATALOGUE TODAY. SPENCER 


HEATER 
%,, \LYCOMING-SPENCER DIVISION 
momen ¢ TT 
“SPory [1 CO penns*” 





121 











2 a a 
8 ae ¢ | 


DUAL 
ECONOMY 


Installation economy for you 
because the Dual 8 is easy to in- 
stall and service: the cabinet is 
installed after all piping is com- 
pleted; all controls are on the 
front of the boiler; the intensi- 
fier tubes are readily accessible. 
Economy for homeowners be- 
cause they get faster heat with 
_less fuel: the intensifier tubes 
see to that by cutting chimney 
heatloss and speeding heat trans- 
fer. Then add A.S.M.E. Code 
Construction and contagious cus- 
tomer satisfaction ...that’s a 
recipe for more sales and more 


profit. 


STAINLESS STEEL 
INTENSIFIER TUBES 


Write for new fold- 
er: 1033 New Britain 
Ave., West Hartford, 
Conn. 











. . + Industry Groups 


a year and the future offers a basic 
stable and encouraging picture for the 
automatic oilheating industry. 

“The Maryland oilheating men 
have done a splendid job in further- 
ing the interests of the industry in 
many ways,” the speaker concluded, 
“and this is demonstrated by the fact 
that although Maryland comprises 
only about 177% of the total popula- 
tion, over 4% of the nation’s oil burn- 
ers are installed in this state.” 


| Two OHI Chapters accepted 


for Membership by Directors 


| TWO NEW GROUPS of oilheating deal- 
| ers, the South Jersey Fuel Merchants’ 


Association (serving the tri-county 
area of Burlington, Gloucester and 
Camden counties around Camden, 
N. J.) and Oil-Heat Institute of 
Greater Detroit, Michigan, were 
accepted for chapter membership in 
the Distribution Division of Oil-Heat 
Institute of America at its directors’ 
meeting at Virginia Beach, October 
9. This brings the total chapter mem- 


| bership of the Division to 31. 


The South Jersey group has existed 
for years as a solid fuel retail dealers’ 


| organization, afhliated with the Fuel 
| Merchants’ Association of New Jer- 
| sey, a statewide organization. The 
| growing dominance of the automatic 
| oil heat phase of these dealers’ opera- 
| tions had dictated the need for joining 
| OHI as the national trade association 
| for all segments of the automatic oil 
| heat industry. 


The Detroit chapter of OHI is a 


newly-organized association of fueloil 


and oilburning equipment dealers. The 
Detroit group held its first full-scale 
organizational meeting October 16. 


Stackpole speaks at 


opening MOHA Meeting 


| AN OVERFLOW ATTENDANCE greeted 


C. S. Stackpole, vice-president and 
general manager, Williams Oil-O- 
Matic Div., Eureka Williams Corp., 
Bloomington, IIl., at the first fall meet- 
ing of the Massachusetts Oil Heating 
Association, Inc., held at the Hampton 
Court Hotel, Brookline, Mass., on 
October 21. Mahlon Walker, God- 
frey Fuel Co. and MOHA president, 
conducted the business portion of the 








Efficient design 
lowers price of 
Pullman 
Furnace & Boiler 
Vacuum Cleaner 


Here is the vacuum cleaner that 
gets you into the cellar and allows 
cleaning jobs to develop into profit- 
able service work. Light in weight and 
very portable — only 30 pounds, yet 
has 11% bushel capacity. No outside 
bag to worry about. Clean, neat ap- 
pearance for working in living quar- 
ters of the home. Integral motor, 
internal filter, and circular air flow 
increase, the efficiency of the PULL- 
MAN vacuum and allows manufac- 
turing cost savings which are reflected 
in its low price. No maintenance to 
worry about — just empty the con- 
tainer. Ball bearing, life lubricated, 
sealed motor. Electro-welded steel 
container. Equipped with 35’ cord, 
10’ hose, and 27” crevice tool for only 
$159.50 list, less trade discounts. 
Send for circular and name of nearest 

PULLMAN 


jobber. 
NEW fuuman 


PAPER FILTER 


New disposable paper filter 
protects fabric filter from 
soot acids and clogging. 
No more after-hours filter 
cleaning — just toss away 
and drop in clean filter 
paper. 

CONVERTS TO POWER BLOWER in jiffy. 

Blow out fuel tanks, clean air ducts, registers, 

beams, floors and in shop. 


PULLMAN SALES C0 1P. 


MFR: BOSTON 19, M/SS. 
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a HEIL petroleum transport tank 
makes dollars and sense! 


Now — more than ever — your choice 
of a delivery tank may influence your 
earnings far into the future! 


Look beyond original cost. If you can’t see 
long-range, profit-making performance, a 
tank is expensive at any price! 


Better products are made of ideas as well 
as steel. In 1938, for example, Heil revolu- 
tionized truck-tank engineering with the one- 
piece, integrally-welded design which elimi- 
nated tie-bands, bolts, and heavy conventional 
sub-frames, saving 15% in dead weight and 

















increasing payload proportionately. And it 
was an original Heil idea back in 1936 that 
led to the whole concept of the modern, 
lightweight trailerized tank. Even today there 
are no successful tanks on the market that are 
lighter or stronger than those original designs. 


It is significant that three out of four sales 
of Heil tanks are repeat sales to satisfied users 
— that Heil tanks are usually the last ones 
in a fleet to be replaced — and even then 
bring higher re-sale prices! 


. 


Get complete details. Send 
now for latest illustrated 
booklet, Bulletin TT-52227 
on Heil gasoline and fuel-oil 
delivery units. No obliga- 
tion of course. 


THE HEIL co. 


DEPT. 39112, 3039 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee — Hillside, N. J. 


District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, 
Chicago, Minneapolis, Kansas City, Dallas, Los Angeles, Seattle 




















. Industry Groups 


dinner-meeting, ‘introduced the ofh- 
cers: Vice-President, Thomas Scott, 
Buckley & Scott Utilities, Inc.; Secre- 
tary, C. Y. Woodbury, C. Y. Wood- 
bury Co.; Treasurer, Stanley Wood, 
Automatic Heating Corp. and Hon- 
orary Secretary-Treasurer, Fred N. 
Beckwith, Oil-Heat Institute of New 
England. 

Stackpole’s talk consisted of a 
delineation on the attributes of a sales- 
man, interspersed with humorous 
anecdotes and side remarks. He 


assumed from the start that the assem- 
bled dealers and salesmen were observ- 
ing all the requirements of good sales- 
manship, but felt it necessary to 
inform them of some of the bad selling 
practices of “unenlightened dealers in 
other sections of the country.” 
Stackpole prefaced his remarks with 
the statement that everybody in an 
organization should be sales-minded 
and then launched into detailed dis- 
cussions of selling attributes which 
admittedly were “corny and old-fash- 








var 
onde" WANDY-KAPS 


scientifically Concentrated C, apsule 


ACTUAL SIZE 


REG. & PAT 


PROPER PRE-MEASURED PRE-FORMULATED TREATMENT 


CERTIFIED 


AY TRIBUTED 


QD WARNES we. 
VAAXLEN STREAM, REW woRK 


BY NEW YORK 
TESTING LABORATORIES 11 


Street 


ALL BRANCHES 


akohal hic keith a-te il ob 


DOMINION PRODUCTS COMPANY 


West 42 


New York 36, N. Y. 





ioned,” but “for which there has been 
found no substitute because the’ are 
time-tested and effective.” Under ying 
theme of the talk was that sellin: was 
dependent upon “Contacts, cor acts 
and more contacts,” followed wit the 
observation that dealers should wel- 
come coupon inquiries, cold canve sing 
appointments or any other excv- to 
call on prospects, because each rv re. 
sented a “free ticket to the theater of 
the home.” 


OHOT welcomes new Mem/ers 

in its first Fall Meeting 
THE FIRST FALL MEETING of the Oil 
Heat Old Timers, Inc., Long Island 
City 1, N. Y., held at the Old Brew 
House, New York City, on October 
16 discussed plans for stepped-up sea- 
sonal activities. 

Applications from seven new mem- 
bers were approved at the meeting. 
New members welcomed were: Fay 
Kinne, South Orleans, Mass.; Moe 
Spiegel, Bronx, N. Y.; Bert Dunphy, 
Baldwin, N. Y.; Fred J. Liebold, 
Brooklyn; Thomas E. Dauch, West 
Hempstead, N. Y.; Herbert M. 
Cowan, Ozone Park, N. Y., and Frank 
Cox, Flushing, N. Y. 


Fueloil Co-op holds 
fourth annual Dinner 
THE FOURTH annual dinner and dance 
of the Fuel Oil Merchandising Co 
Operative, Inc., Brooklyn, N. Y., was 
held on October 18 at the Hotel 
Granada, Brooklyn, with better than 
200 members and guests present. The 
enjoyable social evening was high 
lighted by a good dinner, short 
speeches and diverting entertainment. 
John Scovell, Paramount Fuel Co., 
and president of the Co-Op, was the 
only speaker and limited his pertinent 
remarks to less than three minutes. He 
traced the growth of the organization 
since its inception and remarked it was 
fitting the dinner was held during Oil 
Progress Week. Defining the basic 
aim of the Co-Op as assisting in ele 
vating the business ethics of the small 
dealer and in teaching him how to 
make this step, Scovell conclude: with 
the observation that the organi:ation 
was striving to show the way ‘» put 
business on a higher level and © if we 
do this, and we're trying, we'll » .stify 
our existence for many years to © me.” 
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ENGINEERING 


i! PRODUCTION 





HEAT-RESISTING 


STEEL 


SHEARED TO SIZE 























If you are using or contem- 
plating the use of heat- 
resisting steels for combus- 
tion chambers for oil burner 
furnaces, we are specialists 
in producing these types of 
steels. 

Whether you are a large 
or small user of these steels, 
our steel making facilities 
can offer exceptional service 
by especially shearing to 
your specified combustion 
chamber steel blanks, or 
multiples thereof. 


1 More quiet burner operation 


2 Cleaner heat 


3 Better temperature control 


4 Considerable savings 
on fuel costs 


* 
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BORG-WARNER CORPORATION 









Plant: New Castle, Indiana 
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rsoll STEEL DIVISION 


310 Seuth Michigan Avenue, Chicage 4, illinois 





SAVES INSTALLATION TIME 


SAVES 
SERVICING 
TIME 

















SAVES 
DELIVERY 
TIME 


SAVES FUEL 


SAVES SPACE 


ECONOMICAL 
HEAT AND 
HOT WATER 










: olity boiler 
begins to pull pro prospects. Its two sensi- 
tive aquastats and selected controls tag you the 
installer who offers priceless heat and hot water 
at lowest cost. Venko enables you to assure 
prompt delivery, too, a further benefit to your 
customer and yourself. This is because Venko in 
its especially designed crate which fits through a 
30 inch door, is so quick and easy to handle. An- 
other advantage still, is the fact that Venko ar- 
rives fully wired and assembled. Yes, with all parts 
properly installed, all controls thoroughly tested, 
all wiring in place, this expertly designed boiler 
saves time and Idabor and paves the way to more 


profit oh more Apane e y ee 


NATIONALLY ADVERTISED 

























. . « Industry Groups 


Wholesaler Associations 
hold national Convention 


THE FIRST national convention of the 
American Institute of Wholesale 
Plumbing and Heating Supply Asso- 
ciations held at Atlantic City from 
October 19 to 22 was heavily attended. 
With total registration exceeding 1,- 
600, including over 200 representa- 
tives of manufacturers, a program re- 
plete with top notch speakers provided 
a number of interesting and worth- 
while sessions for all attending. 


The American Institute which is an 
association of wholesale associations 
includes the Middle Atlantic Whole- 
salers Association, New York State 
Plumbing and Heating Wholesalers, 
Inc., Plumbing and Heating Whole- 
salers of New England, Southern 
Wholesalers Assn., and the Whole- 
sale Distributors Assn, The purpose of 
the Institute is to protect by legal 
means and to promote the function of 
wholesaling the products of the heat- 
ing and plumbing industries as well as 
to help solve standardization, packag- 
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House of Ideas 


The thermostat that meets all 
requirements of modern day living 


1953 


@cOMFORT 


The Mercoid Sensatherm is extremely 
sensitive—operating directly from the 
True Room Temperature without the 
aid of artificial stimulation. The small 
mass in the construction and the little 
power required to open and close the 
circuit enables it to follow room temper- 
ature changes so quickly that the de- 
sired room temperature is uniformly 
maintained at all times. 


@ PERFORMANCE 


The Sensatherm is equipped with a Mer- 
coid magnet operated mercury switch 
which is unaffected by dust, dirt or lint 
—it will give a million operations without 
deterioration. 


@ APPEARANCE 


The Sensatherm cover has an alumilite 
finish of a neutral shade that will blend 
and harmonize with any scheme of dec- 
oration—this finish is jewel hard and 
impervious to dirt—it will last a lifetime. 





tT PAYS TO GET THE BEST 


THE MERCOID CORPORATION 
4201 BELMONT AVE., CHICAGO 41, ILLINOIS 





ing and pricing problems. 

The main speakers at the conve tion 
were Arthur Motley, president, Pa- 
rade Publications; Frank Cortw: ‘ght, 
executive vice president, Nationa’ As. 
sociation of Home Builders and Ad- 
miral Ben Moreel, chairman, | >nes 
and Laughlin Steel Corporation 

Mr. Motley ina particularly pi \ver- 
ful address told the audience th:t if 
they did not exercise their freedom 
they would lose it. This he said re- 
ferred to the right to vote as well as 
being vocal on all problems affect- 
ing the nation. This too, applied to the 
wholesaling industry, he continued, 
and had the industry not spoken up to 
the government in the past thereby ex- 
ercising its freedom, it would have 
been seriously hampered. Many com- 
panies and groups grow lax with suc 
cess and fail to tell their stories to the 
public. When this occurs business 
sutters. 

At another session Cortwright told 
the audience that the nation could 
look forward to another million homes 
next year. With so much construc: 
tional rehabilitation required in large 
cities plus the expanding population 
and increased marriage rates the fu 
ture looked very good. 


N. Y. fueloil Dealers organize; 
elect Officers and Directors 


GOTHAM RETAIL FUEL OIL DEALERS AS- 
SOCIATION, ING., newly organized trade 
association of: retail fueloil dealers in 
Brooklyn and Queens, N. Y., held its 
first full-scale meeting September 25 at 
the Hotel Granada, Brooklyn. 

Officers elected to serve for the com- 
ing year were Joseph Scovell of Para- 
mount Fuel, president; John Ardiz 
zone of Arzan Fuel, vice-president; 
Irving Cohen of Crestone Oil, secre’ 
tary and Charles Sanatore of Frank 
Sanatore & Sons, treasurer. 

In addition seven directors were 
elected to Gotham’s board of directors: 
S. DiTerlizzi, Highway Fuel; Charles 
DiPinto, Embassy - Top; Ar: hut 
Cohen, Majestic Fuel; Frank Mon- 
giello, Euclid Fuel; Angelo Pavano, 
Square Fuel; Howard W. Caton, Ca 
ton Fuel and Jack Cohen, Nujex Fuel. 

Harry Kerner was elected exe: utive 
secretary of the group. 
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WITH > YOU EL/MINATE 
EXPENSIVE SHOFO/ING AROUND / 


... you simplify your buying... you simplify your ordering... 


You Buy EVERYTHING from 
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‘ With Luxaire you have a \ Liptaine BASEMENT AIR CONDITIONING UNITS 
re ® ° e N i ; 
‘ COMPLETE line of heating units with steel heating element =| ape > iy 
- DESIGNED and APPROVED ! 
‘e 
e ' N | 
. to burn E/THER GAS or OL \ | 
N 
\ | 
: Y itively losing sal itivel \ ; 7. . 
d 8 You are positively losing sales . . . you are positively \ Pinging eet As an Oil Unit | : encore 
a losing money if you are not taking advantage of the \ 90,600 to 258,008 76,000 to 212,000 re hg 
7 tremendous opportunities offered by Luxaire! \ B.T.U, Input B.T.U. at Bonnet — | B.T.U, Input 
- we Luxaire you ed oor ao : complete line \ APPROVED FOR EITHER GAS OR OIL FOR GAS ONLY 
of heating units with a choice of fuels. N 
N 
: With Luxaire you offer your customers a unit that can \ QW WWW GW AAAAAAAnnNI90969|] SS K\?’wwiwuiwzwe@é€ "»”™hp QQ QQ Qt 
be converted from gas to oil or from oil to gas without N 
loss in efficiency. \ SL, QUE: Li We OLE SL, pase s 
With Luxaire you offer your customers rugged dependa- \ 
74 bility and fine appearance at competitive prices. \ COUNTERFLOW UTILITY A.C. GRAVITY 
rs You are losing money by not taking advantage of the \ UNIT UNIT UNIT 
competitive prices now in effect on Luxaire heating SN a 2 
S- units, \ a | 
le Simplify your selling-. . . by selling one line for all | 





in your installations! See your Luxaire jobber for catalogs 
ts and complete information. 
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a’ ' N Discharge Outlet 
> a aia COAL FIRED UNITS . 
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; TE c \ As a Gas Unit As a Gas Unit As a Gas Unit 
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Bt 2 127,633 20” to 34” Drum 18” to 28” Firepot \ 
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HEATING & AIR CONDITIONING UNITS 
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? 
Manufacturers 


Activities 


Personnel changes, new Offices 
announced by Wheelco Division 


A NUMBER OF personnel changes have 
been announced by the Wheelco In- 
struments Div., Barber- Colman Co., 
Rockford, Ill. 

Richard K. Hungerford has been 
named district manager of the Balti- 
more office, transferring from New 
York, Gordon Hubbert, formerly in 
the Chicago office, is now district man- 
ager in Detroit. Howard P. Berger has 
been transferred from Baltimore to 
Cleveland, Harold F, Dahlke has been 
transferred from Chicago to New 
York. 

R. A. Schoenfeld, sales manager, 
Wheelco Instruments Div., has an- 
nounced the establishment of three 
new district offices at: 

Grand Rapids, Mich., 900 Monroe, 
N. W,; Robert P. Campbell, district 


manager. 


Cincinnati, Ohio, 307 E. 4th St.; 
Edmund C. McFaul, district manager. 

Clarksburg, W. Va., 432 East Pike 
St.; Earl J. Kelly, district manager. A 
sub-ofhce under Clarksburg is located 
at 945 Somerset Drive, Charleston, 
W. Va., with J. McKeown in charge. 


Sid Harvey announces Merger 
with Kollet Supply Company 


THE BUSINESS of the Kollet Oil Burn- 
er Supply Co., Reading, Pa., is now 
being operated as Sid Harvey of Read- 
ing, Inc.. with Peter P. Kollet acting 
as president and general manager. The 
Harvey interests will be represented 
by Sid Harvey as chairman of the 
board. 

Kollet formerly was associated with 
Sid Harvey of Pa., Inc., in Philadel- 
phia and started the Kollet Oil Burner 
Supply Co. in 1949, handling the Sid 
Harvey line of replacement parts for 
automatic heating. 

The new company will continue at 
the same location, with the same mer- 
chandise and under the same local 
management as before. 


Timken-Detroit re-elects 
directors and Of: cers 


WALTER F, ROCKWELL, pres Jent, 
Timken-Detroit Axle Co., Dy ‘roit, 
Mich., and George Gund we. re 
elected as directors of Timken-D troit 
Axle Co., at its annual meeti: » of 
shareholders held in Canton, ( hio,, 
October 14. Other board me: vers 
include: Willard F. Rockwell, } . H. 
Timken, R. J. Goldie and W. Robert 
Timken. Ata later board meetiny the 
following officers were re-ele-ted: 
Willard F. Rockwell, chairman o the 
board; Walter F. Rockwell, presicent; 
F. W. Parker, Jr., executive vice- 
president; T. A. Crawford, R. H. 
Trese, P. V. Osborn, L. W. Fischer 
and N. R. Brownyer, vice-presidents; 
A. I. Hawkins, treasurer; S. W. 
Warner, secretary, and G. J. Finzel, 
comptroller. 


Esso starts construction of 
New Jersey storage Terminal 


CONSTRUCTION of a 1,4100,000-barrel 
oil storage terminal in Paulsboro, N. J., 
(Please turn to page 142) 





Trouble Free—Simple to Operate 


Economical to Buy 


Ideal for testing to F.H.A. requirements 
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VECO": 


REE 


omplete Combustion Testing 


€O2 Analyzing Elements 
(Sealed in Glass) 


SINGLE METER — All readings 


on one dial Constant accuracy in 


Ictory 
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SPRINGFIELD RD., UNION, %. J. 
Phone UNionville 2-7150 
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Cure these headaches 


with 


Xochtdlen 


"dual-dial’’ 


GAUGES! 


One sure way to avoid the headaches 
caused by faulty gauges is to insist 
on rugged Rochester “DUAL-DIALS.” 
Their solid, leakproof construction 
eliminates unnecessary service calls, 
gives iong-life dependability and as- 
sures complete customer satisfaction. 





Why not profit by these outstanding ‘‘Dual-Dial” features 


® Solid head @ Permanent magnetic 
* Pressure tight indication 

® Easy to install @ Underwriters’ 

® Easy to read listed 


O. er 214 million “Dual-Dials” have already proved 
t_-ir dependability in service. Stocked by leading 
wolesalers for all standard basement oil burner stor- 
a. tanks with 114” and 2” flanges. ORDER TODAY! 
R-hester Manufacturing Company, Inc. 8 Rock- 
w od Street, Rochester, N. Y. 


KF 
a” 
to 


2 J FACTURING COMPANY, INC. 


YERERMOMETERS GAUGES AMMETERS 
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MODEL 400S ° MODEL 6008-4 

0.50 to 3.00 G.P.H. ® 3.00 to 6.00 G.P.H. 
eeoeeve vee eeseeeeeee eee ee80282880808 
e 
* 
s 
e 
a 
* 
* 
? 
e 
e 
° 
MODEL 800S-4 e MODEL 2000S-5 
4.00 to 8.00 G.P.H. e@ 8.00 to 12.00 G.P.H. 


How would you like to sell the “consumer-demand” features 
of the High Temperature Combustion Head . . . a feature 
that helped to put and keep the sales of U. S. oil burners in 
first place for the past twenty-eight months in a major metro- 
politan market? How would you like a franchise that means 
bigger, better profits for you? Interested? Want more details? 


Contact your supplier or write us, today. 


U. S. OIL BURNER DIVISION 
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Half Dollars Found! 


HERE'S no substitute for seeing a man-pers ally, 

« What a boot I used to get out of being right with 

the Fuel Oil Dealer in the field when he first hear | the 

“LC” VENTALARM Signal story. Sometimes he migh: find 
it hard to believe that an investment of about $4,( 0 to 

equip 1,000 old accounts with Model “LC” could ac: ually ’ 








1596 





bring him a return of over $26,000 in the next five ears, 








M . 
i BURNER SERVICE Rig I was always quick to point out that savings staye.. pro- 
nuunen portional regardless of the size of business. 
company 
with this | Your answer to that might be like some I got. “| can’t 
FREE NAME CARD afford it now. I’ve got to lay out $6,000 for a new truck.” 
But you want to remember that with VENTA: ARM 
Signals on all your old tanks you won't need another 
truck. Three trucks will do the work of four because of id 
the time saving and ease of making fast accurate fills in 
without danger of spillage. h 
Then you may say, “Maybe, but I’ve really got some- 0 
thing when I buy a truck. What do I have to show for fe 
giving away VENTALARM Signals?” ay 
You'll have something with a new truck . . . and how! 
| Think of the depreciation, repair, gas, oil, tires, registra’ T 
BIG tion, insurance and the driver's time. About $3,500 a 


year to keep that truck on the road. And your customer 
is still left with old-fashioned delivery with a dash of 


and : 
irritating spillage now and then. What if you do give 
HANDSOME away the VENTALARM Signal to old customers? Who is a b 








ti nicer person to give something to than an old and valued ct 

SCULLY ° GAUGE | customer who has helped put you where you are by buy: 5 

; ing two or three huridred dollars worth of oil from you y 

Easy Reading ! every year for the last 3 to 10 years? h 

Leakproof * Dependable | After all, it only costs you $3.50 per account to give dl 

each customer modern, convenient and completely safe 7 

Jamproof Lever Arm fuel delivery. And you get your money back the first year 0 

Simple to Install in delivery savings. It’s just about the same as if your ti 
chauffeurs found half dollars at every fill pipe and 

Underwriters’ Approved brought them all back to you at the end of each day. tt 

There are all sorts of ways you can begin installing s 

MODELS VENTALARM Signal on your old tanks. It’s easier when 2 

GA for 9” opening. you adopt some kind of a program. For example: () P 

GB for 114" opening. Equip all tanks. (2) Equip the tanks of your “keep full k 

orga Pog go customers. (3) Equip a particular delivery area. (4) t! 

49”, 44", 47". Equip tanks of customers who are seldom at home. (5) e 

Equip the tanks in any restaurants or small stores. The h 

is more you equip, the greater will be your return. And is 

=~ ~& we have plenty of literature for your use in telling your C 
al customer about the new, better and more satistactory 

whistling delivery system you are going to give them. , 

Could be you'd pick up some new business this way too! : 


By all means use our “LC” model for old tanks. You 
can buy them through your supply house. With the quick 
compression fitting which is a part of this model, {comes c 
in all sizes for various vent sizes), it takes a man only 
about 15 minutes to install “LC” in an already «xisting 
vent pipe. 


SCULLY~ 
TANK 


GAUGE 
TRADE PRICE COMPLETE 














C 
Maybe I can’t have the pleasure of seeing you per ' 
| sonally. But you can bet that I'll answer any questions 
you may have if you'll just write me, Carl God ird, at 1 
f'] the Scully Signal Company, First St., Cambridge, Mass 8 
| Advt. i 


SEE YOUR REGULAR SUPPLY HOUSE 


5 Mfd. by SCULLY SIGNAL CO., First St., Cambridge 41, Mass. 


Canadian f j 
licensee 














EMPIRE BRASS MFG. CO., LTD. 
London Ontario 


The Makers of 
VENTALARM Signal 


















New Products 


Each New Products item has an 
identif ying number. If you want more 
information on any equipment listed 
here, circle the corresponding number 
on the reply card appearing on the 
facing page and mail to us. No post- 
age is required. 


Thatcher oilfired Hi-Boy 


521 Series now on Market 


THATCHER FURNACE CO. has put on 
the market the 521 Series oilfired hi- 
boy winter air 
conditioners—the 
§21-70 and the 
521-100 which 
have a rating at 
the register - of 
70,000 and 100,- 
000 Btu’s, respec- 
tively. 

A special fea- 
ture of the new 
series is a hori- 
zontal baffle that 
provides an additional flue passage for 
lower stack temperatures. In addition, 
the oversize blower, which is standard 
equipment, is adapted to overcome 
higher static pressures when the 521 
is used in conjunction with a cooling 
coil. 

The cabinet design of the 521 series 


permits interchanging the Thatcher 
dilburner with any other Thatcher 
unit. 

Maie by: Thatcher Furnace Co., 
Garwood, N. 2 


Circle E41 on card 


Sette ‘uel Filter designed 
for large oilburner Units 


THE ©: TTE MODEL KS fuel filter, de- 
signed to operate with large oilburner 
INstatiations, incorporates a pre- 





screening top section in addition to a 
large “Microstone” ceramic filter ele- 
ment. The top 120-mesh pre-screening 
section can be cleaned independently 
and is intended to take 80% of the 
work off the filter element. A drain 
cock provides for removal of sediment 
or water in the main filter bowl. Un- 
breakable transparent pre-screening 
dome cover and filter bowl allow user 
to see when either section needs clean- 





ing. The filter element can be re- 
moved for cleaning or replacement by 
release of a single screw. All service 
operations can be performed without 
disturbing line connections. 

The “Microstone” ceramic element, 
the manufacturer says, removes all 
harmful scale, dirt and water, while 
maintaining free flow through con- 
trolled high porosity. The unit is rec- 
ommended for use on the suction side 
of pressure fuel feed systems. 

Made by: Marquart Mfg. Co., 1241 
High St., Oakland 1, Calif. 


Circle E42 on card 


Carrier introduces package 
Unit for Heating-Cooling 


CARRIER CORP. has announced a low- 
priced, complete year-round aircon- 
ditioning unit, designed for the $10,- 
000 and up mass home market, the 
heating portion of which utilizes either 
a gas or oilburner. Model 38C-2 pro- 
vides 2 tons of cooling capacity, 110,- 
000 Btu input for heating. Oilfired 
models employ a gun type oilburner, 
fired at 0.85 gph. 

This Weathermaker unit measures 
3 ft. square and stands 5 ft. high. It is 





estimated that installation of the com- 
bination unit will cost about $800, on 
the average, more than the cost of a 
good warm air heating system. When 
purchased as part of a new home this 
additional cost will add from $3.50 to 
$5.50 a month on a 20-year mortgage 
and installed under FHA financing it 
will add from $20 to $30 a month for 
3 years over the cost of forced warm 
air equipment alone. 

Entirely sound-proofed and _ heat- 
proofed, the 38C-2 Weathermaker can 
be installed in a small closet in the 
middle of the house to save on duct 
work, or in the cellar, garage or attic. 
All sections of the unit can be reached 
from the front by removing a panel. 
Construction features include an 
aluminized steel heat exchanger, re- 
movable burner and controls, spring- 
mounted fan and motor, 4-way air 
discharge. 

Cooling is furnished by a hermeti- 
cally-sealed, spring-mounted compres- 
sor, and in areas where water is in 
short supply or expensive, the unit can 
be supplied with an air-cooled com- 
pressor. Complete cycle of the package 





cools the home and removes excess 
humidity in the summer, heats it in the 
winter with circulated, fresh, filtered 
air. Change-over from one cycle to 
the other is accomplished by moving 
a damper from the heating to the cool- 
ing position, either manually or with 
a damper motor. Thermostatic control 
is provided for both cycles. 

The new Weathermaker unit’s 2 
tons of refrigeration capacity are sufh- 
cient for the average 3-bedroom homes 
up to 1,200 sq. ft. in size in any area. 
Other residential year-round units are 
offered in 3, 5 and 74 ton sizes, 
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. . . « New Products 





At the same time Carrier introduced 
a new line of room air conditioners, 8 
models in 1/3, 2, % and 1 hp sizes 
and deluxe models in 2 larger sizes. 
Console models will be in 1 and 14 
hp sizes, plus a 1 hp console with 
water-cooled condenser. The window 
unit can be installed so that its grille 
extends only as far as the line of the 
curtain or drapes, since all air inlet 
or outlet grilles are eliminated from 
the sides, top and bottom of these 
| models. Thus, they can be set into a 
wall at any height, or on top of a win- 




















dow or transom, All told, more than 
a dozen alternate installations are 
possible. 

Made by: Carrier Corp., Syracuse, 


N. Y. ; 
Circle E43 on card 


Vectaire regulates air Flow 
with “magic shutter” Feature 


VECTAIRE forced warm-air baseboard 
heating system has the “magic shutter” 
which regulates the distribution of air 
along the baseboard. Also the “magic 
shutter” permits the shutting off of 





























Insure 
Customer 
Satisfaction 
By Cleaning 
Furnaces With 


A Super 
e® 


Fuel is only part of heat comfort. If 
the heating plant is dirty, nothing 
burned in it will give satisfactory 
warmth. 

A Super Red Streak Model SH 
cleans all types of heating plants. 
Provides you with the opportunity 
to sell new plants, keeps oil burners 
happy. 

Engineered for both wet and dry 
pick-up, the Red Streak cleans de- 
bris from flooded basements, takes 
up suds from washed floors and 
surfaces. 

Super cleaning is easy, fast, no 
disturbanceto the household. Chim- 
ney cleaning tools are standard 
equipment. Operator cleans chim- 
neys from the basement, elimin- 
ating hazardous climbing on slip- 
pery roofs. The Super cleans them 
hot or cold. 


NATIONAL SUPER SERVICE CO,. INC. 
1942 N. 12th St., Toledo 2, Ohio 
Sales and Service In Principal Cities. 
In Canada: Plant Maintenance 
Equipment Co., Toronto and Vancouver 

















SUPER SUCTION 


“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 





Super Red 
Streak Model SH—For 
both wet and dry, hot and 
cold cleaning. May be equipped with 
Supertex Filter Bag at slight extra cost. 
Note that Supertex bag is not over-size 
but of standard compact size. 


NEW NON-CLOG 
FILTER BAG 


The new Supertex heavy duty suction 
cleaner filter bag is made of a special 
porous fabric with high resistance to 
clogging, and destructive action of 
acids and chemicals in coal and oil 
soot and other dusts. These form a 
fragile film on the inside surface of 
the Supertex bag. This film breaks 
down and falls, leaving the pores of 
the bag material unobstructed and the 
fabric undamaged. 
@Send for the FREE SUPER SALES 
PLAN BOOK. It tells you how to 
build a profitable furnace cleaning 
business. Your wholesaler can give 
you complete data on the Super Red 
Streak Model SH. Or write us. 

All Models approved by Un- 

derwriters’ Laboratories and 

Canadian Standards. 


“Once Over Does It” 





SINCE 191) ® 














heat in any individual room. 

Vectaire, in 8 ft. lengths, have -nap- 
on accessories, eliminating fittiny and 
sheet-metal screwing. Installation is 
made either with conventional heating 
ducts, although fewer ducts are neces 
sary, or with smaller heating ducts 
with greater duct velocities, 

Vectaire is styled to look like regu- 
lar baseboard, having the same height 
as regular wood baseboard. If a top 
moulding is used, the same top mould- 
ing can be used with Vectaire. Also 
Vectaire protrudes only 34” in the 
room. 

Made by: Vectaire Mfg. Co., Mel- 
rose, Mass. 


Circle E44 on card 


Brundage direct drive Blower 
for Furnaces up to 65,000 Btu 


A DIRECT DRIVE BLOWER that can be 
designed into low-boy, hi-boy, counter’ 
flow or suspended furnaces up to 65, 
000 Btu is being manufactured by 


The Brundage Co., Kalamazoo, Mich. 


The motor operates in any position, 
shaft down, shaft up, horizontal or in 
any intermediate position. Blower 
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ns POWERHOUSE 
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Big PROFIT-MAKER dealer kit... 








plus heavy national advertising ... 
SELLS AUTOMATIC HEAT... 


Here’: 


A big 
profit 
heate: 
ss 
radio 
store 
of rea 
ahead 
tribut: 


*S AUTOMATIC SALES 


verything you need to help you sell A-P’s new automatic heat control. 
ee kit of powerful salesmaking tools that brings in traffic . . . builds 
Vhat’s more, it helps clinch big-ticket sales of famous-brand space 


the display kit at key traffic points. Use the mailers, newspaper ads, 
d TV spot announcements and point-of-sale pieces to identify your 
headquarters for space heater comfort. Take advantage of the barrage 

impressions in big national magazines. There’s a big selling season 
et your share of sales and profits. For complete details, ask your dis- 
r write : 


&=P CONTROLS CORPORATION 


245 


(formerly Automatic Products Company) 
32nd Street, Milwaukee 45, Wis. * In Canada: A-P Controls Corporation Ltd., Cooksville, Ont. 


eloil 





The new A-P Comfort Control pro- 
vides all the luxury of automatic, 
dial-controlled heat. Eliminates wir- 
ing and thermostats. 
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ry that are essential for a profitable service departmest, 
Service Departments make money when the «all 
18 © . | 
is completed on the first trip. Make your Ser: ice 
Department a Profit Department. The Sid Har: ey 
SOE 
have the right part for 90% of your replacement 
HARVEY PACKAGE NO. 77 needs right in your service car. Maximum stock 
Fuel Unit 
Exact replacement of over 950 oil 


burner models can be made with only 
2 fuel units and the Harvey assort- 


ment of flanges and fittings. Trade 

Price $36.65 with Sundstrand J3 units. cost only 52 02 .40 
(Add for Webster Q $2.10, for 
Webster T $10.10.) Packages and parts can be purchased separately. 















Service Packages, pictured here enables you to 


with minimum investment. 


COMPLETE SET of the 11 packages shown 














wae eeenaee - ' 
Lovejoy Couplings HARVEY PACKAGE No. 11D ean” ” 

ora. He costo Cee aap Makes a professional job on ignition 

or shaft diameter. Thirty 4 regular and 6 spline couplings, as- leads. 130 terminals and crimping 

assorted pieces in fitted sorted lengths with 5 shaft bushings. pring nee case. — Price yore 

metal box. Trade Price Trade Price with metal box... $9.60 ( spool ignition cable add $5.95.) 


$9.00. 








HARVEY PACKAGE NO. 7A—Transformers 


Over 650 exact replacements possible with only 
2 Transformer Bodies and 12 Interchangeable 
Bases. Transformers are by Jefferson. Trade 
Price $34.50. 








BOSTON * BRIDGEPORT +» MT. VERNON +- HEMPSTEAD °« BABYLON + BROO ( | 
NEW BRUNSWICK + NEWARK ° N. PHILADELPHIA * W. PHILADELPHIA + READING « Yj 
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“HARVEY PACKAGE NO. 2 
HARVEY PACKAGE No. 5A Nozzles 
Ignitors 7 adequate supPlY of nozzles is a yr for profit- 
er . able service. Package contains 25 Harvey pre- 
— a pare = ‘ — rt cision nozzles with strainers, in dust proof plastic 
will take care of your electrode problems. 


containers, 6 adaptors and other accessories all 
In fitted Canvas Roll ....... $16.95 in spill proof metal box. Trade Price $24.95. 


3 
oo 





HARVEY PACKAGE NO. 124 
Fuel Unit Gaskets HARVEY PACKAGE No. 136 


A practical assortment of Sixty-three gaskets Glass Air Filters 


used on all of the popular fuel units. Costs Exact replacement for 8 out of 10 
Little and saves much. Trade Price $3.85. jobs. 16 Assorted Filters (6 most 
popular sizes). 


Trade Price $15.95 





HARVEY PACKAGE NO. 126 
Filter Elements 


Twenty popular filter elements complete with gaskets 
in one sturdy carton. Pays for itself every day. Trade 


HARVEY PACKAGE NO. 38 Price $13.80. 


Motor These packages and many more are fully described in Sid Harvey’s 

One :notor with 8 uses. Reversible GE 1/6 | mew 242 page catalog. This catalog describes replacement parts, 

P inotor with adaptors. Replaces any stand- | mew and rebuilt, of all kinds used on oil burners, stokers and gas 

ard 2 3 or 4 hole flange motor and any base | burners. If you service or install, it’s yours for the asking. Write 
mour'ed motors. Trade Price $20.90. on your letterhead. 


VALLEY STREAM + JAMAICA + UNION CITY 
BALTIMORE » WASHINGTON + ARLINGTON + NORFOLK 








VALLEN STREAM NEW ORY, 
















. . « « New Products 

















wheel is mounted directly on the motor 
shaft. There are no belts or pulleys. 
Five blower speeds are available 
through a handy speed selector switch. 
The blower is shipped completely as- 
sembled, ready for installation. 
Made by: The Brundage Co., 504 
N. Park St., Kalamazoo, Mich. 
Circle E45 on card 


McGillis liquid flow Alarm 
prevents Water overflow 
MCGILLIS liquid flow alarm prevents 


water from overflowing when filling 
steam boilers. 
























































FREE MOTION 








ESSENTIAL 



























The alarm begins to vibrate when 
the boiler feed valve is opened to sup- 
ply additional water to boiler. The 
vibration, which can be heard through- 
out the entire home, continues until 
the feed valve is shut off. This continu- 
ous vibration reminds occupants that 
water is running and must be shut off 
to prevent spillage and water damage. 

Made by: McGillis Service Engi- 
neering, Inc., 1554 Main St., Brock- 
ton, Mass. 

Circle E46 on card 


Perfectaire ceiling Furnace 
available in four Models 


THE PERFECTAIRE FURNACE in four 
sizes ranging from 110,000 to 520,000 
Btu’s suspends from the ceiling as one 
compact unit. No chimney footing or 
extensive ducts are required although 
the unit may be used with ducts, if 
conditions warrant. 

An automatic thermostatic control 
operates both burner and blower with- 
out special attention or maintenance. 

The Perfectaire furnace is designed 
for a wide range of applications: open- 
space heating in stores, factories, ware- 








unit that saves space! 


Features 


© Meets FHA and underwriters re- 
quirements for closet installations. 

@ Fits in 22"' x 44°’ closet with 
ample room for burner removal 
and servicing. 

© Comes completely jacketed, ready 
to set in place—no assembly re- 
quired. 

© Ideal for any form of hot water 

heat—quiet and efficient. 


“BUDGETEER”’ 


Solves Space Problem At Des Plaines 
Housing Project -- 250 Units Being Installed 


Yes, here’s convincing proof that the Mt. Hawley 
“BUDGETEER?” is the ideal high efficiency, space sav- 
ing heating unit! H. W. Keppner, Cicero, Ill., heating 
contractor for Manilow Construction Co., Chicago build- 
ers, specified and is installing 250 Mt. Hawley “BUD- 
GETEERS” in the Des Plaines, Ill. housing project. 
Why don’t you write—today—asking for full informa- 
tion on the Mt. Hawley “BUDGETEER.” It’s THE 
answer to today’s need for a high efficiency heating 















houses, hangars, garages, service sta- 
tions and temporary or emergency 
needs. 

Made by: Air Conditioning Engi 
neering Co.; 44 First St., Cambridge 
41, Mass. 


Circle E47 on card 


Masterflame oilfired Unit 
has burner with Shel! Head 


THE MASTERFLAME packaged oilfired 
unit for hot water or steam is com: 
pletely assembled and wired with com- 
bustion chamber, burner, circulator 
and controls in place ready to connect 
































Here's a view of a ''BUDGETEER" insta! 2d 
in one of the Des Plaines units. The ''B!'- 
GETEER" can be converted from oi! fo 
any gas in a short time. This is | o 9 
popular Mt. Hawley models. For lite:a- 
ture describing the entire Mt. Hawley ! 
write Dept. 5A. 
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SERVICE 


E 
© INVes, CERN ny 
R 
PROVE . Y DEMANDS TION, 
7 Otay , ACO 
: Valine 


EXCLUSIVE FEATURES SPELL QUALITY construction Contractors and big users alike are enthusiastic about the new 
Taco Circulators — and with good reason. This big-value line 
is specifically designed to meet the needs of the heating market 
of today: 

Extra capacity for small pipe radiant heating jobs — radiator, 
convector, baseboard or panel. Just one size circulator to stock 
and use — with 34”, 1”, 11/4,” and 11/4.” interchangeable flanges 
to handle any job. 

Easy to service — seals replaced with only an open end 
wrench, screwdriver and Allen set screw wrench. Quiet — no 
velocity noises regardless of flange size. Designed for six posi- 
tion installation, the new Taco circulator comes in special 
window carton with flanges individually packed for quick 
changing. 





LARGE POWERFUL MOTOR. Has 
power to spare. Overload pro- 
tected and resiliently mounted for 
quiet operation. 


STRONG FLEXIBLE DRIVE SPRING 
isolates impeller from motor for 
quiet vibrationless operation. 


CAST BALANCED IMPELLER (Not 
stamped}. Casting the impeller in 
One piece makes certain of long 
uninterrented service. 


HARDEN?) GROUND STAINLESS 
STEEL Si; "¥, Made to a plus tol- 





erance ©. «cro and minus tolerance 
of ‘000: ‘Then superfinished for e e 
long life - nooth operation. Better Heating-Better with Taco 






PATENTS ROTARY SEALS. High- 
est qua! rotary seals make for 
trouble ‘::e operation. 


POROUS © ONZE BEARING-LARGE 
Ol RES<avomR, Long porous 





— be: ing lubricates impeller 
art While keeping it in perfect 
alignmen: 


TACO HEATERS, INCORPORATED, 137 SOUTH STREET, PROVIDENCE 3, R. 1. 
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. . « « New Products 


to the system. The Masterflame oil- 
burner has the Shell designed combus- 
tion head. 

The two models, No. 510W with 
a 1:00 gph firing rate and the larger 
model, No. 640W with a 1:25 gph 
firing rate, are equipped with the fol- 
lowing accessories and controls: tank- 
less heater; protectorelay; thermostat, 
limit control, operating control, cir- 
culator, Taco-matic flow valve (circu- 
later control), flow regulator valve, 
relief valve—A.S.M.E. type—and the 
expansion tank, 


















should 















know. @@ 


Sinclair Anti-Rust Fuel Oil — with the amazing rust in- 
hibitor, RD-119 —is so different it has been awarded a 


U.S. Patent. 


Used regularly, this great fuel oil actually protects against 


rust and corrosion that clog filters and burner nozzles... 


reduces service calls... builds good will... and it’s exclusive 


with Sinclair! 


SINCLAIR 
FUEL OIL WITH RD-119° 
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Net rating for water and stem of 
Models 510W and 640W, respec. 
tively, are 510 sq. ft. and 320 sc. ft, 
and 640 sq. ft. and 400 sq. ft 

Made by: Masterflame Mfg. Co,, 
128 Erie St., Boston 2, Mass. 

Circle E48 on card 


Titus volume Controller 
cuts Installation Time 
DEVELOPED BY Titus Mfg. Corp., a 
new type volume controller, the AG- 
35, can be adjusted in one-tenth the 
usual time. This is possible because 
the AG-35 can be balanced without 
removing the grille. A key operator 
regulates the air volume from the front 
of the grille. An additional feature 
of this model is the louvers, which do 
not close flat, but close at 45°. This 
allows a metering control down to the 
final moment of closure, thus main- 

taining a constant air pattern. 
Made by: Titus Mfg. Corp., Water: 
loo, Ia. . 
Circle E49 on card 





Ingersoll-Rand Motorpumps, designed 
for transferring fueloil from tanks to 
tank trucks, are shown installed above 
ground, adjacent to the underground 
storage tanks and the truck loading 
platform. These installations were 





made by Harold G. Anderson Eqpt. 
Co., Albany, N. Y. 

Motorpumps are available for this 
service in both the standard type, 
which requires an oversize foo’ valve 
and in the self-priming type. Pumps 


have become a necessity in trans‘ erring 

fueloil from tanks to trucks, particw 

larly where storage tanks are >uried. 

Made by: Ingersoll-Rand Co., Dept. 

CP, 11 Broadway, New York 4 N.Y. 
Circle E50 on card 


November 
1952 
















NEW, EXCLUSIVE FEATURES 
in Philadelphia Valve’s 


LIGHTWEIGHT MANIFOLD 


Never before manifold valves with so many 
desirable features! 

They are made of welded steel tubing with 
bronze bonnets and stems, aluminum disc 
holders and oilproof composition discs. The 
shell is just 4" thick, which means an im- 
portant weight saving. There are reinforcing 
stay rods between valves. 


Easy to convert to swing check valves 


No longer do you need to buy a new disc and 
disc holder to convert from rigid to swing 
check valves. You simply add a hinge arm 
and a nut. U.S. Patent No. 2,573,263 covers 
the hinge assembly, which snaps and locks 








positively into lugs inside the valve. /t cannot 
open accidentally! 


Easy to convert to selective control manifold 





You can do it without welding any attach- 
ments to the shell! Just bolt the selector bar 








ed to the bonnets of the valves, and the job is 

to complete. 
ve 
nd Made to fit any tank truck 
ng ‘These superior valves meet all state require- , . : 
ze nicnts. They can be furnished with or without Split manifold with gate valve 
pt. sing checks, and with either flanged outlets 
Z or outlets grooved for any standard flexible 

IS coupling, including Philadelphia Valve Flexi- 

Pung, 8 P 

¥ flenges. PHILADELPHIA VALVE COMPANY 
sed You'll want your files to contain complete ; : ‘ 
ips in‘ormation about these new valves. Write 3413 Aramingo Avenue, Philadelphia 34, Pa. 
= for it today . Pacific Coast Distributors: 

ed. Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
pt. Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 

a: 
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Manufacturers’ Activities 
(Begins on page 128) 


that will serve an area covering 3,000 
square miles in southern New Jersey 
was begun last month by Esso Stand- 
ard Oil Co., New York 19, N. Y. 


L. E. Ulrope, a vice-president of 
Esso, and Mayor Joseph H. Enos of 
Paulsboro, headed a group of city off- 
cials and company executives at 
ground-breaking ceremonies at the 
site. 


The Paulsboro depot will occupy 36 
acres on the Delaware River, 10 miles 
from the Camden-Philadelphia area. 
Of its total storage capacity of 63,000,- 
000 gallons, 51 million gallons will be 
devoted to household heating oil and 
kerosene. The plant is scheduled for 
completion in late 1953. 


A deep-water terminal, the plant 
will accommodate the new 225,000- 
barrel-capacity super-tankers. In addi- 
tion to storage facilities, the construc- 
tion will consist of docking facilities, 
pipelines, garages, a warehouse and 
office building. 


Shell Film on transportation 
of Oil ready for Distribution 


“OIL—THE INVISIBLE TRAVELER, a 
new, 20-minute, 16-mm sound, color 
motion picture portraying all aspects 
of petroleum transportation, is being 
distributed by the Shell Oil Co., New 
York 20, N. Y., and is available free 
for showings. It was prepared espe- 
cially for civic and community groups. 


The new film is the fourth in a 
series entitled “This is Oil,” which 
Shell has produced to demonstrate the 
basic operations of the oil industry. 
The most recent movie tells how the 
oil industry performs the complicated 
task of moving more than 300 million 
gallons of petroleum a day from oil 
well to consumer. It traces by live 
action and animation the history of 
petroleum transportation, showing 
how the existing network of oil car- 
riers—pipe lines, tankers, barges, tank 
cars and trucks — evolved from the 
barrel, which was the only practical 
container available to pioneer oil men. 

To increase the effectiveness of the 
film as an educational aid, the com- 


pany has developed a special tea-hers’ 
manual and wall chart. These ar- sent 
with the movie to schools. Other 
groups may obtain the wall chart and 
manual by request. 

““Oil—The Invisible Traveler” is the 
fifteenth movie to be added to “hell's 
film library, largest in the oil industry. 


A. O. Smith factory branc! 

Office opened in Atlanta, Ga. 
A, O. SMITH CORP., Meter Div., has 
opened a new factory branch office 
at 1118 West Peachtree St., Atianta, 
Ga., to provide improved service for 
customers in the southeastern area. 
The new branch is under the direc- 
tion of Thomas C. Ficken. 

Ample parking space is provided 
at the new location and the building 
is equipped with truck-level loading 
facilities. 


Sinclair buys Albany Heating; 
no policy Change contemplated 
SINCLAIR REFINING CO., New York 20, 
N. Y., has purchased the business of 
the Albany Heating Co. Hans Nielsen, 











Ideal for Modernization Work 





Cutaway View of Utica 


UTICA RADIATOR CORPORATION 
UTICA 2, NEW YORK 


Utica Boilers and Radiators are ideal 


for modernization work. They are 


readily available, easy to install, and 


dependable in performance. 


I" Boiler 


Utica Radiators 
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Challenge Any Comparison! | 





Similar Fuel-units are made for sale in Canada 
by Canadian Acme Screw & Gear. Ltd.. of 
Toronto, under license by W ebster Electric Com- 
pany, Racine. Wisconsin. Established 1909. 
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8 
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,. +. Consider these facts 


These sound quick-priming features 
have been basic in Webster Electric 
Fuel-units for eighteen years. 


All Webster Electric Fuel-units are arranged to provide 
the following essential elements to bring about thorough 
and rapid purging of air for priming: 


This large chamber is provided which allows low oil velocities 
to give vapor and air time to rise out of solution . . . permits 
possible accumulation of air always above the by-pass point, 
thus unaffecting cut-off operation of valve. 


Oil is pumped into this large chamber at moderate velocity 
which permits faster assimilation of air and vaper. 


Large top portion of main chamber affords space for collec- 
tion of air and vapor . . . eliminates possibility of carry-back 
to pump inlet. 


Convenient external bleeder valve, located in the top portion 
of the chamber, is at the end of the hydraulic system. This 
guarantees complete purging. When vent is opened, oil pushes 
all air and vapor from system, providing not only an easy 
but clean purging operation. 


Bleeder slot at by-pass point so located and in vertical posi- 
tion to give slow circulating air and vapor bubbles an easy 
path for expelling from chamber. This gains solid liquid 
condition at entrance to nozzle line at all times. 


Entrance of pumped oil into valve chamber at approximately 
same level as by-pass position thus assuring always flooded 
condition at this point. Gives steady pressure holding con- 
ditions regardless of air or vapor present. 


For the above reasons priming is faster, more complete with 
air and vapor prevented from affecting valve operation 
during running. 


Sensational performance, made possible by improved 
design, is provided by the new valve assembly in the 
6000 series, interchangeable in all Webster Electric 
Fuel-units now in use: 


A new crown-shaped stainless steel valve seat which is 
unaffected by acids or moisture. 


Specially designed plastic valve disc which is free from cold 
flow and deterioration. 


The combination of the new valve seat and plastic valve 
disc assure perfect sealing and positive cut-off through 


millions of operations. 


WEBSTER|E 


4G[ELEcCTRIC 
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. . « « Manufacturers’ Activities 


former partner of the Albany com- 
pany, joins the Sinclair organization 
as Operations supervisor. 

‘No changes in policy are contem- 
plated and the operations personnel 
will continue intact in the acquisition,” 
John W. Laughlin, Sinclair area man- 
ager for Eastern New York, said. 
Organized 15 years ago, Albany Heat- 
ing is one of the leading heating com- 
panies in upstate New York. It has 
handled the sales of Wayne oilburner 
in Albany and Rensselaer counties, 

Sinclair, by consolidating the busi- 


ness of the Albany company, becomes 
one of the major oilburner and service 
companies in the district. Sinclair will 
feature and service the General Elec- 
tric furnace under a G.E. franchise 
and will also sell the Sinclair conver- 
sion burner. Henry M. Myer, former 
G.E. heating engineer has been added 
to the Sinclair service staff. : 


Honeywell to open new Plant 
for expanded defense Output 


MINNEAPOLIS-HONEYWELL Regulator 
Co., Minneapolis, Minn., will open 





ny 





(Am Ce Sil burning winter 


make selling easy 
because they provide the 
most luxurious, whole- 
house heat at low cost! 


100% AUTOMATIC 

OPERATION 

Patented H. C. Little Burner lights 

itself electrically, regulates itself — 

has no pilot light to waste fuel, no 

high voltage spark to cause radio 
or television interference. 


PROGRESSIVE LOW- 
TEMPERATURE CARBURETION 
Only H. C. Little burners have it! 
Produces high heat output without 
“cracking” fuel oil—leaves no soot 
or hard carbon deposits (house fur- 
nishings stay cleaner! ). A SPECIAL 
HEAT CONTROL permits burn- 
ing lowest cost furnace oils, includ- 
ing catalytic oil! 


QUIET VAPORIZING BURNER 
Fuel oil is gravity-fed—no pressure 
orifices to clog, no “blow torch 
roar’—no moving parts of any kind 
to make noise! 


PLUS LARGE MULTIVANE 
BLOWER and TWIN AIR FIL- 
TERS that remove all dust and 
pollen from the air stream. 





TESTED AND LISTED BY 
UNDERWRITERS’ LABORATORIES 


WRITE FOR SPECIFICATIONS 
AND DETAILS OF SALES PLAN 

























ME: LCE 


Burner Company, Inc. 





Type A-AC-2 Oil 
Burning Winter Air 
Conditioning Fur- 
nace. 20” wide... 
60’' deep... 4514" 
high 84,000 BTU per 
hour heat output! 








Type A-UC Oil Burn- 
ing Winter Air Con- 
ditioning Furnace 
FOR FIRST FLOOR 
INSTALLATION, 21” 
wide ... 37’ deep 

. 73%" high 
84,000 BTU per hour 
heat output! 





Extremely 

Small Size 

for Such 
High Capacity. 
(See Above) 









‘Head Office: 
San Rafael, Calif. 





Factory Representatives in 16 Principal Cities 








a new manufacturing operation in 
Minneapolis soon for expanded de- 
fense production. 

A. 38,000-square-foot building, 
located not far from the University 
of Minnesota campus, has been leased 
by the automatic controls firm frorn the 
Alexander Smith Carpet Co, and will 
be converted for production wor . 

It will become Honeywell’s eighth 
manufacturing plant in Minneapolis, 
and is the second new plant announced 
by the firm in recent weeks. Earlier, 
the company disclosed it was estab 
lishing a factory in Amsterdam, the 
Netherlands, to produce home heating 
controls abroad. 


Skuttle hold sales Meeting; 
future sales policies Aired 


SKUTTLE MANUFACTURING CO., De- 
troit, Mich., held its fall sales meeting 
in Detroit, October 2 and 3, under 
the direction of its new sales manager, 
Carl J. Theobald. 

The October 2d sessions were held 
at the Detroit Leland Hotel. During 
the morning session, the group was 
greeted by Arthur Evans, president 
of Skuttle. Then Theobald outlined 
and discussed future sales policies, 
Edward Wilson, assistant sales man- 
ager, demonstrated the art of jobber 
selling and the advertising agency dis’ 
played the new advertising materials, 
and outlined the fall campaign. 

In the afternoon, Milton Powers, 
vice-president and chief engineer, 
showed new products to be launched 
and Wendell Franks of Chicago dis’ 
cussed competition. 

Friday, the men made a tour of the 
plant, and had individual conferences 
with Theobald and other company 
officials. The meeting closed with a 
banquet at the Elmwood Inn, Wind: 
sor, Ontario. 


Folder describes Dole Unit 


for room temperature Control 


THE NEW DOLE Automatic Register is 
described by the Dole Valve Co., Chi 
cago 12, Ill., in a four-page folder to 
explain the features of its operation. 
The folder stresses the point that 
the Dole automatic register can pro 
vide individual room temperature con 
trol. Drawings are used to demonstrate 
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how terperature changes due to wind, 


back for convenient holding of the 


the application and installation of 















































% fireplaces, cooling, sun, or occupancy current price book. radiator heating equipment is con- 
. are automatically compensated for in Catalog R52 is divided into five tained in section five. 
each recom. main sections, with a special introduc- 
‘ eee . ae . oe ‘YP oo panne Marlow Pumps expands Market 
od Aldrich boiler-burner Manual 1 TE Cae: Eee ee eee with new Plant in Southwest 
” for Dealers and Servicemen * ©oPvenient index. : ; 
The first section deals with boilers. MARLOW PUMPS, Ridgewood, N. J., 
il A SALES AND SERVICE AID, “Installing American-Standard radiation equip- manufacturers of centrifugal pumps, 
and Servicing Manual,” has been pub ment is covered in section two. Sec has put into operation a complete 
a lished by the Aldrich Co., Wyoming, tion three presents conversion burn- branch factory of 16,000 sq. ft. in 
* Il]., manufacturers of boiler-burner ors and water heaters. Section four De Queen, Ark., to speed deliveries 
ed units and hot water supply boilers. is devoted to controls and accessories. to the Southwestern United States. 
ms The 32-page manual, which con- Technical information concerned in In addition to manufacturing and 
b tains 44 illustrations, presents instruc- 
he tions clearly and in simple detail. Half- 
ng tone illustrations, captioned diagrams 
and cut-a-way views showing internal 
construction, are easy to follow. De- L : T * e @ A % T 
tailed specification charts on the vari- 
ad ous Aldrich household and heavy duty COMBUSTION CHAMBERS PEAR 
units are included, as well as a 
. “trobule-shooting” section that tells QUICK HEAT LONG LIFE 
ng how to correct common boiler troubles. 
ler The book contains information that 
ms simplifies installation and servicing of 
both oilfired and gasfired boiler-burner ROUND 
ld units and hot water heaters. All parts 
ng and their functions are fully explained, 
ies with illustrated instructions on their 
ie operation and adjustment. HAS 1 37 STANDARD 
€ American-Standard publishes pesicns ANp sizes oF LITE - CAST SQUARE 
er new radiator heating Catalog INSULATING REFRACTORY COMBUSTION 
is AMERICAN RADIATOR and Standard CHAMBERS FOR... 
ls, Sanitary Corp., Pittsburgh 30, Pa., ALL BOILERS & FURNACES 
has published a radiator heating cata- 
TS, log, R52, which describes everything MODERN 
er, about the firm’s complete line of wet 
ed heat equipment. TOUBEE 6 eneeve 
is An interesting feature of the new iaiiien 
book are the index tabs which enable SIDE WALLS 4 SHAPES 
he the user to turn instantly to any sec- scum SEAL « 
es tion. The catalog lists all informa- pLOGe hae WALLS 25 SIZES 
ny tion about an individual product in eisiien ‘ 
| a one place. FLOOR 
id The catalog is liberally illustrated AIR SPACE .75 to 12 G.P.H. 
ee ' BENEATH FLOOR 
with portrait and cut-away views of 
products and dimensional drawings, CLOSE TO ONE HALF MILLION INSTALLATIONS 
plus full ratings, technical data and 
ol dimensions of all radiator heating Chamber Back Fill Steel Bands and Finishing 
is equipment made by the firm. No other haenenns 
hi book or literature is required for 
i selectir , sizing, ordering or specify- 
| ing equipment for a wet heat system. 
” The new catalog is spiral-bound 
ts with a sturdy board cover to allow MONOGRAM PRODUCTS ‘a INC. 
jo 4]. 
mn ee 731 NORTH 35TH STREET + PHILADELPHIA 4, PENNA. 
ate cial ener is included at the 
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. - » « Manufacturers’ Activities 


assembling pumps in De Queen, the 
new factory will also carry an inven- 
tory of all Marlow pumps as well as 
replacement parts. Sales and engi- 
neering staffs have been enlarged and 
will use the new plant as a regional 
headquarters. 


Heat-Lock guaranteed 20 Years 
in new modernization Program 


THE OILBURNER modernization pro- 
gram, offered by National Fuel Con- 
servation Co., Inc., White Plains, 
N. Y., consists of 6 steps designed to 


improve efficiency and operation. An 
essential part of the plan consists of 
installing a Heat-Lock in place of the 
regular draft control. The Heat-Lock, 
sold under an unconditional 20-year 
guarantee, is equipped with an auto- 
matic damper that locks heat in, both 
while the oilburner is running and 
while it is off, designed to raise flame 
temperatures and lower chimney tem- 
peratures. 

National Fuel has prepared a new 
folder describing its modernization 
program, including before and after 





Engineered for the fuel 





your customers 


want (0 US@...-. 





































Ask your distributor 


Western Office and Warehouse . 
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or write Dept. F-1152 
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heater co., utica 2, n.y. 






Recommend and 
install with 


confidence... 
INTERNATIONAL 
ECONOMY’ 





THE COMPLETE LINE of gravity 
furnaces and Winter Air Condi- 
tioners designed for efficient, eco- 


nomical operation... 


211 ©) | A C7: GL Oy-VE 





Over 110 Years of 
Heating Experience 
at Your Service 


. - 1933 Wentworth Ave., Chicago 16, Illinois 





diagrams to illustrate improvements 
that are made in oilheating systems, 
Besides the installation of a Heat: |_ock, 
the five other steps described include 
application of Therm-O-Glo, combus- 
tion floor sealer; proper nozz'e to 
match air and oil patterns; solnoid 
valve; oilburner combustion heac and 
soft, insulating fire-brick combustion 
chamber. 


Employees of Penn Contro/s 
presented with safety Award 


EMPLOYEES of Penn Controls, Inc., 
Goshen, Ind., at an all-plant meeting 
recently, were presented with an 
“Award of Merit” plaque reccived 
from the National Safety Council for 
one million man-hours of operation 
without a lost-time accident. The one- 
million man-hour record was estab 
lished on February 22, 1952, and has 
continued unbroken since that time. 


R. S. Penn, 
operations, accepted. the award in be- 
half of Penn employees. A similar 
award was also presented to the Penn 
organization by the Liberty Mutual 
Insurance Co. 


vice-president for 


Johns-Manville has Folder 


on Transite Warm Air Ducts 


A FOLDER on Transite Warm Air 
Ducts for perimeter heating systems 
has been published by Johns-Manville, 
New York 16, N. Y. These asbestos 
cement ducts come in long 10 ft. and 
13 ft. lengths. 

The folder describes the handling, 
the workability and advantages of 
these ducts. Illustrations show typical 
installations, steps in application and 
a representative selection of the fittings 
available are also pictured. 


Open M-H Plant in Amsterdam; 
to produce oil furnace Controls 


MINNEAPOLIS - HONEYWELL REGULA’ 
TOR CO., Minneapolis, Minn., has estab 
lished a new factory in Amsterdam 
to manufacture domestic heating con 
trols abroad for the first time in the 
company’s history, Harold W. Sweatt, 
president, recently announced in dis 
closing an expansion of foreign sales 
and production activities. 

The Holland factory will produce 
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_...» Manufacturers’ Activities 


a limited line of automatic controls for 
oilfired furnaces. Small-scale produc- 
tion is expected to be started within 
three or four months, following altera- 
tions to a building that has been ac- 
quired on the outskirts of Amsterdam. 
The new plant becomes Honeywell’s 
third manufacturing operation outside 
the United States, the others being in 
Toronto, Canada, and Blantyre, Scot- 
land. At the latter plant industrial 
controls are produced. 

Heating controls previously sold in 
Europe have been made in the com- 
pany’s domestic plants and exported 
through its foreign subsidiaries and 
distributors. 


Kewanee Square-Heat Boiler 
described in new Catalog 


THE KEWANEE-ROSS CORP., Kewanee, 
Ill, latest catalog illustrates and de- 
scribes the Kewanee Square-Heat Boil- 
er for oil, gas or stoker firing and in- 
cludes four new larger sizes. 

This Square-Heat Catalog No. 88 
contains a complete description of its 
features, as well as a detailed listing of 


ratings, dimensions, equipment and 
trims. It supersedes the former Ke- 
wanee Catalog 88. 

A cutaway drawing simulates the 
operation of the Square-Heat boiler 
with a description of its important 
features. 


Quickdraft Convincer Display 
designed to stimulate Sales 


A COUNTER DISPLAY, known as the 
Quickdraft Convincer, is being dis- 
tributed by Quickdraft Co., Canton, 
Ohio. The display is intended to 
vividly demonstrate how the Quick- 
draft draft inducer provides the con- 
stant draft needed for trouble-free 
combustion. 

The Quickdraft Convincer occupies 
29” x 10” counter space. It has a light- 
green background that shows off the 
6” diameter model to best advantage 
and makes the sales message readily 
readable. A brilliant red circle, 8” 
diameter, is designed to attract the eye 
and focus attention on the demonstra- 
tion. Illustrated instructions for set- 
ting up the demonstration are mounted 
on the back of the display. 


OHI Directors Meet 
(Begins on page 51) 


tee of Engineering Educators under 
the Chairmanship of Karl Werwath, 
President of the Milwaukee School of 
Engineering. Mr. Werwath will be 
aided by several prominent men in 
the field of technical education who 
will serve with him on the Advisory 
Committee. It is expected that a num- 
ber of engineering colleges will in- 
clude the courses in their curricula 
for schools of mechanical engineering. 

Heading the 1953 Convention Com- 
mittee, Cy Burg (Iron Fireman) out- 
lined the proposed schedule of meet- 
ings and the topical coverage. Instead 
of a full week as in the past, this 
time there will be only two days of 
meetings with speeches, forums and 
the like, preceded by one day for 
“housekeeping”. . . the various com- 
mittee get-togethers and the formal 
reports. The housekeeping day will 
be Monday, April 20, 1953, and the 
real convention days will be Tuesday 
and Wednesday the 21st and 22nd, 
closing with a banquet on Wednes- 











PMORE PROFITABLE 
TO INSTALL 


AUTOMATIC 





















© VALVES DON’T LIME UP 
© 0 STAGNANT POOL 
TG REHEAT 


Our volume sales prove it... Thermo- 
Drip gives furnace owners greater cus- 
tomer satisfacton. 

Prospects easily see the advantages of 
humidifying by automatically dropping 
water on a sizzling hot stainless steel pan. 

Too, it’s easy to demonstrate why this 
method is the most efficient, most dependable 
way to put moisture in the air. 

Yes—Thermo-Drip gives faster, most effi- 
cient vaporization. . Dept 

Write today for FREE literature. ¢9°4 /> 


© SUPER- SENSITIVE 
THERMOSTAT 


© OUYSIDE SCREW 
ADJUSTER 


© EASY INSTALLATION 
© ONE KIT TO PURCHASE 


AUTOMATIC HUMIDIFIER COMPANY «© Cedar Falls, lowa 


Frcs 








Stop fuel oil odor with ODOROUT and 
insure customer goodwill. A non-inflam- 
mable, non-corrosive chemical, it is shaken 
directly from can onto oil leak or spill. 
Odor vanishes quickly and completely. If 
location is inaccessible ODOROUT can be 
diluted with water and poured or sprayed 
on leak. Available in one pound shaker 
cans equipped with easy opening and clos- 
ing device. 


Send for folder describing 40 other S. O. S. Quality 
Products for the Heating and Plumbing Industry. 


in 4 cy Ss. PRODUCTS CO., Inc. 


282 NASSAU AVENUE BROOKLYN, N. Y¥. 
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You'll Save Call Backs 
When You 


‘BuyTaco 


TEMPERING VALVES 











AyD 
Adjustable for temperatures 
between 120° and 160° F. 





They S-1-R-E-T-€-H 
TANKLESS HEATER PERFORMANCE AND 
GUARD AGAINST EXCESSIVELY HOT WATER 


This means less complaints of ‘‘the 
water's too hot”’ or ‘‘the tankless heater 
doesn’t give enough hot water’’. You 
also prevent high temperature water 
in dishwashers from baking food on 
dishes. 
















SIZES 


Type ‘‘A'’ adjustable 
in %2” and 34” sizes; 
type ‘‘B'' non-adjust- 


able 12” and 34”; and 
the type T adjustable 
1”, 1%2” and 2”. 








MINIMUM SERVICE PROBLEMS 


Over a 13 year period, less than 3/10ths of 1% of Taco 
Tempering Valves sold have been returned for all reasons. 


Better Heating-Better with Taco 









TACO HEATERS, Incorporated 
137 South Street * Providence 3, R.I. 


READ TACO'S OTHER ADS IN THIS ISSUE 
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Eight Books To Solve Your 


Heating & Air Conditioning 
Problems 














Letters are received daily from readers asking us 
for various Heating & Air Conditioning books 
which they are anxious to buy. 


We, therefore, have compiled this list to acquaint 
all our readers with the books that are available 
and the price of each. 


PRICE LIST 
[_] BEACON BOILER REFERENCE BOOK . . . $3.00 
[_] ESTIMATING MANUAL ........... $3.00 
[_] BEACON RADIATION REFERENCE BOOK . . $4.00 
[| THE SELLING MAN ............ $4.00 
[_] HEATING & AIR CONDITIONING...... $6.25 
['] DUCT CONSTRUCTION ........... $3.00 
(-] FIRST STEPS IN AIR CONDITIONING . . $2.00 


L_] WARM AIR HEATING & WINTER AIR 
CONDITIONING ..... 2.0.00... $8.50 


PLEASE MAIL REMITTANCE WITH ORDE® 


HEATING PUBLISHERS, Inc. 


2 West 45 St., New York 36, N. Y. 
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GEM 
COMBUSTION 
CHAMBERS 


The Gem Clay Forming Company 
SEBRING, OHIO 


Established 1907 


Telephone: SEbring 8-6141 














RE 


If you require facts 
at your fingertips 
to solve Heating Problems. 
These books will help you. 


OILHEATING SNAGS 


This book gives the solutions to many of the Everyday 
Snags that annoy you in installation and service. We've 


been working on them for years. They are all simple and 
practical answers to the most common goat-getters on jobs. 
It’s an 8% by 11 inch book of 64 pages. 

Si. 


INSTALLING THE DOMESTIC OILBURNER 


This is the first practical guide on oilburner installation. 
It contains the most significant articles from FUELOIL 
& OI. HEAT that cover all phases of installation step by 
step. It is 8% by 11 inches and contains 64 pages. Illus- 
trate? with numerous diagrams, charts and photos. 

$1. 


Please mail remittance with order. 


HEATING PUBLISHERS, Inc. 
232 Vadison Ave. New York 16, N. Y. 
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To Remove Air and Noise from 
Hot Water Heating Systems 


J 





aco 


SCOOP 


AIR 











You can solve your air problems with 
Taco’s new AIR SCOOP. When the sys- 
tem is first filled, a// you do is vent the 
radiators and high points. The job is then 
finished. No draining water. No repeat 
operation. No cutting or adjustments. No 
going back to job. 


TO EXPANSION TANK 


% CONNECTION 
FOR AIR VENT~ag oO 








WATER 


Here’s How Taco Air Scoop Works BOILER 


Air bubbles are scooped up by baffles and a 
accumulate in chambers No. 1 and 2. Air 
from No. 2 goes to expansion tank and, 
when tank is filled, backs down into Air 
Scoop and passes through air valve from 
chamber No. 1. 


























2 1 “Air Scoop’s the answer to the air 
problem”. 


2 “Won't install another hot water job 
without Taco Air Scoop”. 
3 “Does everything you claim for it”. 


4 “Air Scoop cured a real headache 
for me”’. 


5 “Stopped all gurgling in my system”. 
Better Heating-Better with Taco 







TACO HEATERS, Incorporated 
137 South Street * Providence 3, R. I. 


READ TACO'S OTHER ADS IN THIS ISSUE 
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. OHI directors Meet 


day, all at Chicago’s Edgewater Beach 
Hotel. The Accessory Div. will have 
its usual luncheon for the whole indus- 
try with a big name speaker on Tues- 
day, and the Wednesday luncheon 
will be sponsored by the Ol. 

In his managing director report, 
Becker mentioned that the Institute 
had a current bank balance of $120,- 
000 plus a $17,000 inventory of books 
and literature. He was voted author- 
ity to move the head office to more 
suitable quarters in New York. 

In line with many other industries, 
OHI, through Becker, has asked OPS 
to decontrol the oilburner industry on 
the ground that stocks are ample and 
that nearly all products are now being 
sold below ceilings. Only two manu- 
facturers in the room said that they 
were selling all items at ceilings. 

Bruce Olsen (Sundstrand) report- 
ing for the Accessory Div. in the 
absence of Clark Hastings (Rochester 
Mfg.) the chairman, offered the serv- 
ices of accessory manufacturers to 
help develop additional dealer chap- 
ters through the work of their field 
men who constantly call on dealers. 


Dave Bottrill, OHI technical secre- 
tary, reported for the Technical Div., 
assisted by Verne Resek (Cleaver- 
Brooks) and Burkhardt, on the three 
projects that this division is under- 
taking through separate study groups 

. one on recommendations for an 
industry service policy, one on stand- 
ardizing test procedures and the third 
on estimating oil specification trends. 


Recruiting Sessions 


For the Commercial - Industrial 
Committee, Burg and Frank Sinning 
(Allied) reported on a manpower re- 
cruiting session held the previous day. 
This activity is to be tied into the 
Educational Committee’s activities for 
development of courses of study. 

For the Distribution Division, Hollis 
Albert, chairman, reported that their 
group insurance now in force had 
reached seven million dollars and fore- 
cast that the amount would climb 
rapidly, now that the limit had been 
raised to $10,000 on executives with 
salaries above $5,000 annually. At the 
request of the Div. the directors set 
up a revolving fund of $10,000 to 


develop promotional booklets, blot. 
ters, calendars and other literature 
for members’ use. Fred Bur: oughs, 
national secretary of the Div., pointed 
out that last fiscal year the Institute 
earned $4,700 on such activiti 

The Engineering Committee «port, 
presented by Bottrill in the absence of 
Chairman Hertel (GE), outlined the 
responsibilities undertaken bv this 
group as follows: 1) Institute activi- 
ties on Commercial Standards CS-75, 
CS-104 and TS-5107; 2) represent 
the Institute before Underwriters 
Laboratories, National Board of Fire 
Underwriters and the American So 
ciety for Testing Materials. Fred 
Beckwith, secretary of OHI of New 
England, described his group’s activi- 
ties with the National Fire Prevention 
Assn, attempting to get approval for 
larger inside oil storage. 

Earl Stearns, representing the Rich 
mond, Va., chapter of the Distribution 
Div., thanked the directors for invit: 
ing a considerable number of his mem- 
bers to attend the meeting as guests. 
More important, he explained to the 
directors how the national work of 











IMMEDIATE DELIVERY 





IN STOCK 


also 


Poughkeepsie, N. Y. 
Kingston, N. Y. 


SERVICE 








STANDARD DESIGN 


TRUCK TANKS 


1200 and 2000 GALLONS 


PUMPS ° METERS ° HOSE ¢ REELS 


Binghamton, N. Y. 
Lindenhurst, N. Y. 
DETAILS ON REQUEST 


RENICK & MAHONEY, INC. 


380 Second Avenue (at 22nd St.) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 


ability ... 











When you have a famous name 


People naturally pick you out 


The man whose truck carries the name 
GULF SOLAR HEAT is carrying a 
name known and respected by mil- 
lions. It means quality . . 
integrity. 


. depend- 


And when people see that name on 
your trucks it’s likely they’ll pick you 
to get their business. 


GULF OIL CORPORATION - GULF REFINING (0. 
General Offices : Pittsburgh, Pa. 
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No Greater Value Ever 
Than These Complete* 
Fuel Oil Trucks! 











IMMEDIATE DELIVERY ANYWHERE 
in the U. S. A.- Trades accepted - 
Terms arranged 


1000 GALLON — 2 compartment tank; fully skirted, top 
shrouding; 1'/2" ticket printer (your choice); 125' 1'/4" hose 
and electric reel; 1952 Dodge 1! ton with 7:50x20 8 ply 
EN rer eo ere ts Corre ieee ck $3995.00 


1300 GALLON — 2 compartment tank; equipped same as 
above; 1952 Dodge 2 ton with 8:25x20 10 ply tires; complete 
$4380.00 


1600 GALLON — 2 compartment tank; equipped same as 
above: 1952 Dodge 2!/2 ton with 9:00x20 10 ply tires; 
a EE POTEET EEE Tee ee Cee ee $5125.00 








2000 GALLON — 2 compartment tank; equipped with 2" 
ticket printing meter (your choice); 125° I!/4" hose and elec- 
tric or "Fluid Drive" reel; 1952 Dodge 3 ton with 10:00x20 
ee Se IN Sais en encles wana $6465.00 


2400 GALLON — 2 compartment tank; equipped same as 
above; 1952 Dodge 3!/4-ton with 11:00x20 12 ply tires; com- 





| CMS eae SNS LT IPN ier CEE eg HER. $7330.00 
; 3300 GALLON — 2 compartment tank; equipped with 2" 
ticket printing meter (your choice); 125' I'/2"" hose and elec- 
tric or Fluid Drive" reel; 1952 Dodge Model YX, 4 ton with 
tandem dual rear; 10:00x20 12 ply tires all around; 100% 
air brakes; custom cab; all marker, running and signal lights 
Pned, MNO... a5 cos + teacbhwonnesaee: $11350.00 

EAR INSTALLED EQUIPMENT AVAILABLE ON ALL SIZES 


R 
Other sizes, prices on request — All sales subject to 8% Federal Tax 






*% Includes chassis, 
tank, pumping and 
metering equipment 














Send for FREE 
Catalog FO 






300 Lincoln Avenue 
HAWTHORNE N. J. 
Hawthorne 7-2100-2101-2102 
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NOW...SEE 
How To REDUCE 


| 
| 
| 
| 
COSTLY ot BuRNER 
| 
| 
| 







SERVICE CALLS 


Install ONE REXOIL .. . and 


see for yourself what real oil 
burner value it is. SEE how it cuts costly service 
calls . . . SEE how much it saves on installation 
costs . . . SEE how happy your customer is with 
REXOIL’s economy, its quiet, quick heat, and its 
efficiency . . . SEE how your profits will climb. 
Yes, REXOIL offers all these, and more. But the 
only common sense method for you to make sure 
of these facts is to try one REXOIL for yourself. 
Order just one burner, try it and prove its dependa- 
bility for yourself. 














WRITE TODAY ... ORDER ONE REXOIL 


REXOIL 










Residential, Commerciai Furnace and 
and Industrial Oil Boiler 
Burners for #2 oil Units 


Horizontal Rotory 
Oil Burner for 
Heavy Oils 


REIF-REXOIL, INC. 


37 CARROLL STREET BUFFALO. NY 



















Let QUALITY 
Be Your Guide! 
specify couplings by 
Guardian 
and get these | 
eames features . im 
| 





SS iano 


wv. 
] “SILENT TENSION"* 


gp Provides clearance for rapid assembly | 
and snug fit, reducing wear. Extruded | 
aluminum sleeve formed under closer 
tolerance obsoletes former production of | 


steel sleeve with embossed splines. | 
*Patent applied for. There is only one ''Silent | 
Tension’ splined sleeve coupling—Guardian | 
makes it. | 
| 
| 


? “DYNA-LINE" 
a FABRICATION 


An exclusive Guardian process 
aligns end-fittings and flex-element. 
Spins them into union while in a 
dynamic state—-running true. 


NEW 
a |RUE-FLEX" 
RUBBER ELEMENT 


Special synthetic reinforced. Properly engi- | 
neered to correct O.D. and durometer for | 
maximum service life. 








HANDY 
SERVICEMEN'S KIT 
Meets 97% of service | 


needs. Get one—keep if | 
, filled for extra profits on | 
coupling replacements. 





Insist on Guardian Quality... | 
It is True Economy! 


Write for Complete 
Data on Guardian 
Flexible Couplings 
and Guardian Oil 
Heat Valves. 









PROGUCTS CORP, 


COUPLING DIVISION 
Dept. F-112, 1231 East Second Street 


City, An e414 o'n a 


Michigan 











156 


. . « « OHI directors Meet 


OHI greatly benefits dealers in the 
local marketing areas. Richmond has 
grown fast as a fueloil market but re- 
cently natural gas has been tough com- 
petition because it’s a municipal utility 
with no need of profits. However, gas 
has now about reached its expansion 
goal so the outlook for oilheating 
growth is very promising. 


Special Committee Reports 


A special committee on Purposes 
and Objectives of the Institute had 
been appointed at the summer meet- 
ing. Tim Loizeaux of Plainfield, N. J., 
chairman, outlined these purposes: 
1) Create public acceptance for oil- 
heating; 2) Cooperate with all seg- 
ments of allied industries, such as 
petroleum, boilers, insulation and the 
like for mutual assistance and assured 
supply; 3) Encourage technological 
advance; 4) Promote standards of 
quality and performance in oilheating 
facilities; 5) Develop statistics and 
market data; 6) Observe and assist in 
the promulgation of equitable laws 


and ordinances affecting the industry; | 
| 7) Organize memberships in all areas; 


8) Maintain the reputation of the 
industry; 9) Harmonize relations be- 


| tween local dealers and oil suppliers. 


George Hochstein (Heil) co-chair- 
man for policy recommendations 
offered these points: 1) The Institute 
must be impartial to all of its seg- 


| ments; 2) Avoid action on local prob- 
| lems other than consultation; 3) Mem- 
| bers must not involve the Institute in 


their personal problems; 4) Must not 
sponsor nor approve any regulations 
restrictive to sales; 5) Must not inter- 
fere with normal buyer-seller relation- 
ships; 6) Headquarters should be noti- 


| fied of any local laws and codes pro- 


posed in any area for consultation and 
help; 7) Offer help to Government 
agencies on constructive projects; 
8) Help other trade associations where 


| interests are not prejudiced; 9) Make 


no contributions to charities, scientific 
or research projects without board 
approval. 


Fenton Fisher (Mercoid) chairman 
of the Time and Place Committee, re- 
ported that the next board meeting 
will be at Milwaukee January 22 and 
1953, 
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| Big Market! 

Good Profits! 

Repeat Sales! 
* 


FUEL OIL FILTERS 


Only a Klemm Filter can match a Klemm 
Filter in extra values. Your customers will 
be quick to see the additional advantages 
...and that means easier, faster, more profit- 
able sales for you. 

Klemm Filters alone have CHEMISTONE 
—the original controlled porosity element. 
The Kiemm is a fi/ter—not a strainer. It 
keeps oil-burning equipment at top effici- 
ency by removing dust, dirt, water, etc. 

Cash in on the big ready-made market— 
space heaters, boilers, ranges. Sell Klemm 
Filters on your service calls. Every sale 
means a satisfied customer. ORDER A 
SUPPLY FROM YOUR JOBBER TODAY. 





DISPLAY...TELL... SELL! 


This eye-catching display 
is sent to you with each 
order for 12 or more 
Klemm (Jr. Mode!) Oil 
Filters. Shoppers and 
walk-in customers are 
sold while they wait. 












| ed 


AUTOMOTIVE PRODUCTS © 0. 

YBN. DamenAvenue * Chicago 47, | ‘inois 
. in Can, by Elgee, itd. 410 Hopewell — Toronto 
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® Order from your jobber 


CLEANS FASTER—No bag to empty, 
shake or clean. 

Soot is emptied from container into 
throw-away bag. 

Easy to carry—weighs only 30 Ibs. 
Complete with 10 ft. hose, 27 in. clean- 


993 


* Write today for literature 
_ ® Jobbers’ inquiries invited 


STERCRAFT 


rPLY CO., INC. 
HAVERSTRAW, NEW YORK 


ing tool, 10 throw-away 
bags and quick-release 
tie-cord. 
















Originators and Manufacturers of 
THROW-AWAY FILTER BAGS 
Cr Commercial Vacuum Cleaners 











Oil equipment Jobbers 
(Begins on page 58) 
facturers whose lines he handles and 
the printer selects the proper electro: | 


types and prints for the jobber a cata- 
log on the makes of equipment. 


Seventeen firms exhibited equipment | 


and services in booths set up on the 
mezzanine of the hotel, adjacent to 
the meeting rooms. The trade exhibits 
opened each day at 9:00 A.M. 

Open meetings commenced on Oc- 
tober 6 with a joint luncheon with the 
Columbus Petroleum Club at which 
H. B. Sharer, United States Rubber 


Co., the principal speaker, discussed | 


“What makes a star salesman a star,” 
followed by an afternoon meeting. 
Admiral P. E. Pihl, USN, Bureau of 
Aeronautics, enlightened the audience 


on the “Current applications of air | 


s2a power.” 
Improve business Skill 


Tuesday morning, October 7, Hugh 
Allan, president, Rotary Lift Co., 


Memphis, Tenn., addressed the second | 
open session on how “To improve the | 
business skill of member jobbers.” He | 


described the scope of the average oil 
equipment jobber’s business and made 
the point that he furnishes definite and 


specific services to his customers, as | 
well as to his manufacturer. For his | 
customer, he explained, he is helpful 


in reducing customer inventories and 
relieving them of parts headaches. In 
addition he is able to provide repair 
services and, in many cases, engineer- 
ing services. He elaborated on the last 
point by urging each jobber to con- 
sider seriously adding engineering tal- 
ent to his staff and to assist the cus- 
tomer in proper selection of equipment 
and the design of the installation that 
will use it. Finally, the jobber is able 
to serve the customer by testing new 
equipment before it is installed and 
can give him business counsel. 

The jobbers’ services to manufac- 
turers are three-fold, Allan concluded, 
in that he saves the manufacturer local 
marketing costs, saves service costs and 
helps to reduce factory overhead, spe- 
cifically on sales costs, credit investi- 
gations and invoicing. 

The October 7 morning session 


OUTSIDE BAG 
FROM YOUR 


..-Get the 


SOOTMASTER 








closed with the showing of a du Pont 
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Filter Unit 





® Order from your jobber 


SOOTMASTER Filter Unit, with THROW- 
AWAY Bag, eliminates outside bag 
on your G. E. Cleaner, gives you double 
protection against leaks and blowouts 
Installed into your present cleaner in 
few minutes. 


17° 


© Write today for literature 
© Jobbers’ inquiries invited 


MASTERCRAFT 


INC. 
NEW YORK 


Complete with 10 throw- 
away bags and quick- 
release tie-cord. 


SUPPLY CO., 


HAVERSTRAW, 








Originators and Manufacturers of 
THROW-AWAY FILTER BAGS 
for Commercial Vacuum Cleaners 
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. . » » Oil equipment Jobbers 


Co. color movie, “Pipelines on 
wheels,” which demonstrated the 
safety devices incorporated in the 
modern gasoline truck. 

A second luncheon was held on Oc- 
tober 8, with Joseph W. Butler, presi- 
dent, Butler Oil Co., Philadelphia, as 
principal speaker. Butler chose as his 
topic the subject, “How the oil equip- 
ment jobber looks to the oil jobber,” 
and described the confusion that can 
develop from the two terms, He pre- 
ferred to refer to the oil jobber as 
an independent petroleum distributor, 


covering both wholesale and retail 
sales, but, exclusively a marketer and 
an independent company, 
Enumerating the “gripes” that the 
average marketer voices about the 
equipment jobber, Butler stated that in 
some instances the marketer can’t get 
delivery of the equipment he wants 
and at times finds he can obtain it 
quicker by placing an order direct to 
the factory. Also, there are difficulties 
encountered in securing needed repair 
services and parts and, in the East, 
he cited complaints of favoritism 








Wr. Fad Ol Dealer... 


DID YOU PUT YOUR MONEY 
ON THE WINNER IN 1952? 





@ WARCH, 1952 New Oil Floor 
Furnaces...with all con- 
trols at floor level. Four 
flat floor register models, 
10,000 to 112,800 B.T.U. 
hree dual wall register 
models, 50,000 to 72,800 
B.T.U. 


when 


Seite dang 


Send for free specification folder, 
or see your Kresky distributor 





| HERE IS THE TIME SCHEDULE, 
NOW PROFITING FUEL OIL DEALERS 
ALL OVER THE COUNTRY 


ee quuty, 1952 New Central 
: #4: ‘ Heating Forced-Air Oil 
~ Furnace. Approved 
for conventional or 4” 
ductwork. No assem- 
bly costs on the job. 
Saves up to 3 sq. ft. 
installed in 
closet. Convertible’ 
to gas at any time. 
75,000 and 105,000 
B.T.U. models. 


tasinen NOW with the LEADER 








The greatest improvements in the 

history of Oil Heating equipment 

were introduced by the _/ 

Pioneering leader... 1910 
i oskY 
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APRIL, 1952 New Foreed-Air 
Dual Wall Oil Furnace. 
For houses with slab 
floors or low foundations. 
Installation need not be 
made until house is com- 


plete. No money tied up. 
57,500 B.T.U. 


.-.more developments are coming in 1953! 


KRESKY MFG. CO., INC. 


: 2nd AND H STREETS, PETALUMA, CALIFORNIA 
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shown for major oil company custom. 
ers. He conceded there were “two sides 
to every story” and explained he was 
merely reviewing “gripes” tha: he 
knew existed. 

Declaring that salesmanship was 
needed for intelligent business man- 
agement, Butler pursued the subject 
farther and stated that each ecuip- 
ment jobber must strive to become 
a more intelligent business man: zer. 
“Good management,” he said, ‘per- 
vades the entire business and poor man- 
agement almost always is reflected in all 
other divisions of any company.” On 
inventories, he urged the equipment 
jobber to build up adequate stocks oi 
those things that are in regular de- 
mand and to learn what the oil mar- 
keter needs and what he will need in 
the future. 


Services Expected 


Other services that the marketer 
looks for from his equipment supplier 
include sales engineering and plan- 
ning, service follow-up on every major 
item of equipment sold and prompt 
service. Butler briefly described a plan 
for preventive maintenance service 
that he would like to see adopted uni- 
versally, with charges to be worked out 
on a flat fee basis or per call. 

He praised the Association and the 
opportunity it provides for beneficial 
interchange of ideas and outlined ways 
in which it can grow and prosper. An 
important contribution it can make, 
he feels, is active liaison with the Na- 
tional Oil Jobbers Council. In particu 
lar, Butler explained, the oil equip 
ment jobbers can join the fight against 
branding major oil companies as mem 
bers of an “oil cartel” by adopting a 
resolution that would condemn ‘per’ 
secution by press release.”” Also, there 
is an opportunity for productive effort 
in the move to revise present destruc’ 
tive and restrictive tax structures. 

Finally, Butler urged the Associa 
tion and its members to become 
more interested in movements affecting 
the entire oil industry, notably the 
program of the Oil Industry Informa 
tion Committee in its work to give the 
public the facts about the oil industry. 

The Association’s annual baquet, 
preceded by a fellowship hour. was 
held on October 7. 
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IMMEDIATE DELIVER 











HORIZONTAL TYPE 
ALSO AVAILABLE 








275 Gallon 
Oil Storage Tanks 


(Underwriter Approved) 


HARLAN & HOLLINGSWORTH 


TANK CORPORATION 


Executive Offices: 225 S. 15th ST., PHILA. 2, PA.+ Plants: PHILADELPHIA—WILMINGTON, DEL. 
UNITED STEEL BARREL CO. — UNITED STEEL CONTAINER CORPORATION 

















Angle type construc- 
tion for convenient 
installation and for 
heads up to 5 or 
from 5’ to 10’ as 
required. 





dependable — 


PREFERRED 
Anti-Syphon Valves 


é 
£ 


Preferred offers a complete line of 
dependable Anti-Syphon Valves for domestic 
installations, requiring a maximum capacity 
of 30 gph on Nos. 1, 2. or 3 fuel oils. Com- 
Amercial and Industrial sizes available up to 
/3” LP.S. in standard heavy-duty bronze. 


Approved by Underwriters Laboratories, Inc. 


When ordering for domestic use, specify Type 
“C" and pipe size, %” or 42”. 


J)” PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY NEW YORK 23, N. Y, 












2 ELIMINATE ” 
PUFFING, SOOTING | 
IN OIL-FIRED HEATING PLANTS 


WITH quickdraft 


Draft is merely heated air rising up the chimney to 
create a negative pull over the fire. When heat is 
first called for, however, the chimney is usually cold 
and the heated air, striking the cold flue walls, is 
cooled and loses its buoyancy. Even if the chimney 
is perfect, considerable time elapses before it is 
heated and full draft established. 


Without full draft, sufficient oxygen to support full 
combustion is not drawn into the fire. Resulting 
unburned oil vapors are wasted in the chimney, 
escape into the house causing objectionable odors 
and film or collect in the firebox causing puffing. 
Insufficient oxygen also results in intermittent burn- 
ing or pulsating, accompanied by loud hammering. 
Until full draft is established, unburned carbon parti- 
cles are not carried away but precipitate in radiators, 
smoke-pipe and chimney as soot. 


quickdraft corrects this condition by creating full 
draft the instant firing begins, insuring an adequate 
supply of oxygen for complete combustion and carry- 
ing all combustion products up the chimney. Con- 
trolled by the thermostat, quickdraft operates as 
long as the fire is burning yet does not “build up” 
the draft when natural draft is functioning normally. 
It is especially effective where chimneys are poorly 
constructed or where bends or elbows in chimney or 
smoke-pipe retard natural draft. 


quickdraft is reasonably priced, quickly and easily 
installed, uses no more current than a small light 
bulb. It is simple, fool-proof, durable . . . vitreous 
enamel units will not rust or wear out. Does not 
restrict smoke-pipe opening, even in event of 
current failure. 

Use quickdrafft to correct draft problems caused by 
low, defective and inefficient chimneys. Figure it in 
new installations and conversions, too, to insure 
satisfaction. Write for bulletin. 


—quictkdraft 


COMPANY 


809-C 10th Street, N. E. 
CANTON 4, OHIO 


Patent 


Ask about 
quickdraft 
advantages 
on coal and 
gas heating 
units. 


DIVISION OF THE HALL’S SAFE COMPANY, INC. 
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SILENT STEEL 
SPLINES 
Will Not 


Nibble Out! 


Pats. Pending 


Replace spline couplings 
which have stripped out, 
loosened, or become noisy, with this 
heavy-gauge silent steel coupling. 
Guaranteed not to strip or loosen. 
Heavy-gauge steel prevents distortion. 





Conventional set-screw 
couplings available in 
all lengths and bores. 





Our 25th Year 


FLEXIBLE COUPLING 
MFG. CO. 


8145 South Dobson Avenue 
Chicago 19, Illinois 
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Modernizing Oilburners 
(Begins on page 59) 


his father to get in touch with him 
about these jobs, Eventually, both 
Ralph Dennis and Nelson paid a visit 
to them, surveyed Wendell’s installa- 
tion and recommended that it be given 
the complete modernization overhaul. 
This was completed on July 5. 

Before this was done, however, 
Valk, Jr. attended the first sessions of 
the Boston School and _ established 
Controlled Combustion, Inc., separate 
and apart from Consumers Oil Ce. 

The Wendell installation, of course, 
has nct yet gone through a heating 
season, but Consumers’ delivery rec- 
ords reveal this interesting fact. On 
August 21, 1951 Wendell’s tank was 
full. On October 30, 1951, 232 gallons 
were delivered. This year on July 22 
the tank was full and on October 21, 
the next delivery, only 189 gallons 
were required to fill the tank, Degree- 
day readings for both periods were 
about the same. 


Before and After 


The table on page 62 reproduces 
the “Before” and “After” results of 
12 of the 14 modernization jobs that 
Valk, Jr. has performed on homes in 
the project. All were performed, as 
described above, on the same make of 
boiler-burner unit and same heating 
system. He uses the type of engineer- 
ing survey sheet reproduced elsewhere 
in this article. 

Valk, Jr. at present is a one-man or- 
ganization, who has done all the selling 
that has been needed, making the 
initial survey, doing the actual instal- 
lation and completing the final test 
and adjustment, Average cost of the 
jobs has been $169, and they have 
taken about 2 days each. Valk has 
rigged up a trailer, which he hauls to 
the job on the first day, containing the 
vacuum cleaner, parts, materials and 
tools. On the second day when he is 
completing the modernization he car- 
ries the instruments and tools he needs 
in the car. 

The jobs completed in the develop- 
ment nearly all have resulted from one 
homeowner passing the word along to 
another, and a number are lined up 
for future completion, However, it is 


Valk’s intention to expand shortly a 
add one salesman, at first, to develop 
additional modernization busine: 

It is apparent from an analy: s of 
the operations of Heat Contr: in 
Boston and Controlled Combusti: in 
Hackensack that both have recog ized 
the value of divorcing moderniz: tion 
work from equipment or fueloil « :les, 
It would not necessarily nullify «reir 
efforts to obtain such business if e'<her 
company did not do so, but it makes 
it much easier to tell a more convine- 
ing story when the prospect can be 
shown that they are interested on|y in 
improving the quality of his existing 
installation and would not replace it, 
if they were asked. 


Sales and Engineering 


Both, also, are careful not to over- 
expand and have been successful in 
maintaining a very close relationship 
between sales and engineering. This is 
particularly important in moderniza- 
tion work, not only because it permits 
each job to be supervised closely, but 
also since no job will be sold after a 
salesman locates a prospect until the 
engineer has completed his survey and 
verifies that modernization can be per- 
formed effectively. 

That there exists a vast market for 
such work cannot be denied and that 
it has been neglected generally is all 
too apparent. Barring the small num- 
ber of presently installed oilburners 
that are hopelessly beyond repair and 
the slightly larger number that could 
not be modernized successfully be- 
cause the units are undersized for the 
job they are expected to perform, there 
still are many thousands of oilburners 
that need modernization. The burners 
are performing their function of heat 
ing homes, but often are not delivering 
the efficiency they are capable of and 
are saddling homeowners with sub 
standard performance, which they 
might not be aware of, and excessive 
fuel bills, which they realize a!| too 
well. 

An oilburner modernization expert, 
or an organization keyed to correlate 
its efforts to do this work intellivently, 
certainly will be able to find plenty of 
work, certainly will doa service {or the 
consumer and certainly canno* help 
but benefit the oilheating indus‘ y. 
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| GORTON VALVES 
MAKE SATISFIED CUSTOMERS 


With GORTON VALVES 
every radiator is made 
to heat EVENLY and 
QUICKLY with OUNCES 
of vapor... instead of 
POUNDS of pressure. 


ss VAPOR 2 " 
EQUALIZING © 
VALVE! oe 





: PAT MS 2498293 3 4 


For steam mains and 
unit heaters 





WRITE TODAY FOR 
LITERATURE AND PRICES 


GORTON HEATING CORPORATION 


Since 1887 — Manufacturers of Heating Equipment 


CRANFORD - @ NEW JERSEY 


For radiators 











DEPENDABLE 


PERFORMANCE 


An Acme Electric transformer equipped 
oil burner, is visual assurance of de- 
pendable ignition performance. Heavy 
duty design, impregnated coils, sealed 
in heat dissipating compound. 





ACViE ELECTRIC CORPORATION 
501] WATER ST. 





CUBA, N. Y. 


























S MODEL SA-4 


Deluxe Oil Burner 


Sell those large domestics and\ semi-commercials 
with the burner specifically designed for heavy duty 

. ANCHOR Model SA-4! 2.5 to 5 gph capacity. 
Rugged, compact, economical, and amazingly effi- 
cient. New combustion head designed by, Shell 
Development Company saves up to 36% on fuehoil! 
Get full details on ANCHOR Model SA-4, the 
complete ANCHOR line of fine heating equipment, 
and the sensational ANCHOR Dealer Franchise\ 
Plan... TODAY! \ 


TT SP 
| 


DEALERS: 


We will help pay 


WRITE, WIRE, PHONE 
| — 


ANCHOR 


STRATTON & TERSTEGGE CO. 
Box 311, New Albany, Indiana 


your Income Tas! 


FOR AMAZING DETAILS! 



















































































ROCKFORD, ILLINOIS 


SUNDSTRAND ENGINEERING CO. 













2 W. 45 St. 





OIL HEATING SNAGS 


This book gives the solutions to many of the 
Everyday Snags that annoy you in installation 
and service. We've been working on them 
for years. They are all simple and practica! 
answers to the most common goat-getters on 
jobs. It’s an 814 x 11 inch book of 64 


pages. ...... 


(Please send remittance with order.) 


oeeree eee eee eee ee eee eee 


HEATING PUBLISHERS, INC. 







New York 36, N. Y. 














Names in the News 


Howard E. Earl has joined the 
Sundstrand Machine Tool Co., Rock- 
ford, Ill., as chief , . 
engineer in charge 
of an engineering 
department 
for the develop- 
ment of Sund- 
strand’s pneu- 
matic and mag- 
netic products. 
His work will en- 
tail coordinating the design and de- 
velopment of new products in these 
fields and the further development of 
products already being manufactured. 
Earl formerly was with Eureka Wil- 
liams Corp., where he was director 
of research. Prior to this, he served 





the company as chief engineer of the 
Williams Div. Earl also has held posi- 
tions with the Herman Nelson Corp., 
designing and developing oilburners, 
and the Lennox Furnace Co, where 
he served in a similar capacity. 


Howard J. Evans has been appointed 


chief engineer, Rockwell Mfg. Co., 
Pittsburgh 8, Pa. Evans joined Rock- 
well in 1935 as an engineer at its Pitts- 
burgh headquarters and was later ap- 
pointed assistant chief engineer for gas 
products. In 1948, he was made chief 
engineer, Rockwell’s DuBois Div., and 
three years later he returned to Pitts- 
burgh as chief engineer, gas products, 
a position he held until his new ap- 
pointment. 


Warren S. Supplee has been ap- 
pointed sales engineer, Automatic 
Heating Div., 
Bethlehem Foun- 
dry & Machine 
Co., Bethlehem, 
Pa. Supplee’s ter- 
ritory will in 
clude Pennsyl- 
vania, New Jer- 
sey, Maryland, 
Delaware and the 
District of Columbia. Supplee for- 
merly was a manufacturers’ repre- 
sentative in the plumbing and heating 
field. He has had many years experi- 
ence in sales engineering. 





L. F. Reimann has been pronioted 
to assistant vice-president of manu 
facturing, Jack- 
son & Church 
Co., Saginaw, 
Mich. Associated 
with the firm for 
27 years, Rei- 
mann has_ been 
superintendent of 
J-C’s two plants 
in the Saginaw 
area since April, 1951. In addition to 
the company’s regular operations, 
manufacturing connected with two 





defense contracts also will be under 
the supervision of the new office. 


William E. Keppler has been ap- 
pointed by Visa-Clean Corp., Ran 
dallstown, Md., as its district manager 
for Pennsylvania, Keppler was the first 
to develop and perfect an entirely 
portable, self-contained, gasoline 
driven rock drill, light enough to be 
carried by one man. He has also con- 
tributed to the latter development of 
the Visa-Clean tank cleaning appara’ 
tus and testing equipment. 
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2 COPPER TUBE 
mite FITTINGS 
rutdiig Manufacturers of high quality 
fe flared fittings, compression fit- 
ayn tings, and valves. Write for 
mq cataiog and price list. 


Yt @6SPAN Brass Mfg. Co. 
TT 400 Wilson Street 
wie Otsego, Michigan 
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Choice of % x % O.D. Tube 
or 2 x Y2 O.D. Tube. 
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Shut-Off 


Series 
SC-750 











RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 

Valves IGNITION CONNECTIONS 
Made in Two Styles 

CRIMP TYPE and SOLDERLESS 





Code Ne. C/T #11 


THE RAJAH CO. BLOOMFIELD, NEW JER®EY 


Cede Ne. $SOS #11 
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Quiet Oilheating 
(Begins on page 63) 

is entirely new, and so are all the con- 
trols included in this wiring. No. 12 
wire with all connections soldered and 
taped was used for the “E-G” circuit. 

“F” js a standard room thermostat 
of the mercury tube type, with its bulb 
reversed so that an increase in tem- 
perature Closes the circuit of the mer- 
cury tube. On-the-job tests proved that 
either this thermostat remains “off,” 
or it turns “on” for a minimum of two 
minutes. The light bulb might flicker 
because of a defect in the five-zone con- 
trol system, The flickering could be the 
type that would cause chattering of the 
burner’s relays together with bad be- 
havior of the burner during a start-up. 
However use of the arrangement in 
the “After” drawing eliminates a 
flicker in circuit “C-D” from affecting 
the oilburner adversely, Either room 
thermostat “F” stays off, or it goes on 
for a minimum of two minutes. 

Ambient temperature was taken 
into consideration by locating the hot 
box outside the boiler room, in a laun- 
dry reom having a more-or-less even 


temperature, and setting the thermo- 
stat for about 95°. A light bulb of 
suitable size is used. The owner knows 
there'll be no heat in winter if the light 
bulb burns out. Outside the hot box are 
two signal lights, the idea of the in- 
genious serviceman, one connected in 
parallel with the light bulb, and the 
other wired to be on when the room 
thermostat (or the boiler temperature 
control wired in parallel with it) is on. 

The burner used to start and stop 
dozens of times an hour when carrying 
a light heating load, because to avoid 
banging of steam pipes its pressure 
control (a sensitive control with a 
large-area bellows) was set especially 
low, for perhaps one-quarter pound 
steam pressure. To eliminate the un- 
necessary starting and stopping, a 
sensitive immersion-type temperature 
control was installed in a steam main, 
about eight feet from the boiler. Once 
the burner stops, it cannot re-start in 
less than about ten minutes, as the re- 
sult of the action and special wiring of 
this control. Once running, however, 
the burner cannot be stopped by this 
newly-added temperature control on 


the steam main. Any expert in Series 
10 controls should know how to wire 
such a temperature control, to produce 
the effect of what I call “an enforced 
ten-minute off period.” During the 
“enforced off period” of this installa- 
tion, the air-heating steam coil does not 
chill entirely and the forced-air blower 
continues running steadily. 

With the wiring of this headache 
job thus changed and the burner thus 
carefully checked by going through 
the 18-step check-up system, does this 
job need a door spring? Yes, decidedly, 
in my opinion. For precisely the same 
reason that a burner expert keeps open 
the firing door when starting a burner 
and worrying about whether or not 
there'll be instant ignition of the oil 
sprayed from the nozzle, a door spring 
should be used where a burner has 
proved it can act nasty, A well-engi- 
neered door spring arrangement, which 
permits a big door to swing wide open 
for the slightest “Pop” pressure in a 
combustion space, gives you the same 
protection which a serviceman gains 
by keeping a flame observation door 
open when starting up a new burner. 





= | 
NEW SOURCE OF PROFITS) 
AND GOODWILL 


SAFE-T-SAND 





Write for full details. 





Your ad printed on tough, 3- 
ply paper bags, filled with 25-Ibs. dried 
sand, as low as 21¢ each, F.O.B. our 

ploat, plus freight (delivered free within 125 miles of Milwaukee). 


Or, order IMPRINTED EMPTY BAGS, to be filled locally. 


for OU 





For slippery 
walks and drive- 
ways your cus- 
tomers don’t have 
ashes — they need 
SAFE-T-SAND. 
Give a bag with 
oil delivery — 
they'll BUY more 
bags later on. 


Every customer 
will want at least 
one bag of SAFE- 
T-SAND in the house 
and one bag in his 
car all through the 

Winter season. 





fans, pumps and blowers... 


Wh ihed 








IET OPERATION of 





TYPE DX DOUBLE FLEX 


FLEXIBLE COUPLINGS 


The rubber center unit 
gives added flexibility 
to this Lovejoy Flexi- 
ble Coupling and as- 
sures smooth, quiet op- 
eration. It’s specially 
designed to correct 
misalignment, with 
maximum absorption 
of shock, vibration, 
torque and overload. 
Easily installed — even 
in close, dark quarters. 


Most fan manufacturers 
; supply blowers with L-R 
{ jaws on blower hubs. 


SEND TODAY 
FOR COMPLETE 
LOVEJOY CATALOG 





(‘See Fuel Oil & Oil Heat, March, 1952 — “‘Block That Slide’’) 


READY-CRETE, INC. 


1936 SOUTH ALLIS STREET * MILWAUKEE 7, WISCONSIN . 











LOVEJOY FLEXIBLE COUPLING CO. § 
5012 W. Lake St. 








Chicago 44, Illinois 
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Asthorized 

Fuel Unit 
Service 
Station 


SERVING THE ST. 





Use "CRESCENT PARTS” Service 


LOUIS TRADE AREA 


ae 





"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular man- 
ufacturers list prices and trade discounts. 








SEND US YOUR 
ORDERS OR INQUIRIES 





CRESCENT PARTS AND EQUIPMENT CO., INC. 
825-831 S. Boyle Avene 


St. Lowis, Missouri 














Contest Winners 
(Begins on page 70) 


their association. This is imperative 
and should be undertaken prior to the 
actual starting of work by the sales- 
man. The policy of the company must 
be discussed at length, the products or 
service sold, studied, and their func- 
tion, completely mastered. 

Today there is a crying need for 
greater understanding, better human 
relationship, if you please, between 
employer and employed, and this is 
especially true with a salesman or sales 
force. “A good place to work,” pleas- 
well formulated 
plans for operation, and happy, satis- 
fied associates ofttimes is as great an 
attraction to recruiting new salesmen, 


ant environment, 


and keeping the entire sales force con- 
tented, as the actual compensation. 
A sales position must offer among 
other things, an opportunity for a good 
income, a chance for self expression, 
a contented mind and recognition of 
work well done. From the salesman’s 
viewpoint, that is the right thinking 
individual—a sales position is a chal- 


lenge. Something like a bank account 
he first must deposit (his talents) 
before he can draw against it. For re- 
gardless of the basis of compensation, 
in the final analysis—he’ll take out in 
direct proportion to what he puts in. 

Every basis of remuneration has its 
advantages as well as its disadvantages, 
but any successful plan must be based 
on mutual confidence, benefit and 
profit. The best plan to effectively pro- 
duce the desired results in the selling 
of heating equipment should be care- 
fully formulated to suit the exacting 
requirements of this highly specialized 
type of selling. The real successful plan 
must be based on genuine fairness, be 
simple in character, and completely 
understood by both parties. Nothing 
vague or misleading should enter the 
arrangement. Disappointment and dis- 
sension soon terminates the connection 
when the foundation is not built on 
sincerity. From a permanent associa- 
tion standpoint the right plan will in- 
clude provisions to see that the good 
producer has adequate income during 
the off season. This can be accom- 
plished by the following method, which 





the writer has used successfiilly, 
Example—let us assume the sales- 
man requires an annual pay of $5,200, 
five thousand, two hundred dollars, 
($100 weekly) and has the capacity 
to earn this amount. In the Middle 
Atlantic States he will possibly work 
fifty weeks and have two weeks vaca- 
tion. Now of the fifty weeks worked 
real production should be made in 
about forty weeks or possibly forty- 
two or even more weeks, Now if the 
weekly pay unit is One Hundred Dol 
lars, it means that the salesman must 
earn at least One Hundred and Thirty 
Dollars for the forty productive weeks 
to assure him the One Hundred Dol- 
lar weekly minimum over the year 
(fifty-two weeks). Please note—the 
salesman is not working forty weeks, 
but fifty weks, but he is fully aware 
that there is a definite slackening off 
period usually before and after the 
New Year Holiday Season. 
Certainly there are sales made dur 
ing this period, but we all must realize 


they are not the big selling months. 


There are many firms, headed by ap- 
parently smart business men, who lose 



















100% 





Equipment manufacturers are 
invited to bring their special 
design problems to us. 


in water. 


‘*KILN-CURED”’ 
HIGH QUALITY 


American Chambers are made 
from the finest, high grade 
refractory materials combined 
with proper ‘’Kiln-curing”. They 
will withstand 2500 degree tem- 
peratures and will not crumble mum of effort. 


FOR SATISFIED CUSTOMERS — INSTALL... 
AMERICAN COMBUSTION CHAMBERS 


LIGHTWEIGHT R 
EASY INSTALLATION 


Controlled manufacturing and 
careful design of American 
Chambers makes for fast and 
easy installation. The. flexible 
pieces fit together with a mini- ww tion and sav- 





FRACTORIES 


TOP PERFORMANCE 


Because of the high quality of ma- 
terials used in American Chambers 
they provide faster heat-ups, quieter 
burner opera- 





ings in fuel. 








JOBBERS: Write today for 
price sheet. 


AMERICAN CLAY FORMING CO. 


TIFFIN, OHIO 
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their good men at the tail end of each 
season and usually have to recruit a 
complet: new sales force come the fol- 
lowing spring. This idea completely 
grasped by the salesman at the time 
of initial employment and with a firm 
resolve on his part and the complete 
cooperation of his employer on the 
other, « real incentive is established. 
Now about this One Hundred Dol- 
lars per week, which certainly is not 
a maximum. This can be on a salary, 
commission, drawing account against 
commission, bonus, profitsharing basis 
or a combination of two or more of 
these methods. For the employer to 
have some real control, some method 
that insures a minimum take home pay 
for the salesman is necessary. This 
might even be an allowance for car 
expense or travel expense. The produc- 
ing heating salesman usually has a car 
and other obligations and with some 
assistance in the way of weekly income 
he begins to feel he is a part of the 
organization. However, limitations 
must be agreed upon for there are 
some so-called salesmen who are per- 
fectly satisfied to have a steady income 


with a little real effort on their part. 

A proven plan is to start a man on 
a drawing account against commissions 
earned. The commissions must provide 
a good income for a producer, In many 
cases checked it appears that some 
organizations in order to meet ridicu- 
lous competition place the salesman in 
a position of sharing some of the re- 
duction in price established by the firm 
and over which the salesman has no 
control. This is not conducive to build- 
ing a competent sales force and really 
is not necessary—but with a number 
of folks—it’s “Price” with a big “P,” 
period. 

This drawing account should be flex- 
ible—to suit the applicant for a sales 
position, His experience, ability and 
past record of accomplishment should 
be taken into consideration. This ini- 
tial draw could be fifty, sixty, seventy- 
five dollars or more, again depending 
on the caliber of the man, and with 
the understanding the draw will be in- 
creased when warranted by the sales- 
man’s reserve. Some employers aug- 
ment the drawing account with an auto 
allowance of possibly Ten Dollars 


. . . . Contest Winners 


weekly—either charged against earn- 
ings or absorbed by the organization. 

Incentives are always good, for sales 
records are made today only to be 
bettered, tomorrow. Monthly, and in 
some instances, weekly awards create 
the inspiration that spurs that greater 
effort and produces results. Cash re- 
wards seem the most welcome by most 
sales personnel, but an occasional prize, 
other than cash, is good too. A good 
quality brief case, an auto tire, and 
sometimes a gift suitable for the wife 
or girl friend is greatly appreciated. 

The salesman who is capable of 
originating his own prospects and sell- 
ing them is a valuable man to any 
organization and this ability should be 
recognized and properly rewarded. In 
the event a canvasser is employed or 
a certain percentage of the sales costs 
is charged for advertising—the sales- 
man who can and does “dig up” pros- 
pects and sells them—should realize the 
money or the larger portion of it, that 
would be paid the canvasser or for 
advertising. This latter type of sales 
producer, the real self-starter is a most 
valuable asset. 





HEAT-TIMER 


valves correct those 
Hard to Balance 
one pipe steam systems 
The Radiator N\ 

Air Valve with 


built-in Thermostat 

















Brass 
Chrome- 
plated 


THERMOVALVE ... automatically maintains 
individual temperature for each room. Just turn 
dial to desired temperature. Precision made. 
Noiseless operation. Works on any one pipe 
steam system without interfering with existing | 
controls. Angle or straight shank. List $3.95 | 


VARIVALVE .. . a Quick-Vent Valve that gets 


Risers. Saves you time. Customer satis- 
faction. Sturdy, brass chromeplated, | 
precision made with venting | 
orifice variable 0” to 5/16”. 
Angle or straight shank. 
List $3.45 


| 
Request for information 
or literature sent by return mail. 


HEAT-TIMER CORP. 


520 Broadway, New York 12, N. Y. 


ol 


























heat fast to those “hard to heat” Rooms, Mains, | 








A COMPLETE 
LINE OF 
HEATING UNITS 







STEEL BOILER CO., INC. 


22nd and WASHINGTON AVENUE 
PHILADELPHIA 46, PENNA. 
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SOLD ONLY THRU||| DON’T JUST BAFFLE! 
GET $ WIRLING AC TION 


* JOBBERS 


AND 


DEALERS , 


* ONE QUALITY 
* ONE PRICE 


GE or Ohio motor with thermal overload, 


Sundstrand pump, Webster or Jefferson 
ignition transformer, One-piece, precision 


machined cast iron housing, Minneapolis- 


Honeywell controls. 


ECKHART MFG. CO., INC 





. Contest Winners 


Regardless of the method employed, 
records must be kept up to date by both 
interested parties and the salesman 
should be provided with a monthly 
statement showing his withdrawals and 
his earnings and the balance in red 
or black. 

Salaries for salesmen are quite all 
right and in many instances salaried 
men are excellent producers and fine 
loyal employees. However, the real 
producer of sales results does not want 
his earnings limited and in the major- 
ity of cases much prefers to work on 
a fair commission basis. 

The success of any plan of re- 
muneration is highly dependent upon 
the integrity of the parties involved 
and a sincere understanding of the 
final arrangement. For mutual protec- 
tion a brief outline of the agreement 
should be made in duplicate and signed 
by each interested party. 


e NEW JERSEY 





Report of contest winners, Ques- 
tions No. 9 and No. 10, will be 
concluded in the December issue. 











T00- 


Every Conversion 
needs a FIRE- 
SWIRL BAFFLE. 


Get the facts, clip 
this to your letter- 





UNION 





head, or see your jobber. 








Warm Air Group 
(Begins on page 78) 


speaker at the luncheon on that day, 
after which an afternoon session will 
take place, with F. L, Meyer, Meyer 
Furnace Co., presiding. 

At this final session will be presented 
reports of warm air research conducted 
at the University of Illinois. R. W. 
Roose, research assistant at the Uni- 
versity and Professor of Mechanical 
Engineering, will explain “Small pipe 
Heating in research Residence #2”; 
H. T. Gilkey, research associate in Me- 
chanical Engineering, will compare 
perimeter-loop and radial systems in 
Research Residence #3 and Donald 
R. Bahnfleth, research assistant in Me- 
chanical Engineering, will discuss 
“Summer Cooling in research Resi- 
dence #2 in 1952.” 


ee 
Oliver F. Johnson of Washington, 
D. C., has been appointed vice- 
president, American Hydrotherm 
Corp., Long Island City, N. Y. 


Oilheating Trends 
(Begins on page 12) 


contract terms. Another 11% are given 
last season’s amount plus varying in 
creases from 7% to 20%. The final 
5% of these restricted companies are 
given the same as last season plus or 
minus weather adjustments. Notice 
that these percentages relate, not to all 
companies reporting but rather to 
those restricted, which were nation- 
ally only 40% of all companies. 

These restrictions don’t mean that 
the folks won’t get the oil they need; 
rather, the marketers must get out and 
dig in the spot market. 

SECONDARY FUELOIL STOCKS: Stocks 
of No. 2 fueloil at distributors’ bulk 
plants and major company secondary 
or local points on October 1 East of the 
Rockies are estimated at 16,590,000 
barrels, Of this amount 9,830,000 bar- 
rels were in District I and 6,760,000 in 
District II. 

These figures are based first on the 
storage capacities determined in the 
new secondary storage studies of the 
Census Bureau and then on applying 
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ONLY MICCORKLE CONTROLS 


\. give you this combination 
\\ of vital features 


@ Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of extra power. 


. @ More rapid heat transmission. 
@ Snap acting Micro-switch. 
@ Heavier, more rugged construction. 


@ Less service — greater customer satisfaction. 


for Vaporizing Oil Burners 





We will gladly furnish literature and speci- 
fications for your particular requirements. 


Write us today! 





p.H. NCCORKLLE €9. 


Box E, Station A 


Berkeley, Califo:nia 











November 


1952 














OUTSTANDING 
CONSTRUCTION 
FEATURES 


HE Dongan Transformer is superior in per- 

formance because of its outstanding construc- 
tion features. Its coils are specially space wound 
to protect windings from electrical surges. Im- 
pregnated under high vacuum. All laminations 
heat-treated to remove internal stresses. Used 
on leading makes of oil burners. 


Voltages from 5,000 to 20,000. 
A variety of sizes and mountings 





Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 
“The Dongan Line Since 1909’’ 





WRITE FOR 
Literature 























LEAKS 
(MSTANTLY!/ 


© in VCASTINGS 

: SOIL PIPES 
" — SEWER PIPES 
"= SEALS SAND HOLES 


SEALS OUT 
RAK-STIK 


WATER ¢ GAS 

ACIDS ¢ BRINE 
Apply KRAK-STIK while liquid is in pipe 
at moderate pressures. No heating of stick 
or surface required. It contracts and ex- 
sands with surface to make a positive 
seal. Works equally well on wet or dry 
‘arfaces. An ideal caulking compound. 

WRITE FOR TEST SAMPLE 


ly LAKE CHEMICAL CO. 


sae 3086 W. Carroll Avenue, Chicago 12, Illinois 


eloil . 




























INSIST on the GENUINE 
Shell - Designed Combustion 
Head on all the Burners 
You Install! 


Smoke 
Soot 


Absolutely: NO Smell 


aaa in fuel as high as 
30% and more! 


16-page booklet pro- 
FR FFI fusely illustrated with 
= diagrams, photos, and 


drawings, showing why the Shell-de- 
signed Head is necessary for the effi- 
cient burning of present-day and 
catalytic-cracked oil. 








MODERN DIE & MACHINE CO. 
166 Pleasant St. Boston 25, Mass. 











For a 














of long standing 
select 


AAADDEN 
BRASS 


For trouble-free service and ease 
of installation install Madden 
commercial and industrial fittings 
and flare nuts. They are precision 
machined of forged brass and ex- 
truded rods. 


Write for free catalog of the complete 
Madden fitting and accessory line. 


MADDEN BRASS PRODUCTS CO. 


1111 North Franklin Street, Dept. B-11 








47|T| F| la 

















Chicago 10, Illinois 
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SINCE 1927 


STANDARD AUTOMATIC OIL BURNERS 


Shell Head Models Available 


Pa | 
MAKES CENTS 





ODOR-GO 


Eliminates Fueloil Odors ard 
Stains Due to Spills 


Efficient and Economical to Use 





Write for Territory 


Models 


STANDARD ARCOIL CORP. 


21-23 Broad Street 


TO 
SAVE DOLLARS 


® Plants 


ALSO: 


open in your 
Locality 
from 3% gal. to 20 gal. 


r hr. 
i Necessary. 





Newark 4, N. J. 


SOOT-GO for Cleaning Oil and Gas-fired Heatin: 


SLUDGE-GO for Cleaning Fuel Oil Tanks an 
Will Emulsify Water. 

EZ-E WELD for Sealing Leaky Boilers. No After 
Odor. No Draining. 

RUST-GO for Cleaning Sick Boilers. No Draining 


KALMIDE CHEMICAL CO., INC. 
17 East 42ad S#. 


WRITE FOR NAME OF NEAREST JOBBER 


New York 17, &. Y. 














. Oilheating Trends 


the percentage filled of the reporting 
group of marketers, District I compa- 
nies were approximately 68.1% filled 
on that date; in District II the degree 
of fill was 59.0%. 

On kerosene and range oil the per 
cent of fill on October 1 was 59.2% 
in District I and 60.1% in District II. 

Primary stocks of No, 2 oil at re- 
fineries, terminals and in transit East 
of the Rockies on October 4 were 
104,095,000 barrels, an all-time high 


point, as of course they should be. 
This compares with 86,992,000 barrels 
on the corresponding date last year and 
with 64,553,000 two years ago. 
DEALER COMMENTS: Typical com- 
ments on various questions of the 
month are these . . . “People are not 
buying like last year at this time, in 
spite of the fact that we are 10% 
above last year” “We will not use 
our storage facilities until our supplier 
makes it interesting dollar-wise” 
“September sales did not exceed Au- 


sales were almost equal” . . “Business 
is booming; best we've had in the past 
four years” “We are not having 
the usual September-October rush this 
year because of few new homes being 
built and steel shortage slowdowns” 

‘All summer we were short of 
No. 1 and 2 oil. During the fall we 
have built up our supply” “There 
is no benefit in stocking up and carry- 
ing the load for the majors” . . . “We 
always keep a fair stock on hand and 
have been able to complete all our 
installations. 








gust. July, August and September 





— MET ER 


E irect-RES 
gio 


A practical, accurate air velocity meter for heating, air conditioning, and 
ventilating work. Indispensable for measuring grille velocities and air 
deliveries from registers and grilles; for balancing forced air heating 
systems, and for checking air distribution of all kinds of ventilating systems. 


Accurate velocity readings, automatically averaged over a 3” dia. 
free area, instantly indicated in feet per minute. 


@ Extension handle facilitates positioning of instrument away from the 
observer for readings in hard-to-reach locations, or where the observer’s 
body would interfere with the normal air movement. 


Unique scale lock makes possible to retain scale reading when desired 
until the lock is released—an indispensable feature where extension 
rod is used to position instrument away from the observer. 


Leather case is furnished as standard equipment for added protection 
when the instrument is not in use and for convenience when carrying 
it in the pocket. 


Ask your Jobber for the FloRite or write for Leaflet 760. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


7301 PENN AVENUE @¢ e¢ PITTSBURGH 8, PA. 


L* 


r ’ 
LOCK YOUR THERMOSTATS WITH 
THERMOLOK 
models 


Guards Your Heat Or 


Air-Conditioning Settings 
EASY TO INSTALL 


No nails or screws. 
No heat lock. 

No holes in wall. 

15 seconds to install. 


Latest MODEL FOR 
White-Rodgers 120 
Perfex # 100, 200, 135 
Delco # CIN 
lronfireman 


Plus all other models 


THERMOLOK MF6. CO, INC, 


541 Rogers Ave., Brooklyn 25, N. Y. 











VAPORIZING BURNER SERVICE 


A compilation of articles from FUEL- 
OIL & OIL HEAT by a veteran service 
manager and an oilheating engineer. Gives 
important wrinkles and angles of servicing 
pot-type units. 32 pages, 8% by 11 inciies. 
Many diagrams. 


(Please send remittance with order.) $1. 


HEATING PUBLISHERS, INC. 
2 W. 45 St. New York 36, N. Y. 
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